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State of the Nation’s Economy: 
Up . 


Upwarp Trenp—According to a| 


Commerce Department report, 
business activity is on “an even 
keel.” Seasonal increases are ob- 


served in production, employment | 


and buying. 

Business Inpex—Physical vol- 
ume of business in latest week 
reported was 99.2 of the 1935-89 
index, compared with 97.9 the 
preceding week, according to 
Barron’s. 

Sree, Ovutput— Was scheduled 

' last week at 74.3 percent of capaci- 
ty, against an average of 72.5 per- 

_ eent for the first quarter. 

; Bankruptcies — Leaped to 229 
from 152 the previous week, ac- 
cording to Dun & Bradstreet. 

Business Loans—Increased by 
$88 million in latest week reported, 


. a according to Federal Reserve 
: Board. 
j » 6 * 
Down 


CorporaTION Prorrrs — Decreased 

4 percent from last year to $2,922,- 

000,000 in the second quarter, ac- 

cording to Securities and Exchange 

Commission. Sales totaled $62.6 bil- 

' lion, compared with $68.7 billion a 
year ago. 

WHOLESALE Prices—Declined 0.3 
percent to 109.4 of the 1947-49 
average. 

Cost or Livinc—Food prices drop- 

' ped 0.3 percent by mid-September, 

: according to Bureau of Labor Sta- 

' tistics, leaving the price index at 
114.7 percent of the 1947-49 base. 

Freicut Loapincs—Totaled 721,402 
ears in latest week reported, a 
drop of 18,209 from the preceding 

im week. 


Car Output Jumps 
65% as Makiire 
Up Pace on 55s 


By Tom Hewitt 
Staff Writer 

S. CAR production, which had 
=“* been moping along for two 

months <dfing model changeover, 
-toomed 65 
© is slated to continue at an even 
"higher level the rest of the year. 

_ The total last week, according 
' te Automotive News estimates, 
wag 75,380 cars, compared with 
_ the preceding week’s 45,649 units. 

Truck turnout amounted to 18,- 
380, a 35.8 percent jump over the 
13,532 of the week earlier. 

Despite the boosts, October 
wound up with preliminary totals 
of only 243,217 cars and 62,962 
trucks, both of which were the 
lowest since the steel strike almost 
halted production in August, 1952. 




















a 7 . 
AINLY responsible for last 
week’s jump was Chrysler 






Corp., which scheduled assembly of 
21,050 cars. This is the firm’s best 
(Continued on Page 48, Col. 3) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 
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Prev. 1953 

Week Week Week 
For complete production totals 

by makes, see table, Page 48. 
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Chevrolet Unveils. All-New Models for 1955— 


Changed inside and out, the new Chevrolet this 
engine. The Bel Air sport coupe shown above illust the lower and longer appearance and the wraparound windshield. 
Many mechanical changes also are featured. (Story and other photoes on Pages 16, 40.) 
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i ‘ - at i = ~ 3 ie saith 
Pontiac Introduces New Body, V-8 Engine— 

Powered by g 180-horsepower Strato-Streak V-8, the 1955 Pontiac swept into dealer showrooms last Friday (Oct. 29) to 
show off its new body and other features. This is the Star Chief Custom Catalina. (Story and other photos on Pages 42, 43.) 


92% of Dealers in Black 
This Year, Ford Says 








Top Cars 


New-car registrations for eight 
months, . 24 states for Sep- 


tember 
By Bob Finlay planned for the shortest possible secdh' 28 — ena Pe. 
Managing Editor | na, Ford said he would be sur-| 1—062,575 Chev. 950,951— 1 
EARBORN. — Ford division’s —— 2 ra does not outsell| 2—960,161 as: ae 
6 dealers this year earn evrolet in the closing months of aes— 
24 saien return on ‘aor a * 1954. Latest registration figures| 4—287,842 Plym. 421,292— 8 
taxes to date and only 525 of them | Show Chevrolet ahead by about two 5—283,925 Olds. 285,602— : 
(or 8 percent) lost money, Henry | thousand cars. ae } ee 177,434— 8 
Ford II said last week at a press| (Some newspaper accounts at- on jane” 215,091. : 
review of 1955 models. tributed the “beat-Chevrolet” refer-| 9 whine Ondine 15,589—18 
He asserted that the ’54 model | ence to 1955. However, a check of 10— 71,648 Chrysler 112,092—10 
minimum of cars in dealer hands. | Ve@!s the direet reference to Chev- ae - 
rolet dealt with the closing months| 12— 90188 Nash 116,90—11 
The 55 line was called the “best | ? Sox, s 13— 58,654 DeSoto 86,878—12 
we've ever styled and engineered.” : ay 6s Mk 14— 29,403 oe 57,548—14 
$s Ss 15— 26,526 coln 30,902—17 
FroRD declined to predict Ford’s 25,297 ‘udso 073— 
RESS material on the new market share for 1955, pointing a 13,512 wie as 
Fords will be released Nov. 10/ out that plans of other companies 18— 6,684 Kaise 19,490—18 
and the cars will be introduced in| add up to more than 100 percent.| 39 971 Hi . ¥ 
enry J 9,357—19 
dealer showrooms Nov. 12. However, he said the year would 13,319 Mise. 28,421 
As for prices, Ford said that |be a tough competitive one in 
= y= any Aoaagy pol- | which the customers will benefit. Total All Makes 
icy 0 vering re more 1955,” said, “peo 
value for relatively the same = wees ar 3,861,567 4,058,558 


are going to be able to pick out 
the car they want—the one that 
(Continued on Page 2, Col. 5) 


price.” 


Further details on Page 42. 
With the model 


changeover 





rices 
“Uniform Rate Set 


+ is available either with a V-8 or a boosted-horsepower six-cylinder 










This issue includes the monthly 
TRUCK SECTION 


Rise 


Over 1,200 Miles 


Coast Charge Is Cut 
In Half; .Reduction 
Greater Than Ford’s 


By Bob Lienert 
Associate Editor 


Racer freight charges in 
areas distant from Detroit 
moved a step nearer equalization 
last week when a change in the 
pricing policy of General Motors 
was announced by President Har- 
low H. Curtice. 

The change involves price in- 
creases in all of GM’s 1955 cars 
and trucks,  éenibed with a re- 
duction of freight costs for vehi- 
cles in areas more than 1,200 
miles from Michigan plants, ac- 
cording to Curtice. 

The GM move, along with the 
Ford Motor Co. price and freight 
changes announced six days earlier, 
will strike another blow at boot- 
legging, it is pane 


HEVROLET’S. n aw maximum 
freight rate—which will be ex- 


actly the same in every city out- 





"55 Prices 
Advertised delivered prices on 
the 1955 Chevrolet and Pontiac 
—See Page 44. 





side the 1,200-mile limit—is $140 
on standard car body types and 
$146.50 on convertibles and station 
wagons. (Truck rates had not been 
set at press time Thursday). Sav- 
ings on cars range from a few 
dollars in cities near the 1,200-mile 
line to about $139—or 50 percent— 


»|on the Coast. 


(West Coast Ford dealers, un- 
der their factory’s plan, had $101 
cut from their old freight charge 
of $277, leaving approximately 
a ag pay under the new sys- 


The fact that GM has gone along 
with Ford in slashing freight rates 
increased pressure on other mak- 
ers which have few outside-of- 
Michigan assembly plants. 


* x *~ 

(CHRYSLER CORP., admitting it 

has both the GM and Ford 
plans under study, had “no imme- 
diate comment.” American Motors 
Corp. also declined to comment. 

A Studebaker-Packard spokes- 
man said his firm is 
both plans as to what affect they 

(Continued on Page 47, Col. 1) 


Safer Headlamp 
Set for Vehicles 


RRC TERING a significant ad- 
vance in night driving safety, 
a vastly improved Sealed Beam 
headlamp is on its way to the 
replacement and original equip- 
ment markets. 

Introduced jointly Thursday in 
Detroit by the Automobile Man- 
ufacturers Assn. and five lamp 
manufacturers, the new Sealed 
Beam unit on the present 
1939-vintage lam 
New units will P.. available to 
motorists of existing cars and 
trucks in 39 states and Canada, 
beginning in December, according 

(Continued on Page 8, Col, 3) 
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Enthusiastic Over 55 Outlook . . . 


Small-Town Dealers Confident 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo.—There 
is high enthusiasm for sales pros- 
pects in 1955 among small-town 
dealers and great satisfaction with 
their share of the 1954 business, ac- 
cording to a survey embracing 
dealers of all makes in towns of 
only 500 population. 

Summing up the composite 
statements, dealers usually have 
an exclusive for the territory 
and sell 100 to 150 units per year. 





Plymouth Unveiling— 


Dealers in 38 cities are getting a look 


at the 1955 Plymouth models. Attending 
the New York preview are (from left) S. H. 
Grossman, president of S. H. Grossman, 
Inc. (Dodge-Plymouth), Newark, N. J.; 
F. W. Yale, eastern zone manager, and 
Edward Rodier, of Rodier-Rooney Motors 
(DeSoto-Plymouth), White Plains, N. Y. 


Plymouth Shooting 
For Record Year, 


No. 3 Position 


NEW YORK. — Plymouth plans 
to double this year’s sales dur- 
ing 1955 and recapture its tradi- 
tional third place in the industry, 
John P. Mansfield, president, told 
dealers of the New York region at 
a showing of ‘55 models at the 


‘Waldorf-Astoria Hotel. 


He told the 1,700 dealers and 
salesmen previewing the new car 
that Plymouth expects to sell 20 
percent more cars next year than 


the record 635,000 units sold dur- . 


ing 1953. 

Mansfield said that the retooled 
Plymouth factory will be producing 
3,000 cars a day by Nov. 15. The 
Plymouth will be displayed in 
dealer showrooms Nov. 17. By 
year’s end, Mansfield said, Plym- 
outh expects to have built 160,000 
of the new models. 

* x * 
I’, ANTICIPATION of a big sales 
amar he said, Plymouth has ia- 


its field representatives 


os 103 to 291 and raised the 


number of regional offices from 12 
to 19. A substantially larger adver- 
tising budget also is planned, he 
said. 


Plymouth, Mansfield said, had a 
backlog of 150,000 orders before ’55 
production started. He said he ex- 
pects the backlog to be doubled by 
the time all dealers have seen the 
cars. 








Brand loyalty is much higher 
than in metropolitan areas. 

These dealers haVe modern serv- 
ice departments and expert me- 
chanics who use the latest equip- 
ment. Their customers, drawn from 
a 40 to 75-mile radius, have no rea- 
son to go to a larger town for effi- 
cient service. 

Dealers interviewed were  lo- 
cated in a 65-mile stretch in the 
hills between here and Rolla, where 
the income is derived from timber, 
turkeys, eggs, broilers, limited crop 
farming and stock raising. 

There is almost no industry al- 
though some residents drive to in- 
dustrial jobs in other towns up to 
50 miles away. 

Many of the land-owners trade 
cars every two years. In the 
meantime buy the best in tires 
and accessories and keep their 
equipment in tip-top shape with 
dealers’ service. 

Most deals during 1954 were 
made at a greater profit than -the 
average city deal. 

Beumel Bros. Motor Co. (Chev- 
rolet), only dealership in West- 
phalia—a town that could be set 
down in Germany without rippling 
the Rhine—reports a good business 
in 1954 and no involvement in the 
battle with Ford because those 
who wanted Fords had to go some- 
where else to get them. 

Leo Beumel, co-owner, said, “We 
look for an even better year next 
year than last. Even with the 
drouth we had a good business. 
Demand for used cars has been 
fair and most of our owners are 
interested in the new models and 
We expect to make a lot of deals.” 

At Freeburg, population less 
than 500, Beck & Eggers Motor 
Co. (Chrysler-Plymouth), report- 
ed a good 1954 which failed to 
reflect the national drop in 
Chrysler. 

According to B. H. Ruder, serv- 
ice manager, the dealership han- 
dles 70 to 100 units direct from the 
factory. The service department 
has a constant flow of business. 

The dealership has no competi- 








Smog Research Pushed 


tion in Freeburg and draws trade 
from a wide area. 

Some 10 miles up US-63 is Vi- 
enna, population about 600, county 
seat of Maries County, and the 
home of V. L. Long Motors (Chev- 
rolet), the only new-car dealer in 
town. 

Long operates a modern estab- 
lishment with good display 
rooms, offices and a modern serv- 
ice department under a trained 
Chevrolet service manager. 

“We look for the biggest year in 
history after a satisfying 1954 busi- 
ness,” Long said. “With two sixes 
and the new V-8 we have every- 
thing the public has been asking 
for—economy or high speed and 
split-second getaway. We'll do con- 
siderably over 100 units next year.” 

He said 1954 deals were plentiful 
but reported closer trading. 

A. W. Kocher operates a service 
station, auto repair service and 
used-car lot a few miles north of 
Westphalia. Until two years ago he 
was a DeSoto-Plymouth dealer and 
had been for eight years. 

Kocher said that his location 
had been a DeSoto-Plymouth 
dealership before there was one 
established in Jefferson City and 
that the cars came from a St. 
Louis dealer. 

Two years ago, he said, the fac- 
tory took over the St. Louis dis- 
tributorship and he was advised he 
would have to construct a new 
building, put in a $10,000 parts 
stock and make other improve- 
ments, so he dropped the deal. 





Recommended 
Reading: 

“Beauty Called Top Auto 
Seller,” report on Body Engi- 
neers convention, is on Page 46. 

The Guaranteed Annual Wage, 


part two of a series, will appear 
in next week’s issue. 








Auto Industry Is Spending $300,000 Annually; 
Chayne to Talk Nov. 4 in Los Angeles 


LOS ANGELES. 


— The touchy, port on the auto industry’s 


problem of smog will be examined | smog-research program and to 
Air 


further when the Pollution 
Control Assn. 
meets here this 
week (Nov. 4-6). 

Highlighting 
the conference 
will be a lunch- 
eon address 
Thursday (Nov. 
4) by Charles 
Chayne,_ engi- 
neering vice- 
president of Gen- 
eral Motors and 
chairman of the 
engineering advisory committee of 


the Automobile Manufacturers 
Assn. 
Chayne, who will appear in his 


AMA capacity, is expected to 
present an up-to-the-minute re- 


Lederer Takes Youths to Auto Plant— 


Five senior-class presidents are taken on a tour of the Plymouth plant in Detroit by 
Albert Lederer (second from left), vice-president of Judd Motors (Chrysler-Plymouth), 
Cincinnati, in conjunction with the firm's youth program. J. L. Williams (right), of the 
Plymouth siles staff, explains the plant layout. Af left is Bruce E. Miller, Plymouth 


advertising manager. 








discuss prospects for success in 
combatting air pollution. 

The auto industry, intensely con- 
cerned over the smog problem, 
particularly in Southern California, 
has instituted a widespread re- 
search program. 

Action has been taken on vari- 
ous fronts: 

1. The AMA set up a technical 
study group for pollution control 
last January. Members include 
some of the ue combustion engi- 
neers in the U. S. 

2. A grant of $50,000 has been 
presented by AMA to the Southern 
California Air Pollution Founda- 
tion, of which Charles F. Ketter- 
ing, GM research consultant, is a 
trustee. 

8. Research programs are 
being pushed by nine automotive 
laboratories affiliated with the 
Coordinating Research Council, 
which ties together study efforts 
of the petroleum and automotive 
industries. Approximately $250,- 
000 is being spent annually on 
this research. 

4. Research is being carried on 
privately by major auto firms in 


}|their own laboratories. 


The basic question is whether 
automotive exhaust gases contrib- 
ute to the creation of smog. If 
research shows that they do, the 
next job for the researchers will 
be to find a possible solution. 

Automotive researchers have a 
“strong suspicion” that unburned 
hydrocarbons in auto exhausts are 
contributing to air pollution. They 
maintain, however, that the real 
smog culprit is a meteorological 
phenomenon peculiar to Southern 
California, combined with geogra- 
phical conditions. 

The meteorological bad boy is 
(Continued on Page 6, Col. 4) 





New Officers Chosen by Texas Dealers— 


Sam H. White, of Sam White Oldsmobile, Houston, new third vice- 
president of the Texas Automotive Dealers Assn.; D. L. Johnson ,of Johnson Bros., 
Chevrolet Co., Dallas, second vice-president; Floyd L. Randel, of Randel-Presiley Chev- 


From left: 


rolet Co., Wichita Falls, president, and F. 
Tom J. Crooks is magager-treasurer. 


San Antonio, first vice-president. 


M. Gillespie sr., of Gillespie Motor Co., 





Sales Off, Net 


Up at GM: 


50-Millionth Fete Set 


ENERAL MOTORS’ net income 

in the third quarter amounted 
to $160 million, according to a re- 
port released last week by Harlow 
H. Curtice, president, and Alfred 
P. Sloan jr., chairman. 

For the first nine months, GM’s 
net income was $585 million. 

Earnings in the third quarter of 
1953 amounted to $140 million, and 
$453 million during the nine-month 
period. Thus, the comparable peri- 
ods of 1954 represent gains of $20 
million and $132 million respec- 
tively. 

+ + + 

erat sales during the first 

nine months were $7,219,000,000, 
within 9 percent of the record vol- 
ume a year ago. Sales of civilian 
products in the same period were 
6 percent below last year’s, while 
defense sales ran 24 percent behind 
1953. 

Net sales during the third 
quarter totaled $2,153,000,000, 
compared with $2,490,000,000 in 
the 1953 period, a decrease of 1.4 
percent. The rise in profits de- 
spite declining sales is explained 
through a lighter tax load under 
the new excess-profits tax law. 

Car and truck unit sales from 
U. S.. and Canadian plants in the 
third quarter totaled 749,892, while 
sales during the first nine months 
were 2,600,469 units, representing a 
6 percent decline for cars and 21 
percent decline for trucks from the 
comparable 1953 period. 

Stocks in the hands of dealers, 
according to the report, were in 
line with customer demand. 

os * * 


CURaarrt, the report added, 
GM’s defense production has 
declined to less than 15 percent of 
its total sales volume as against 
nearly 20 percent in 1952 and 1953. 

GM’s average employment in 
the first nine months was 538,493, 
compared with 557,261 last year, 
with civilian production jobs 
about equal in both nine-month 
Periods. 





Millionth Transmission— 


Henry Ford II, president of Ford Motor 
Co., accompanied by John Lawson (right), 
manager of the Ford automatic transmis- 
sion plant in Cincinnati, watches the mil- 
lionth automatic transmission come off the 
assembly line. Ford's first automatic trans- 
mission was produced in Cincinnati in 
1950. 


ENERAL MOTORS announced 

elaborate plans Thursday for 
celebration Nov. 23 of its 50,000,- 
000th U. S. motor vehicle, which 
will be produced that day in the 
Flint Chevrolet plant. 

By Nov. 23, GM expects to have 
produced approximately 41,750,000 
cars and 8,250,000 trucks and buses 
since its formation in 1908. 

Under the theme, “Golden CAR- 
nival,” GM will observe Nov. 23 
with civic luncheons in 65 cities 
and a closed network telecast to 
diners by President Harlow H. 
Curtice. 

All the 114 GM plants will hold 
open house, and a 45-minute pa- 
rade will be staged in Flint after 
top corporation officials watch step- 
by-step assembly of the 50,000,000th 
vehicle—a Chevrolet car. 

Curtice also will speak via film 
to all GM employes, and will con- 
duct a news conference in Detroit 
Nov. 22. 


92% of Dealers 


Making Profit, 
Ford Reports 


(Continued from Page 1) 


best suits their pocketbooks and 
their own requirements. 

“As. far as’ We are concerned, 
1955 is going to be a very tough 
competitive year—we have no il- 
lusidns about that. But we have 
been in the business more than 50 
years, and we have made more 
than 48 million units throughout 
the world, so we feel we have a 
pretty good idea of what the pub- 
lic wants.” 

* x * 
Frok> defended the company’s 
action in continuing production 
at a high rate when the market 
turned competitive in the latter 
part of 1953. 

“What we did,” he said, “was of 
benefit to the whole economy of 
the United States. More people 
were fully employed because of it.” 

He said 30 percent more Fords 
were sold from January through 

September, 1954, than in the 1953 
period, 

Ford asserted that Ford dealers 
were prepared for hot competition. 
He said they had been preparing 
since 1945. Mentioning talk about 
profitiess retailing he then cited 
Ford dealer profit figures. 

The division, he said, is prepared 
to work with the 8 percent of 
dealers who lost money to help 
them get the market penetration 
and earnings they need. 


x * * 


°53 Swells Ford Assets 


To Nearly $1.9 Billion 


BOSTON.—Assets of Ford Motor 
Co. reached an alltime peak of 
$1,895,134,000 last Dec. 31, the com- 
pany reported Thursday in its only 
annual financial statement. Ford 
assets totalled $1,757,750,000 in 1952 
and $1,584,172,000 in 1951. 

The report listed cash, receivable 
and securities, of $461,171,000, com- 
pared with $540,455,000 in 1952. Lia- 
bilities rose to $419,213,000 last year 
from the previous sum of $387,678,- 
000. As usual, profits were not dis- 
closed. 
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Napa gecarssgted is election day. I| additional car. We 
per 


am sure you are going to vote. 
Il am sure, too, that you are going 
to use your influence to get others 
to vote. 

The part that government plays 
in our lives these days makes it 
important that we all exercise this 
privilege. But no matter whom we 
elect for local, state and national 
public offices, the responsibility for 
conducting our individual enter- 
prises successfully will still remain 
with us. 

With your experience of the 
current year, and at the start of 
the new model year, is it not a 

good time to vote for yourself, to 
make a firm resolution that you, 
for one, will do everything within 
your power to restore stability 
and public confidence in this 
trade? Elect yourself, today, as 
a committee of one to improve 
merchandising methods. 

None of us can longer afford to 
sacrifice all the considerations of 
morality and wisdom to promote 
registration races. The huge invest- 
ment we, as a trade, have in this 
business can’t be sacrificed for the 
percentage of price class. Our capi- 
tal is invested to take care of own- 


ers. 
+ od : 


Avoid Shady Practices 


f yr mid is the goal of the entire in- 
dustry. It should not be sacri- 
ficed by padding prices or bushing 
prospects. 

In serving owners, aren’t we real- 
ly, in fact, serving the factories? 
It is certain, anyway, that dealer 
future and permanence depends 
more upon people who buy from us 
than the sources from whom we 
buy our product. 

Of course, next year will be 
competitive. We do not want it 
any other way. But the sad part 
of it is that this year we have 
given away our profit to the cus- 
tomers, and we haven’t sold an 


Quinn and Freed 
To Spark Ohio 


Dealer Convention 


COLUMBUS, O. — E. C. Quinn, 
president of the Chrysler division, 
and Charles W. Freed, president 
of NADA, will be the main speak- 
ers at the convention of the Ohio 
Automobile Dealers Assn., Nov. 7-9 
at the Mayflower Hotel in Akron, 
according to Bob Eddy, president 
of the association. 

Ed J. Hegarty, sales training di- 
rector of Westinghouse Electric 
Corp., will give a talk on “Train- 
ing of Salesmen.” U. C. Felty, di- 
rector of the Ohio Department of 
Highway as will discuss prob- 
lems of his field 

“The Chan ging American Mar- 
ket for Automobiles” will be a pre- 
sentation by Warren A. King, 
automotive merchandising manager 
of Life magazine. 

Among the social features plan- 
ned are a western party, the an- 
nual banquet and special activities 
for the ladies. 
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Dealers tell me 


By John 0. Munn 


AUTOMOTIVE NEWS, NOVEMBER 1, 1954 
Conn. Parley Takes Stand... 


Dealers Seek to Curb 
Makers’ Direct Sales 


may 
the percentage that some 
obtained over oth- 
ers, on, but it benefited the factory 
profit position, not the dealers. 

Perhaps in cutting prices we only 
anticipate next year’s business. 
Perhaps in cutting new-car prices 
we sold many people new cars 
when, in customer and dealer in- 
terest, they should have been sold 
a late model used car. 

There is morality in any business. 
Automobile retailing has been no 
exception. We have faltered last 
year, but let us raise our sights 
now by a firm individual resolve 
that, while we will be aggressive 
businessmen, we won't step over 
the border to shady practices. 


* * * 


Du Teau’s Invocation 


Cr HAS been great satisfaction to 
me in my long years of experi- 
ence in this field that every aealer 
convention—state, national or local 
—has started out with an invoca- 
tion. When these meetings have 
run longer than a single session, 
each of the sessions have been in- 
troduced by such a pause in our 
thinking. ‘the dealers have been 
careful to have these invocations 
given by priests, ministers and 
rabbis. 

On some occasions, the invo- 
cation has been given by a lay- 
man dealer. Altogether, they have 
been impressive and have had 
their effects on the trade. 

Just recently there has come to 
my attention that the Nebraska 
convention was inaugurated by an 
invocation by Elsworth Du Teau 
(Chevrolet) at Lincoln. Because it 
sets a high standard and contains 
thoughts which will inspire dealers, 
I repeat it with the hope that it 
will ring with the same solemnity 
in print as the oral pronouncement. 
Here is Du Teau’s invocation: 

a * eo 

“Almighty God, Our Father,— 
you who know us for what we 
were, for what we are, and for 
what we hope to be; you who 
gave us the concepts and pre- 
cepts of a free way of life, so vid- 
idly exemplified and reflected in 
this wonderful land of ours, in 
which every man has the right 
to be architect of his own future 
—help this nation to be worthy 
of its dedication, its concepts and 
its tradition of ‘the right to life, 
liberty and the pursuit of happi- 
ness. Help this industry of ours 
to be worthy of its greatness and 
the doctrine of free enterprise,; 
to nuture it, rather than stifle it. 

“Help us, as beneficiaries of 
this land, to be worthy of our op- 
portunities as citizens, as fellow- 
men, and as enterprisers who 
subscribe to the golden rule of 
‘As ye would have others do unto 
you, do’ ye even so unto them,’ 
Help us to promote the security 
of all for the general good, rather 
than destroy it through blind 
selfishness. Help us to make the 
tomorrows better for everyone, 
rather than worse; to make our 
communities, our states, and our 
nation stronger and more secure 
by our dealings with our fellow- 
men and with each other. 

“You who know what is in the 
heart of every man here and ev- 
erywhere, help us to contribute 
to our right of opportunity and 
to the welfare of others as well 
as that of ourselves; help us to 
keep this land, as far as it is 
within our own powers, a land of 
promise and of opportunity for 
us, for our children, and for the 
generations to come. 

“Deliver us from that hour 
which Abraham Lincoln faced 
when he said, ‘We shall meanly 
lose or nobly save the last best 
hope on earth.’ 

“Help us, Oh God, to be worthy 
of freedom and its responsibili- 
ties, and, if any of us fail, let 
him answer for his irresponsibili- 


ty, his selfishness, or his un- 
worthiness.” 






HARTFORD, Conn. — Manufac- 
turers wishing to make direct ve- 
hicle sales to the State should be 
required to be licensed, it was 
urged in a resolution adopted by 
the 34th annual convention of the 
Connecticut Automotive Trades 
Assn. here last week. 

Motor Vehicle Commissioner 
Charles F. Kelley told the deal- 
ers that he was considering a 
law which would require the li- 
censing of repairmen. 

Reporting on union activities, 
William E. Mason, retiring presi- 
dent, said that CIO organizing 
work throughout the state had 
ceased. He reported that the union 
had failed to organize any shops, 
but warned that it was active in 
other states and would probably 
be back. 

Adoption of a code of ethics was 


urged by Charles C. Freed, NADA 
president, who also promised the 
convention that NADA would in- 
troduce “new and more forceful 
legislation in the next Congress.” 

Freed said that public response 
to NADA’s appearance before 
Congress was surprisingly unfa- 
vorable and that the public felt 
the dealers were getting what 
was coming to them. 

NADA is determined, Freed 
added, “to restore the dignity of 
the dealer, bring morality back and 
return profit to our business.” 

Alan G. Rude, senior vice-presi- 
dent of Universal C.LT. Credit 
Corp., warned his listeners that 
although the auto market was 
sound and the public interested in 
the new models, skillful manage- 
ment was needed in order not to 





Officers of Tennesece Dealer Association— 


Newly elected vice-presidents of the Tennessee Automotive Assn. are (from left) 
C. W. Bond, Arlington; Arnold Colditz, Oneida; Van A. Payne, Springfield; W. H. 
Fisher jr., Humboldt; V. W. McKinley, Chattanooga, and James A. Mullican, McMinn- 
ville. 





Canada to Conduct Hearing 
On ‘Special Brand’ Taxes 


MONTREAL. — The application 
of sales and excise taxes to “spe- 
cial-brand” products will be the 
subject of a Tariff Board hearing 
starting tomorrow (Nov. 2). 

Particularly interested are the 
rubber companies, since the case at 
issue is the manufacture of special- 

brand tires. Any resultant ruling 
is unlikely, it is thought, to have 
a direct effect on other special- 
brand items, though it should help 
to clarify the whole issue of where 
sales and excise taxes are to be 
applied. 

Dominion, Dunlop and Seiber- 
ling manufacture tires for sale 
under their own name, and also 
for sale under private brand 
names for firms such as Eatons 
and Simpsons, General Tire and 
Canadian Tire, Atlas (a subsidi- 
ary of Imperial Oil) and Fiske 

(B. A. Oil). 

Sales and excise taxes (10 per- 
cent plus 10 percent excise) are 
levied on all these tires at the same 
point. It makes no difference 
whether the sale is to dealers han- 
dling the manufacturer’s own 
brand or to retail outlets using 
their own private brand name. 

A crucial point in the tire case 
is expected to be the matter of 
tread. The s5 -brand tires 
made by some manufacturers are 
not only marked with the retail- 
er’s name, they are molded with 
a@ special tread. 

The tax authorities have held 
that this final processing through 
a special mold does not constitute 
a special design. It would become 
special, and put the retailer into 
the position of manufacturer or 
producer, if he dictated to the rub- 
ber company the kind of mixture 
to be used, the kind of cord, the 
curing process and all the rest of 
the specification. 

Tire manufacturers which have 
no special brands have been ob- 
jecting that sales and excise taxes 
on the special brands should be 


levied further down the line, at a 
higher price. They claim that re- 
tailers handling their own private 
brands should be regarded as the 
manufacturers since they are the 
only ones who can handle that par- 
ticular brand. Then the tax would 
be levied on their selling price, less 
a discount to arrive at a theoretical 
dealer’s price. 

The distinction ordinarily drawn 
for -purposes of this section de- 
pends on whether the special-brand 
goods are made to the customer’s 
special design or whether they are 
the manufacturer’s ordinary prod- 
uct merely marked with another 
name. 





discuss AMC’s 





Wemhoff 


out that not only is AMC stronger in the auto field but also “we’re 
the second largest appliance maker in the world market, fourth 
in the U. 8. field.” He noted, too, that AMC is “the biggest con- 


| tiac), 


On the House... . 


Nash dealers, who may have been wondering if 
Hudson dealers were getting all the attention of 
American Motors, are in for a pleasant surprise 
on the 1955 models, AMC President George Romney 
assured me last week. While I’m not at liberty to 
‘55 plans, Romney did say: 
dealers next year will-have a stronger product and 
will be in a more competitive position than if no 
merger had taken place”... 

Speaking of AMC’s plans, Romney declared 
that “the future of American Motors is not 
dependent on a merger with any other company 
or companies, nor is it 
reciprocity’ (with other makers).” He pointed 





sumer of plastics in the manufacture of major parts... 

In a news conference in Cleveland, Henry Ford II said he doesn’t 
know when the “horsepower race” will stop. That’s because “one 
never knows what the competition will do,” he said. . 
the importance of the small-town dealer, NADA notes that current 
surveys show 80 percent of households in towns 10,000 and under 
own cars, whereas only 57 percent of homes in cities of half million 
or more own autos today. And, of course, the greatest proportion 
of American families live in small towns, not the big cities .. . 
Evers jr., of Albany, succeeds Charley Henderson, resigned, as N. Y. 
State association general manager. 





N. C. Bootleg Sales Total. 
1,424 in Nine Months 


RALEIGH, N. C. — New-car 
sales by nonfranchised- dealers 
totaled 335 units in September, 
according to the North Carolina 
Automobile Dealers Assn. Total 
for the first nine months was 
1,424. 

Sales during September were 
as follows: Chevrolet, 208; Ford, 
84; Buick, 10; Cadillac and Pon- 
tiac, 7 each; Mercury, 6; Olds- 
mobile, 5; Plymouth, 8; Nash, 2, 
and Chrysler, DeSoto and Lin- 
coln, 1 each. 

Bootleg sales for the first nine 
months were: Chevrolet, 1767; 
Ford, 450; Buick, 48; Plymouth, 
36; Pontiac, 34; Oldsmobile, 33; 
Cadillac, 27; Mercury, 22; Chrys- 
ler, DeSoto, Nash, Dodge and 
Studebaker, 2 each, and Lincoln 
and Packard, l each. * 





lose ‘out to more aggressive and 
efficient competitors. 
Merchandising of used cars was 
discussed by Harold J. Moye, 
NADA vice-president of Region 1. 
Other resolutions urged the es- 
tablishment of a system for ti- 
tling Connecticut motor vehicles | 
(there is now no central office at - 
which dealers can check owner- 
ship of liens) as well as a change 
in the Federal tax on trucks and — 


cars. 

Elected as president was Albert 
C. Hine, of A. C. Hine Co. (Pon- 
Hartford, while Harry H. 





Other Parleys 


Reports on the Arkansas 
dealer convention (Page 45), and 
the Florida parley (Page 47). 





Brown, New Haven, was named 
first vice-president. 

Other vice-presidents are Joseph 
S. Santin, Mystic, representing 
new-car dealers; Floyd Magee, 
Waterbury, representing used-car 
dealers; Harry B. Hollister, Hart- 
ford, finance; Maurice F. Wagner, 
New Haven, maintenance; William 
J. Forte, Hartford, jobbers, and 
Stanley K. Durkin, New Haven, 
trucks. 

Named to three-year terms on 
the board were Robert E. Parsons, 
Farmington; William E. Mason, 
Stamford; Nathan Goldman, New 
Haven; Arthur J. Roy, Williaman- 
tic, and Frank P. Fitzpatrick, An- 
sonia. 


Legislative Group 
For S. D. Meets 


PIERRE, S. D. — \UTPS) — A 
legislative advisory committee of 
the South Dakota Automobile Deal- 
ers Assn. has held its first meeting 
here. 

The committee includes Milo J. 
Brekhus, Rapid City; W. E. Cum- 
mings, Sioux Falls; F. G. Frie, 
Brookings; Don Liffengren, Pierre; 
M. W. Pfieffer, Yankton; Leon Por- 
ter, Mitchell; L. G. Saunders, Aber- 
deen; Leo E. Schirber, Mobridge, 
and C. M. Wold, Sioux Falls. 
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—Perre Wemuorr, Editor, 
Automotive News 
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else in the world. 


AUTOMOTIVE NEWS PLATFORM 


11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of 


better things of life than anywhere 





In Public Interest’ Means 
Just What It Says 


3 AUTO dealers are to earn public trust, they will have to 
convince the public that they are acting in the public 


interest. 


This business of public interest is a stumbling block to 
many. They pay lip service to it. Instead of 
gearing their operation to the public interest, 
they seek to disguise self interest as public 


interest. 


The method is this: First they decide what 


they want to do. Then they try to find some aspect of what 


they want to do that lends itself to public - interest justi- 


fication. 


In the end, who gets fooled? They or the public? 


A better method of approaching the problem is from the 
viewpoint of intelligent self-interest. Under such a program, 


dealers would seek to mesh their goals with the public in- 


terest, instead of seeing if they could find a public-interest 


justification to excuse their operation. 


. 


For example, Charles Freed, president of NADA, said 


the other day that public response to NADA’s appearance 
before Congress was surprisingly unfavorable and that the 
public felt the dealers were getting what was coming to them. 


Many observers believe that the nation’s auto dealers did 


more harm than good to their cause by the drive to force 


the anti-bootlegging bill through Congress. 
It is noteworthy that the car manufacturers, who are well 


staffed with public-relations men, let the dealers carry the 
ball. This was a bill to permit the manufacturers to change 
their selling agreements, yet not one manufacturer appeared 


in support of the bill. 


The obvious inference is that manufacturers recognized 
it as a hot potato from a public-relations standpoint. 


As dealers embark on a program to elevate their stature 
in the public mind, they must keep this public-interest prin- 
ciple in mind. You can’t kid the public . . 


. for long. 


Events 


Dealer Conventions 


Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 
inia, John Marshall Hotel, Richmond, 

a. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula, 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

Jan. 29-Feb. 2—NADA annual convention, 
Hotel Conrad Hilton, Chicago. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y 

ey S 


Dealer Auto Shows 


Nov. 23-28—Sioux Falls Automobile Show, 
Coliseum, Sioux Falls, S. D. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan. 8-16—24th Annual Auto Show of the 
National Capital Area, District of Co- 
lumbia National Guard Armory, Wash- 
ington, D. C. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 21-29—Iindianapolis Automobile Show, 
Manufacturers Bldg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 

Jan. 22-30 — St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29 - Feb. 5 — Rochester Auto Show, 
Rochester Armory, Rochester, N. Y. 
Jan. 29-Feb. 6—Detroit Auto Show, Michi- 

gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
oowpet, lowa, Rock Island, Moline, 

st Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 5-12 — Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schenectady Auto Show, 
aanettody Armory, Schenectady, New 

ork, 


Feb. 8-13 — Omaha Automobile Show, 
ee New Civic Auditorium, Omaha, 

eb. 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bidg., 
Syracuse, New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia, 

April 20-23—Danville Auto Show, Danville, 
Virginia. 

* 2£¢ @ 


General 


Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile - Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 14-16 — National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York City. 

Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 


20 Years Ago re 








| “Called a Must... ” 


This is an open forum for the discussion of any 


subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Both Sides 


Since I began subscribing to 
Automotive News in September, 
1948, I have changed positions and 
I no longer can be classified in 
any of the ones you have listed. I 
am now employed as a salesman 
with Swift & Co., Inc. 

However, I have found your pa- 
per so informative and entertain- 
ing that I consider it a must in 
my home. The auto industry has 


| received a black name because of 


the dealings the general public has 
had with a few get-rich-quick un- 
scrupulous dealers, who have and 
still are falling by the wayside. 
In reading your paper, I am able 
to get both sides of the story, and 
I. know that men like John O. 
Munn stand out as a guiding light 
to auto dealers and the industry as 
a whole who want to serve the 


public in the right way. The public | 


should know all the wonderful 


The Big Stories 


Ford Motor Co. sets its production schedule for 1935 at a million 
cars ... Hupp Motor Car Co. enters the low-price field with a four- 
door sedan listing at $695, or $100 lower than the 1934 series. The 
1935 models will feature Steeldraulic power brakes as standard equip- 
ment ... Nash is moving machinery and equipment from its Racine 
(Wis.) plant to the Kenosha (Wis.) plant in line with its intention 
to complete the manufacture of all cars in the big-six series in 


Kenosha . 


. . A new method of refining oil is revealed by Socony- 


Vacuum Oil. Powerful solvents are used to wash impurities from 
crude petroleum, and oil refined by this method will last 25 percent 
longer when employed in automotive engines, it is said... P. S.: 
On Nov. 1, 1934, Automotive News published the first edition of its 
annual Almanac, under the title, “Review and Reference Book.” 


—From the files of Automotive News. 











things that our auto dealers do for 
ae 

Mr. Munn is constantly telling 
dealers in his weekly column the 
importance of square-dealing and 
also active participation in civic 
affairs. If we had more men like 
him in other industries, we 
wouldn’t need any trade laws. 


Mr. Jordan, another fine column- 
ist for your paper, writes a very 
interesting article and also 
sprinkles it with a bit of humor 
here and there. 

I didn’t mean to become so ver- 
bose, but I thought I had to tell 
you what a truly fine publication 
you have. I consider it on the same 
level as the New York Times.— 
Warren Korscen, Glen Rock, N. J. 


e * * 
Law of Gravity? 
On page 63 of Automotive News 


|of Oct. 18, 1954, you show a cut 


of an Olds gas tank. 


The fact that the drain plug is 
on top doesn’t excite me, but what 
I can’t figure out is how they are 
able to keep the fluid on the top 
of the tank. I realize Olds has 
many new ideas, but do you sup- 
pose they have found a way to 
overcome the law of gravity? 

Wow, what a mixed up kid you 
must have in your composing room. 
Honestly, though, you had me baf- 
fled until I turned the page upside 
down. 

No ill feelings, I hope? You see, 
we dealers (who never make mis- 
takes ... grains of salt) just can’t 
let you fellows get away with any- 
thing. 

Business is so slow due to the 
Republicans that now we read the 
Automotive News more thoroughly. 
A great paper, believe me.—cC. ©. 
Lorp, Lord’s Motor Sales (Pontiac), 
Monroeville, O. 





““Gondix” *low pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 
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POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, 
vehicle manufacturers find it 
especially adaptable for pro- 
duction line installation, with- 
out extensive engineering 
changes in present steering de- 
sign. Manufacturers can now 
meet the increasing demand 
for power steering more effi- 
ciently and more economically 
with Bendix Power Steering. 
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Bondi” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


—— 


Bandi” NR-PAK* 


POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 


WAR 
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Named President for 1955... 





Roadeo to Rejoin ATA Parley 


By Jack Weed 
Truck Editor 
NEW YORK. — The National 


Truck Roadeo again will become a 
permanent feature of the Ameri- 
ean Trucking Assn.’s annua] con- 
vention, the executive committee of 
the ATA ruled here last week dur- 
ing the 21st annual convention. 


For the last two years, the 
ATA-sponsored Roadeo has been 
held independently of the con- 
vention, and state participation 
has fallen off each year. The 
executive committee, in announc- 
ing the new policy, emphasized 
that the Bendeo should be stres- 
sed as an essential part of the 
industry’s overall safety pro- 


gram. 

Next year’s convention, it was 
announced, will be held in Wash- 
ington, with two headquarters 
hotels—the Statler and the May- 
flower: Tentative plans for the 1956 
convention place it in Miami, but 


headquarters hotels and the exact 


location have not been determined. | in 


Meanwhile, two big questions 
dominated discussions at the con- 
vention. They were: 


1, What will be the effect if 


dering states fight back with 
taxes of their own? 

2. What will happen to the 
common and contract carrier if 
railroads are successful in getting 
around Interstate Commerce Com- 
mission regulations on rates, and 
on the restrictions against rail 
companies entering the trucking 
business in direct competition with 


| established trucking firms? 


At press time Thursday, it was 
expected that resolutions would be 
passed Friday relative to these 
questions, and that ATA would 
unite more closely to meet the 
troubled times ahead. 

Neil J. Curry, president of .three 





AMC Adds Three Divisions 
To Increase Efficiency 


NEW YORK. — A new opera- 
tional program for American Mo- 
tors Corp., based on the establish- 
ment of three autonomous manu- 
facturing and marketing divisions 
within the company, was disclosed 
last week by George Romney, pres- 
ident. 

Romney identified the new oper- 
ating units as Appliance, Export 
and Subsidiaries, and Special Prod- 
ucts divisions. Each of these, he 
said, would operate autonomously 
but would function in full coor- 
dination with the Automotive and 
other divisions as an integral part 


of erican Motors. 
new operating program, 
is one of a 
series of major steps to 


customer service. 
Function of the Appliance divi- 


17 Makers Battle 


For Prime Space 
At Detroit Show 


DETROIT. — Blistering competi- 
tion in the new-car business ex- 
tends also to auto shows, it was 
indicated here last week at the 
drawing for space in the 42nd De- 
troit Auto Show. 

Despite orderly rules established 
for e selection of space, the 
actual draw was punctuated by 
pulling, hauling and angry protests. 

In the final result, 17 makers 
claimed space, with Kaiser and 
Henry J declining to draw after it 
was ruled they :could not share 
space on the same stand with 
Willys. 

Space was claimed by each car 
maker in the order of wholesale 
dollar. volume of business, based on 
figures supplied by the Automobile 
Manufacturers Assn. 

When the car drawings were 
completed, three truck makers 
drew for space. They were allowed 
exhibit room adjoining car displays 
over the protests of many of the 
line-group representatives present. 

When the draw was completed, 
Paul Graves, executive vice-presi- 
dent of the Detroit Automobile 
Dealers Assn. and manager of the 
show, announced that exhibitors 
would have 10 days in which to 
attempt any desired trades of 
space. 


The show, which will again be 
held in four buildings at the Michi- 
gan State Fairgrounds here, will 
be decorated by George P. Johnson 
Co. Lowered “egg-crate” ceilings 
will be used in the buildings, with 
pastel shades being the predomi- 
nant color themes. 

Chairman of the show committee 
is Hugh Gorey (Buick). On the 
committee are Al Roger (Dodge- 
Plymouth); Ed Schoenherr, 
ee Bill Herman (Hudson); 

Marsh sr. (Chevrolet), and 
Omer Stotts (Lincoln-Mercury). 
LaeNERT 


sion, he told a press gathering 
here, would be engineering re- 
search, manufacturing and market- 
ing of Kelvinator and Leonard ap- 
pliances. Also included in this divi- 
sion are laundry equipment manu- 
factured by the wholly-owned sub- 
sidiary, Altorfer Bros. Co. and 
commercial refrigeration products. 


The Export and Subsidiaries di- 
vision will have complete responsi- 
bility for the rapidly growing 
international sales and manufac- 
turing operations located in foreign 
countries of appliances, special 
products and Hudson and Nash 
cars. It also will embrace subsidi- 
ary operations in the U. S., Can- 
ada, England and Scotland. 

The Hudson Special Products di- 
vision will handle the company’s 
defense production program and 
will develop its position as a manu- 
facturer of automotive and appli- 
ance parts. 

Production and marketing of 
Hudson and Nash automobiles 
will be carried on by 
motive division, directly under 
the supervision of Romney. 

Romney also revealed that fur- 

ther expansion was under way in 
the company’s major subsidiary 
operations. Specifically, he men- 
tioned the company’s plastics op- 
eration in Milwaukee, where con- 
tinuing research is being made for 
the wider use of plastics in the au- 
tomotive and appliance fields, and 
Ranco, Inc., one of the. world’s 
largest manufacturers of automo- 
bile and refrigeration thermostatic 
controls, with plants in Columbus, 
O., and Glasgow, Scotland. 

Redisco, the $100,000,000 whole- 
sale and retail appliance financing 
subsidiary, is currently expanding 
rapidly in the U. S. and Canada, 
he said. 

Other major steps already taken 
in the American Motors program 
were cited by Romney as: 

1. Amalgamation of Nash-Kel- 
vinator and Hudson resources in- 
to an organization with more 
than $400 million in assets in the 
parent corporation and subsidi- 
aries. 

2. Consolidation of Nash and 
Hudson body-styling, Hudson body- 
building and final assembly in the 
AMC plants in Wisconsin, result- 
ing in substantial savings in manu- 
facturing and overhead costs. 

3. Integration of the manufac- 
ture of Nash and Hudson automo- 
biles on a commori tooling basis, 
which will slash tooling costs near- 
ly 50 percent, or $15 million to $18 
million, during the first year of 
operation. 

4. Organizational streamlining 
typified by elimination of duplicate 
Nash and Hudson warehousing and 
sales-service facilities which alone 
will save $2 million annually. 

Two more vital steps which will 
further strengthen the company’s 
competitive program will be an- 
nounced following a series of na- 
tional field organization meetings 
this month, Romney said. 





large California trucking and leas- 

g operations, was named presi- 
dent of ATA for 1955. Curry en- 
tered the trucking business in 1952 
as sales vice-president of Califor- 
nia Truck Rental Co., and within 
three years had 
more than 800 
units on the road 
for the firm. 

In 1944, Curry 
and two associ- 
ates founded Cal- 
ifornia Cartage 
Co., a local dray- 
age operation. 
Since that time, 
he has bought 
Turner Express 
Co., a contract 
carrier, and Harbor Freight Lines, 
a@ common carrier, and, in 1947 he 
formed Cartage Express, a freight- 
forwarding subsidiary. 

The executive committee an- 
nounced that the ATA will under- 
take a detailed study of the ques- 
tion of whether arbitration in 
labor-management disputes within 
the trucking industry should be 
made compulsory. 

Meeting in conjunction with the 
convention, the executive commit- 
tee approved the creation of a sub- 
committee to study the advisability 
of compulsory arbitration. This 
study will be used as a guide in 
determining the trucking indus- 
try’s position for or against com- 
pulsory arbitration. 

A cheering note on the ton- 
mile tax problem in New York 
State was brought out at the 

opening luncheon of the conven- 
tion. Ray Atherton, general man- 
ager of ATA, read a telegram 
from Averell Harriman, Demo- 
cratic candidate for governor, 
pledging a review of the ton-mile 
tax and corrective recommenda- 
tions if elected. 


It was also announced that Sen. 
Irving Ives, Republican candidate, 
had made a similar pledge before 
the convention .opened. 


Concerning railroad proposals to 
eliminate ICC controls on rates, as 
well as restrictions on railroads 
entering other fields of transporta- 
tion, John Lawrence, managing di- 
rector of ATA and James F. Pink- 
ney, legal counsel, sent a letter 
contesting any such moves to Ar- 
thur W. Page, director of the 
working group for the Cabinet 
Committee on Transportation Pol- 
icy and Organization. 

“Reduction of ICC’s control of 
rates would permit selective rate 
slashing, disruption of markets 
and discrimination among com- 
modities and territories, and 
would result in a chaotic condi- 
tion,” the letter said. 

The message said that permis- 
sion to enter other fields of trans- 
portation without restrictions 
would give the rails, with their 
great financial power, a_ strong 
weapon to eliminate competition. 

The executive committee also 
gave the green light to ATA mem- 
bers to become a member of the 
Microwave Users Council. This 
action was prompted by the indus- 
try’s increasing interest in Micro- 
wave in “point to point” radio. 


Neil J. Curry 





Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday. ) 


Oct. 27 


(A very fast sale today, with clean 

autos still up. Sold 99 cars 
out of 150 offerings.) 

BUICK—’53 Super Riviera coupe, $1,- 
615°. '52 RM 4-dr., $1,055* (ps). 
‘51 Super Riviera coupe, $775; Spe- 
cial conv., $735*; 2-dr., $665. "50 RM 

25*, $275°*. 
coupe, $2,815° 


530° (ps). 53 Bel Air 2-dr., $1,220°; 
(210) club coupe, $1,020; 4-ar. +» $925. 
De! 


"51 


. 50 SL Deluxe 2-dr., 
. '49 SL Special 4-dr., 


4-dr., $1,000° 
club coupe, $650*; conv., 


*. 
DeSOTO—'50 Deluxe 4-dr., $485°; 
coupe, $370. '49 Deluxe 4-dr., 
DODGE—’53 Coronet (8) conv., 
100; 4-dr., $950. °49 Wayfarer 4-dr., 


$325. 

FORD—’'54 Custom (6) 4-dr., $1,290*. 
653 Crest (8) conv., $1,295*, $1,025; 
4-dr $1,060, $1,050°; 2-dr., $1,075; 
Custom (6) 4-dr., $875. °52 Custom 
(8) 2-dr., $820, 2 at $760. '51 Cus- 
tom (8) Victoria, $700*, $690*; 4- 
dr., a 0*, $565° ; Custom (6) 4-dr., 
$500; 2-dr., . "50 Deluxe 
2dr 2-dr., $490, . 49 Custom (8) 

-dr., 


$250; Deluxe (6) club coupe, 
$160. 
KAISER—’51 4-dr. » $215. 
LINCOLN — ’'53 Cosmopolitan coupe, 
. *52 Cosmopolitan club coupe, 

. "50 4-dr., $325*. 
MERCURY—’51 club’ coupe, $625; 4- 
dr., $420. °50 club coupe, $415; 


Asn_49 Fi 

N. "49 Rambler 2-dr., $125. 

OLDSMOBILE—’52 (98) 4-dr., $1, 000°. 
*48 (98) 4-dr., $245°*. 

PACKARD—’51 4-dr., $580*. 

PLYMOUTH—’53 Cranbrook 2- dr., 
615; Cambridge 4-dr., $915. 
Cranbrook Belvedere, * $600, $570; 
station wagon, $625; Cambridge 4- 
dr., $450. ’50 Deluxe station wagon, 
$550; club coupe, 2 at $350. °49 De- 
luxe 4-dr., $170. 

PONTIAC—’54 Chieftain (8) 4-dr., 
875*. °53 Chieftain (8) 4-dr., 


club 
$345. 
$1,- 


$1,- 
$1,- 


270°. °62 Chieftain (8) 4-dr., $740. 
’61 Silver Streak (8) Catalina, $785*; 
2-dr., $730*, $675; 4-dr., $680*, 
$675°*; Silver Streak (6) 2- dr., $455. : 
"50 Silver Streak (8) 2-dr., $525°, 2 
at $405; club coupe, $420; 4-dr., 
$450°, $405°, $325. 49 Silver Streak 
(8) 4-dr., $250. 

STUDEBAKER — ’'53 Champion club 
coupe, $1,015, $960. '51 Commander 
4-dr., $420 

* - * 


Oct. 20 


(Sale way off. Sold 61 cars out of 

135 entered.) 

BUICK—’53 Special 2-dr., $1,260. 
a Riviera coupe, $910° RM 

$865°; Special 4-dr., $7008, je 
$580": 2-dr., $685°, $650. Super 
4-dr., $580°; RM "Riviera 30abe 

*; Special 4-dr., $475°; 2-dr., 
$400°. '48 Special 2- dr., $115. 

CADILLAC—'53 (62) coupe, $2,735°. 
"52 (62) 4-dr., $2,200* (ps). '51 (60) 
4-dr., $1,000 

CHE Th Bel Air coupe, $1,- 
300; 2-dr., $1,105; (210) 4-dr., $980. 
51 SL Deluxe Bel Air, $705; 2-dr., 
$575*, $525. '50 SL Deluxe 2-dr., 
$495*. '47 SM club coupe, $150. 

CHRYSLER — ’51 NY 4-dr., $710*, 
$700*, $685*. "50 NY 2-dr., $605°. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 

350°. '50 Deluxe club coupe, $425. 
pones — °52 Wayfarer 4-dr., $625. 
"651 Coronet 4-dr., $550; Diplomat, 
$515°. 

FORD—'63 Main 
$1,450; Crest (8) Victoria, $1,325°. 
"50 Deluxe (6) 2-dr., $295. "49 De- 
luxe (6) 4-dr., $260; 2-dr., $210. 

MERCURY—’51 conv., $525°. 

NASH—’53 Statesman 2-dr., $1,100. 

OLDSMOBILE—’54 (98) Holiday, $2,- 
520° (ps). ‘51 (98) 4-dr., $930°. 

PACKARD—’49 4-dr.. $325. 

PLYMOUTH — '53 Cranbrook 4-dr., 
$925. ’52 Cambridge club coupe, $525. 
’51 Cambridge club coupe, $510. 

PONTIAC—’53 Chieftain (8) Catalina, 
$1,525*. °52 Chieftain (8) 4-dr., 
$850°. °51 Silver Streak (8) 4-dr., 
$665*. '50 Silver Streak (8) Cata- 
lina, $620*, $590*; 2-dr., $440*. 

STUDEBAKER — ’'52 Champion 4-dr., 
$590. 

MISCELLANEOUS—’52 Henry J 
2-dr., $340. 


(8) Ranch Wagon, 


(6) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 35, 36, 39 






Smog Research Pushed 


Auto Industry Is Spending $300,000 Annually; 
Chayne to Talk Nov. 4 in Los Angeles 





(Continued from Page 2) 


the “inversion layer,” a stratum 
of “heavy” air which overlays the 
California coast and varies in al- 
titude. When it is riding high, 
polluted air has a chance to dis- 
perse. When the inversion layer 
hovers nearer the earth’s sur- 
face, polluted air is compressed 
and held in the coastal valleys. 
Smog conditions result. 

Automotive research is being 
pushed, however, to keep autos and 
trucks from being made a “whip- 
ping boy” as a result of smog 
hysteria. 


Scientists point out that air pol- 
lution is traceable to every type of 
human endeavor. Even the human 
body, they say, in performing such 
a simple function as breathing, 
exudes “exhaust” gases which fur- 
ther pollution. 

Californians are prone to blame 
oil refinery and other industrial 
wastes—along with auto exhausts 
—for their smog conditions. Cer- 
tain’ quarters blame much of the 
smog problem in Los Angeles on 





Slack Switches to Chevrolet— 


Transfer from Mercury to the Chevrolet line has been announced by Lyman Slack 
Signing the contract is Lyman W. Slack (center), president. 
With him are Atlee S. Carmichael (left), general manager, and J. C. Rice, zone 
manager. Slack was sales promotion manager of Pontiac in 1934; went over to 
Packard in 1935, becoming general sales manager in 1943, and was sales vice- 


Motors, Portland, Ore. 


president of Willys-Overiand in 1950-51. 


the fact that all residents burn 
their own trash. 

Automotive researchers say pri- 
vately they fear that, if they don’t 
quickly come up with answers that 
will give cars and trucks a clean 
bill of health, political pressures 
may lead to legislation that will 
restrict the use of autos in the Los 
Angeles area. 

™ a lot of Californians 
prize their car as highly as their 
wife,” one automotive wag said. 

Meanwhile, automotive research- 
ers say that revolutionary ad- 
vances in smog control cannot be 
expected overnight. Despite the 
speed with which the industry is 
moving on the program, several 
years of intensive effort are indi- 
cated 


Chrysler Enlarges 
K. C. Region; 
Appoints Dell 


DETROIT.—F. K. Dell has been 
appointed Kansas City regional 
manager of the Chrysler division 

For the past 
year, Dell had 
been Oklahoma 
City regional 
manager. 

As part of its 
program to con- 
centrate regional 
field sales activi- 
ties in major . 
markets, Chrys- 
ler also has en- 
larged its Kansas 
City regional of- ¥. S. oe 
fice, and has increased the num- 
ber of district managers workinz 
out of that office. 

In addition, Kansas City has 
been designated headquarters city 
for the midwestern division, under 
Cc. R. Curtan. The division covers 
the Kansas City, Dallas, Denve-, 
Houston, Memphis, New Orlean;, 
Oklahoma City, Omaha and Si. 
Louis regions. 
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Push ahead to plus profits 
with Kaiser-Willys ! 


There’s an extra source of profits for Kaiser-Willys dealers 
that other dealers don’t have— 

In addition to their passenger car line, they have the famous 
“Jeep” and 4-wheel-drive utility vehicles ... plus high-profit 
special “Jeep” equipment from power take-off to post-hole diggers. 

No wonder they report better than industry service 
absorption . . . better than industry net profits! They have an 
exclusive line—without competition. High potential gross 
profits. Parts and service profits are high. Resale value is 
excellent. There’s a 12-month selling season; in fact, sales 
spurt after a snowfall. 


More than 270 new dealers have signed up recently under the 
Kaiser-Willys Dealer Development Program .. . after getting 
all the facts about Kaiser-Willys. To see what these facts can mean 
to you, contact Dealer Development Department, Kaiser-Willys 


Sales Division, Willys Motors, Inc., Toledo, Ohio. 


Passenger Cars « Trucks « Station Wagons + “Jeeps” 





PRODUCT OF ep KAISER -WILLYS 
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Old, New Headlamps Compared— 


In the present sealed-beam headlamp (left), light radiates from the filament in all 
directions. Stray rays above the beam pattern tend to restrict visibility in bad weather 
by reflecting against particles in the air. In the new lamp (right), an opaque cap cuts 
off undesirable light rays coming from the filament, but leaves untouched the main 
beam formed by the reflector. Thus “see-ability” is improved in inclement weather, 


and glare threat is lessened. 





Safer Headlamp Coming 


Dealers in 39 States Get New Units Next Month; 
Legal Curbs Delay ’55-Model Adoption 


(Continued from Page 1) 


to General Electric, one of the five 
lamp makers which teamed up in 
the development. GE’s replacement 
lamps will be $1.80 apiece for six- 
volt and $1.90 each for 12-volt. 
* * * 

r. IS anticipated that the new 

lamps will become original 
equipment on 1955 models next 
year—the exact timing contingent 
upon enactment of corrective 
lighting-requirements legislation in 
22 states. 

Thirteen of the 22 states, how- 
ever, have agreed to let replace- 
ment sales by dealers begin next 
month. These 18 are a, 
Arkansas, California, Connecti- 
cut, Florida, Idaho, Minnesota, 
Nevada, New Mexico, Oregon, 
Pennsylvania, Texas and Utah. 

In nine states—Colorado, Geor- 
gia, Indiana, Iowa, Kansas, Mis- 
souri, South Carolina, Washington 


and West Virginia — replacement 















CUCM 54 
MIDLAND 


senger cars — converts A i 


ordinary hydraulic brakes into power brakes. 
Simple to install, compact, rugged construction, 
dependable. -Positive braking under all condi- 
tions of road or weather. 


Midland Vacuum 
By-Power—for many 
years the choice of truck 
and bus operators and 


Midland Air Compressors 
offer patented automatic inlet 
valves built into the cylinder 
head for greater efficiency, 
cleaner air, cooler operation, 
simpler installation. Avail- 
able in 7.4 and Model 12 
capacities. Provide ample re- 
serve braking power for the 
worst traffic emergencies. 


“te 


Midland Air 
Hy-Power 
the original air- 
over-hydraulic 


Midland’s 
complete door 
control equip- 
ment for buses 


sales also must await passage of 
necessary law changes. 
* ” + 


T= new Sealed Beam headlamp 
boasts the following improve- 
ments: 

1. Better distribution of light on 
the roadway. The lower beam is 
most noticeably improved, giving 
as much as 80 feet more seeing 
distance along the right side and 
shoulder of the road. 

2. A sharp reduction in stray 
light radiating upward from the 
lower beam filament. This change 
boosts night visibility in fog, rain 
or other adverse weather condi- 


Jet Cleaner Described 


WORCESTER, Mass. — Living- 
stone Engineering Co., 100 Grove 
St., Worcester, Mass., has issued a 
bulletin describing its heavy-duty, 
all-electric hydraulic jet cleaner 
which uses a solid jet of super- 
heated water and detergent. 


World’s Largest Manufacturer of 
Automobile and Truck Frames 
Makes Complete Line of Superior 
Power Brake Equipment and Door 
Controls for Trucks, Tractors, 
Trailers, Buses, Passenger Cars 

















power brake system—is still the finest, simplest, 
most dependable of its type. Provides air opera- 
tion of tractor by hydraulic brake and control 
of trailer air brakes by standard hydraulic 
‘master cylinder. Lightning fast action, fewer 
parts, less weight. Sealed against the elements. 

















includes every type of valve, switch, signal and 
connection required for safe, 
efficient operation. Systems available in both 
Straight-Air and Electro-Pneumatic operation. 
For years the choice of leading bus manufac. 
turers, Time-proved the best by every test! 


dependable, 


Whether you’re a manufacturer or an operator of automotive equipment, 
you'll profit by insisting that your power brakes, compressors, and door 
controls be made by Midland. Complete information by writing 
the factory or through contacting your nearest Midland Distributor. 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. MILWAUKEE AVE. 


* DETROIT 11, MICH. 


Export Department: 38 Pearl St., New York, N. Y. 












tions, and lessens the threat of 
glare. 

3. More light throughout both 
beam patterns. 

Recalling that a similar AMA- 
lamp industry joint project pro- 
duced the present Sealed Beam 

headlamp in 1939, Charles A. 
Chayne told press preview guests 
Thursday: 

“Though apparently paradoxical 
it is a fact that in our industry of 
fierce competitors, we can and do 
work together in those areas where 

the public interests is paramount 
and where the consumer reaps the 
benefits.” 

Chayne is chairman of AMA's 
engineering advisory committee 
and a vice-president of General 
Motors. 

* * 

HE American Assn. of Motor 

Vehicle Administrators first 
asked the AMA to develop an im- 
proved headlamp back in 1950, 
newsmen were informed by Robert 
B. Baillie, AAMVA vice-president 
and Manitoba’s motor vehicle reg- 
istrar. 

Baillie reported that the new 
lamp was demonstrated before the 
administrators last fall, who gave 
it their “unanimous approval.” He 
commended the industry-wide pro- 
gram which devised the new lamp 
and said a new license plate stand- 
ard is being developed by a similar 
undertaking. 5 

A General Electric illuminat- 
ing engineer, Val J. Roper, repre- 
sented GE and its four competi- 
tors which collaborated in engi- 
neering the new lamp. Working 
with GE were Electric Auto-Lite, 
Guide Lamp division of GM, 
Tung-Sol Electric and Westing- 
house. 

Roper declared that the new 
lamps may be installed on prac- 
tically all cars built since 1939, 
when the present Sealed Beam 
unit became standard equipment. 

Chayne stated that motivating 
factors behind the decision to im- 
prove headlamps were increased 
night driving and more extensive 
use of the lower beam. 

* o ? 

N THIS connection, the new 

headlamp controls stray up- 

ward light from the lower beam by 
use of an opaque cap or shield 
accurately positioned over the 
lower beam filament, as well as by 
changes in lens design. 

The filament cap blocks undesir- 
able rays of light coming directly 
from the filament, but does not 
interfere with the main beam 
formed by the reflector. 

To get improved light distribu- 
tion, increased seeing distance and 
more light, the lamp designers 
made other modifications in the 
lens and added five watts of electri- 
cal power to each beam. The pres- 
ent 35-watt lower beam has been 
stepped up to 40 watts and the 
upper beam wattage has been 
raised from 45 to 50. This provides 
additional light ahead of the vehi- 
cle, but stavs within existing sta- 
tutory limitations on beam candle- 
power. 

Lighting engineers demonstrat- 
| ing the new design stressed the 
| importance of headlamp aiming. 
For the motorist to enjoy the 
maximum advantages of lamp 
design, whether it be the old or 
the new Sealed Beam ft; he 
must make sure the aim is right 
and that lenses are clean, engi- 
neers declared. Headlamp aim, 
thev said, should be checked 
periodically as a part of regular 
vehicle maintenance. 

A basic precept in the original 
Sealed Beam program was to make 
aiming easy and accurate, The 
new lamps are aimed by the same 
simple procedure. 

Also, like the present Sealed 
Beam unit, the new type igs con- 
structed as a single unit, hermeti- 
cally sealed against dirt and mois- 
—_ to assure long and efficient 
life. 

Revised wording of the head- 
lamp provisions of the Uniform 
| Vehicle Code, permitting use of the 
|new lamps, was approved by the 
National Committee on Traffic 
| Laws and Ordinances in June of 
this year. 


There are 50 different parts or 
ovtical elements in the new Sealed 
Beam lens, each contributing a 
small part of the two beam pat- 
terns. 

The correct aim for the new 
lamps is two inches below hori- 
zontal at 25 feet. 
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CHEM -O0-GLAS Used Car Display Shelters 


Jump Sales 60% 


“CUT MAINTENANCE 
a oe 


















Dealer Says... 
“THE ANSWER TO 
THE USED CAR DISPLAY PROBLEM!" 


"Since we installed our CHEM-O-GLAS Used 
Car Display Shelter, we have increased our used 
car sales over 60% ... and we have reduced our 
used car maintenance by half. Cars are always in 
perfect, salable condition. 


"| definitely would give up my new car show- 
room before giving up my CHEM-O-GLAS Used 
Car Display Shelter. For my money, it is the an- 
swer to the used car display problem." 


—J. A. EISELE, President 
Eisele Sales, Incorporated, 
Lincoln-Mercury Dealer 

West Los Angeles, Calif. 





¥ FACTS ABOUT 


KINGSIZE 


CHEM-O-GLAS 
KINGSIZE CHEM-O- 
GLAS Panels are BET- 

TER because of exclu- 
sive “Tapered Endlap" 
new RIBBED design, and 
cool, anti-glare colors. 

ONLY Kingsize CHEM-O. 
GLAS panels offer small 
15/16" “Tapered Sidelap" 
which saves up to 5c per 
square foot. 

Code Approved by City of 
Los Angeles Board of Build- 
ing and Safety Commission- 
ers" . . . flame resistant, high 
heat resistant, has excellent 
weathering and electrical quali- 
ties, a flexural strength of 
Senne Fee sc 


MAIL COUPON TODAY! 


NY, Department AN-10 


2000 Colorado Avenue, Santa Monica, California 
Please send me more details on your CHEM-O-GLAS Used 









K 7 i FRAMEWORK BLUEPRINTS 


FURNISHED WHEN YOU ORDER CHEM - O- GLAS 
TRANSLUCENT BUILDING PANELS TO COVER METAL 
FRAME FOR YOUR USED CAR DISPLAY SHELTER... 


@ With a CHEM-O-GLAS Used Car Display Shelter, you can pro- 
tect your merchandise against snow, rain, heavy dew, or hot 
sun. The translucent CHEM-O-GLAS panels create a shaded, 
colorful, selling area that dresses up your used cars with cool, 
shadowless sunlight without heat .. . and sales go UP! 


@ CHEM-O-GLAS is a new, press-molded fiberglass panel com- 
parable to metal. Light in weight. Flame-resistant. Corrosion- 
proof. Virtually indestructible; will last a lifetime. To obtain a 
free estimate, send us complete details and the size of the area 
you wish covered. We will furnish you with more informa- 
tion and a diagram to show you a suggested installation for 











Used Car Display Shelter. WRITE TODAY! 





| 
| ° 
the area you wish covered. Free blueprints for installation of | Car Display Shelters to cover an area anaes 
framework are also available. Frame may be purchased locally, ; Name Sa Lai es aaa: - ah 
or will be furnished by Chemold Company and you can arrange 
for local installation. |. Cement 8 ote ve Phone__ 
@ Solve YOUR used car display problem with a CHEM-O-GLAS CI gi sieinincinetsanaees 
| 


City Zone a eres 
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IWO-THIRDS of the new-car 

prospects think their present 
car has enough horsepower, ac- 
cording to findings of an auto mar- 
ket survey by Crowell-Collier Pub- 
lishing Co. This conclusion would 
seem to be in opposition to cus- 
tomer research studies by auto 
manufacturers, which invariably 
find that people want more power 
and performance. The result is, of 
course, major horsepower increases 
in all 1955 models. 

The situation reminds me of a 
story about a eompany that 
wanted to introduce white sal- 
mon into a market dominated by 
pink salmon. 

Sale of white salmon was woe- 


TURNINGS 


John T. Benedict 
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fully disappointing—until someone 
came up with the slogan: “Guar- 
anteed Not to Turm Pink in the 
Can.” They nearly drove the pink- 
salmon people out of business. 

I wonder if perhaps someday one 
of the industry leaders will decide 
that the average driver has more 
than adequate horsepower for pres- 
ent-day road and traffic conditions. 
Then maybe we'll see ads that are 
slanted competitively to make the 
point: “We provide all the per- 
formance you need ... but with 10 
less horsepower than our competi- 
tor.” 

If excessive horsepower was 





given a connotation that made it 


Curtis 






undesirable to the public, cars in 
each price class would have to be 
designed for low or reasonable 
horsepower, rather than pushing 
for the highest advertised figure. 

+ * * 
‘Living-Room Effect’ 
Provided by Carpet 

EW trends in automobile 

floor-covering materials are 
an outgrowth of efforts to satis- 
fy buyers’ preference for a “liv- 
ing-room effect” in car interiors. 
Latest manifestation of this idea 
is development of techniques for 
backing carpeting materials with 
form-fitting molded foam-rubber 
padding. 

Since the pad is molded to 
shape for the front passenger 
compartment, it fits the irregular 
contours with a minimum of in- 
stallation problems. In addition, 
cost advantages reportedly will 
encourage the use of carpet in 
even the lowest-priced cars. 

* « * 


Everything Changed 

Except the Name 

THE last five or six years, 
we've heard the phrase “all- 


new” used in reference to new 
models where changes ranged from 








Sprungers Honored— 


describing the 1955 Chevrolet. 
Such a label is warranted after 
Chief Engineer Ed Cole’s remark 
that the car has 3,825 “brand- 
new” 

That’s an 85 percent changeover 
of 4,500 different parts required to 
build the car. Individual parts in 
the assembled automobile total 
about 15,000—since a number of the 
4,500 “different” parts are used 
more than once. 

7 * 


+ 
Speaking Up in Defense 
Of Leather Upholstery 
A= reading the seating en- 
gineer’s comments (AUTOMOTIVE 
News, Sept. 27, Page 27) on leather 


softness and pliability, a spokes- 
man for the Leather Upholstery 


Mr. and Mrs. Leslie Sprunger, of Moser| Group has rallied to the defense of 


Motor Sales (Ford), Berne, Ind., receive a 
certificate from William Neutzel (left) dis- 
trict safety director of the Chicago Motor 
Club, for their participation in the club's 
driver training program for many years. 


a minor grille modification to 
wholesale revamp of body, chassis 
and engine. As a result of misuse, 
the term has ceased to have any 
clear-cut meaning at all. 


So I’m going to use a more lit- 
eral phrase, “nearly all-new,” in 


AUTOMOTIVE SERVICE EQUIPMENT 





TANK MOUNTED AIR COMPRESSORS 





Ye hp. to 15 h.p....1 cu. ft. to 78 cu. ft. 
displacement per minute... A.S.M.E. tank for 
200 Ibs. working pressure. Single stage or 
two stage. Precision-built . . . Timken-bearing- 
equipped ...self-oiling. For continuous 
operation or with automatic stop and start. 
Also base-mounted units up to 300 cu. ft. 


per minute. 





Vs CLT 














Curtis PNEUM 


Curtis also offers a 
Two Post Shop Lift... 
Single Post Roll-on Lift... 


Two Post Truck and Bus Lift. 


HIGH PRESSURE HYDRAULIC CAR WASHER 


Promotes a faster, easier job ...more profit from car 
washing. Unit operates at 300 Ibs. pressure ... has 
self-oiling pump, brass-lined cylinders, exceptional 
accessibility. It's precision-built . .. quiet-running. 





Visit our booth 


FULL HYDRAULIC FRAME LIFT 


Speeds up under-car work... provides 
maximum accessibility for lubrication, 
adjustment and repairs. Car springs are 
relaxed and bearings free, lubrication is much 
easier. Faster wheel, tire and brake work, 
too, because wheels hang free. 


Single Post Free Wheel Lift... 






ASI Show—Dec. 8-10, Navy Pier, Chicago 





Booths A 210-216, B 209-215 


ATIC MACHINERY DIVISION 
of Curtis Manufacturing Company : 


1976 Kienlen Avenue + St. Louis 20, Mo. 


“man’s oldest fabric.” 

Ed Schipper, of Schipper-Webb 
Associates, asserts that “leather 
has really, for the past few years, 
undergone a complete renais- 
sance.” He says that improve- 
ments in processing have re- 
sulted in a better upholstery ma- 
terial. 

Schipper also forwarded a com- 
ment from Ed Reynolds, Buick 
body engineer, who says: “There is 
no question as to the wearing qual- 
ities and quality of finishes in gen- 
uine leather. It is used . . . where 
synthetics offer no competition.” 

We are further indebted to Schip- 
per for sending along a copy of an 
informative SAE paper, “New De- 
velopments in Upholstery Leather,” 
by Dr. Fred O’Flaherty, of the 
University of Cincinnati. 

oe ” * 


Air Suspensions 
Stir More Talk 


ee rubber companies are 
the latest additions to our list 
of firms reported to be experiment- 
ing with air-suspension designs for 
passenger cars. Word that U. S. 
Rubber is pushing its project in 
this field is linked to rumors that 
the air suspension may be used on 
ohne or more General Motors cars 
for 1956. 

If Firestone’s work along simi- 
lar lines proves successful, it is a 
fair bet that such units also may 
be forthcoming on a Ford Motor 
Co. product at about the same 
time. 

Word that the 1955 Packard will 
have an électrically operated “self- 
compensating” load levelizer is ex- 
pected to cause other companies to 
accelerate development programs 
for an air suspension that will pro- 
vide similar action. 


Trade Responsive 
To NSPA Plan of 


Mechanic Training 
CLEVELAND. — Trade response 








to plans for the training of auto 
repairmen has been very encourag- 
ing, according to Russ G. Riley, of 
Thompson Products, Inc., who 
heads a committee of the National 
Standard Parts Assn. directing the 
project. 

Under the program, individual 
representatives of the industry will 
present a blue print of vocational 
opportunities in the automotive 
field before high-school educators. 

More properly trained service 
technicians are needed, Riley said, 
who estimates that thousands of 
jobs can be filled immediately, plus 
several thousand more each year. 

Riley heads the NSPA subcom- 
mittee on vocational training. Gen- 
eral chairman of the conference 
| group is Paul E. McDonald, of the 
| service section of General Motors. 


Portland Dealers 
Plan °55 Show 


PORTLAND, Ore.—The Automo- 
bile Dealers Assn. of Portland has 
decided to hold a 1955 auto show, 
although date and place have not 
yet been determined. 

Show committee members _in- 
clude Dave Logan (Oldsmobile), 
Lyman Slack (Mercury), Clark 
|Graham (Buick) and Joe Fisher 

(Dodge-Plymouth). 


NADA Names Ramsey 

| John W. Ramsey, president of 
Ramsey Motor Co., Malvern, -Ark., 
has been appointed NADA area 
chairman of Hot Spring County. 
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Auto-Lite is world famous for 
long life, performance and economy 


or, 


Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry . . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 
precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


BATTERIES « BUMPERS ¢ FUEL PUMPS ¢ HORNS ¢ GENERATORS ¢ LIGHTING UNITS 


SPEEDOMETERS ¢ SPEEDOMETER CABLE ¢ SWITCHES ¢ STARTING MOTORS ¢ INSTRUMENTS 
& GAUGES ¢ IGNITION UNITS ¢ MOULDED PLASTICS ¢ WINDSHIELD WIPERS ¢ WINDOW 
LIFTS ¢ SEAT MOVING MECHANISMS e HUB CAPS ¢ WIRE & CABLE © SPARK PLUGS ¢ METAL 
FABRICATED ASSEMBLIES ¢ GRAY IRON CASTINGS ¢ ZINC & ALUMINUM BASE DIE CASTINGS 


ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO 





THE 
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Roofed Road 


Ethyl Lab in California Plans 
New Testing Unit 


SAN BERNARDINO, Calif. — A 
special “indoor highway” for auto- 
motive fuel and engine studies will | 
be constructed at the Ethyl Corp. | 
research laboratory here. 

To house the equipment, heart of 
which is a “controlled-weather” 
chassis dynamometer setup, a new 
wing extension will be added to 
the laboratory building. The project | 
is scheduled for completion next | 
spring. 

The chassis dynamometer is a 
power-absorption device. The rear 
wheels of the vehicle being tested 
rest on the dynamometer rollers so 
that it can be operated indoors 
under road conditions. 

Tests at temperatures as low as 
zero and as high as 120 degrees 
will be possible. The new Ethyl 
equipment is expected to prove 
especially valuable in cold-starting | 
and engine warmup studies and | 
those having to do with carburetor | 
icing in the 32 to 40-degree range. | 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Letter to 


Salesmen 


By John O. Munn 


Dear Son: 


I want to compliment 
you, son, for having read 
this series. I know, as a 
salesman, you would 

rather be with 


a people than 
series ‘texts. But only 


those who seek 
help find it. 


I am deeply grateful for 
the many compliments you 
have paid me. Some said I 
lifted you when in the 


These Complete 


FACTORY ENGINEERED 





dumps. Others give me 
credit for their success. 


I have a confession to make. 
No book will sell cars. I wish 
I could wave a magic wand 
and directly sell some cars for 
you, but that is what sales- 
men are for. If there were 
any other way, it would take 
the spice out of life and kill 
initiative. But it is true that 
progress comes from the in- 
terchange of ideas. 


For many years I have 
figuratively sat looking 
out of the window, not too 
close to the business or too 





A eva 


ARE 


MONEY MAKERS / 
and they'll give 


ADDED SAFETY 


fo every 
heavy-duty vehicle 
you sell! 


Wagner Air Brake Kits are available for all popular 
truck models. Each kit contains all parts, connections and 


brackets as well as 


simple, easy-to-follow installation 


instructions, and the famous Wagner Rotary Air 
Compressor—the most reliable air compressor available. 
Wagner Air Brakes are designed for easy installation. All 


parts of the system fit 


into position with little or no drill- 


ing or tapping. The complete system can be installed with 


A protit etn for YOUl 


You can make an added profit on every truck, tractor or bus you sell, 
and give the buyer of the vehicle extra operating economy by installing 
Wagner Air Brakes. Today, operators of heavy-duty vehicles know that 
air brakes will give them added safety and reliability, and with very 
little effort you can sell them Wagner Air Brakes—the system with the 








Rotary Air Compressor. 








far away, where I could 
observe why some sales- 
men advance and others 
falter. I have put these ob- 
servations in writing as 
my contribution to the 
salesmen in this field. 
* * * 

SALESMEN ARE so es- 
sential to our economy. If 
it weren’t for their efforts 
on individual sales, the 
wheels of industry would 
cease to grind, and our 
standard of living would 






a minimum of labor and time —no special tools are 
needed. Wagner Air Brakes require less maintenance 
than ordinary air brakes. However, when service is neces- 
sary, it can be handled in your own shop or by any one 
of the vast network of authorized distributors, or by any 
one of the 25 Wagner Branches. They are all manned by 
air brake experts ready to give you quick service. 


If the installation of air brakes is not standard practice in your shop— 
write for complete information. It’s a profitable operation and an easy 
one, too. Catalog KU-201 illustrates and describes Wagner Air Brakes 


and will be sent upon request. 


WadgnerElectric Grporation 


6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S. A. 


(Branches in Principal Cities in U. S$. and in Canada) 
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be lowered. Salesmen have 
unusual opportunities in | 
this field. They are selling | 
the world’s most wanted 


merchandise. 


Opportunities are un- 
limited for automobile 


have need for a car and 
the money to buy it. The 
number of people who need 
a car is constantly grow- 
ing, and more people than 
ever are acquiring the 
money to buy one. 

The mere reading of this 
series of letters will be of 
some help to you. Some of the 
thoughts are sure to leave im- 
pressions on your unconscious, 
if not conscious mind. 
Thoughts proceed acts, and 
the fruits of acts make your 
character—and your character 
decides your destiny. That is 
the reason I have repeated 
this phrase many times—the 
idea that if you will but con- 
trol your thoughts, and you 
can, you can be the maker 
and shaper of your condition 
and environment, and there- 
fore the master of your des- 
tiny. I recommend that 
thought to you, son. 

Realizing the impor- 
tance of the man, I have 
attempted to emphasize 

the points that develop 
your personality, your en- 
thusiasm, your courage, 
your confidence. I have ex- 
plained the importance of 
the dealership in deliver- 
ing satisfactory miles of 
transportation. I have 
pointed out the benefits 
the use of the automobile 
has conferred upon hu- 
manity. 

I have counseled you to 
make the fullest use of the 
sales manuals on your 
product as produced by 
y our manufacturer. Now, 
in this last letter to you, 
I want to urge you to al- 
ways apply these factors 
in your actual selling. It is 
just as essential to apply 
knowledge, as it is to ac- 
quire it. 

* * * 


NOT THE LEAST ob- 
ject of my efforts has been 
to bring to your attention 
the fact that success in 
salesmanship does not de- 
pend altogether on energy, 
personality or knowledge 
of the product. These three 
elements are important, 
but they are not more im- 
portant than it is to find 
out the best methods and 
procedures to make them 
fully effective in selling. 

No matter how full your 
day may be, continue to 
study. Maintain an inquiring 

mind. Review occasionally 
these chapters. 

It has been a pleasure to 
write you, son. My good- 
will will always be with 
you. My hopes are that 
your ambitions will be ful- 
filled. But it will be your 
acts, son, rather than the 
ideas I have presented, 
that will be responsible for 
your arriving at the goal 
you have set for yourself. 


Cordially yours, 
Dad 


| 
| 
salesmen who expose | 
themselves to people who | 
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A "MODEL" used car has eye-appeal! This is the greatest single factor 
in the sale of a used car! Its finish must sparkle with an inviting "show- 
room" look that adds up to more sales .. . faster sales .. . AND customer 
confidence! 


A "MODEL" used car has to maintain its beauty .. . BEFORE IT IS SOLD 
AND AFTER IT IS SOLD! A temporary "shine-up" soon leaves the finish 
dull and your customer's interest fades as welll 


More and more used cars are being given BLUE CORAL TREATMENTS 
. - « More and more used car managers are finding it pays to use the best! 
They know there is no substitute for a BLUE CORAL TREATMENT... . 
OR for the proven results that add up to more sales . . . DOLLAR-WISE 
AND UNIT-WISE! And the cost of a BLUE CORAL TREATMENT is very 
nominal compared with the prestige, profit and customer confidence gained! 





© 1954—H.D.T. COMPANY FACTORS, INC 


H. D, T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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D.C.-Area Dealer Group 
Rounds Out First Year 


By William Ullman 

Washington Correspondent 

ASHINGTON. — The Automotive Trade Assn. of the 
National Capital Area — a unique and happy blending 

of the dealer interests of three communities—is now just 
one year old, and the ampere apparently is well pleased 


with the setup. 





To be exact, ATA-NCA: ‘ eeveiiaiin of the fact that the 


was voted into existence Oct. 
5, 1953, and its members in- 
clude virtually all of the new-car 
dealerships in the District of Co- 
lumbia, nearby Virginia and adjoin- 
ing Maryland. 

ATA-NCA is an enlargement of 
the old Washington Automotive 
Trade Assn., formed in 1919 and 
redesigned last year to meet the 
needs of today. 


This was brought abc about out through 
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THE AMERICAN HOME ¢ PENOBSCOT BUILDING © DETROIT, MICH. 





William Uliman 


city of Washing- 
ton has mush- 
roomed, and its 
people and their 
business relations 
had spread pretty 


well over the 


countryside be- 
tween Baltimore 
and Richmond. 
Quoting from 
the ATA-NCA 
_Prospectus 





when the new organization was 
proposed: 
“Washington, 
grown itself, spilling over into 
Maryland and Virginia so that now 
one can’t tell where the geographi- 
cal lines are. Automotive trade 
problems know no geographical 
boundaries, and most of these 


| problems are common problems to 


dealers regardless of their geo- 
graphic location.” 

The argument that the members 
of the present ATA-NCA debated, 
and voted upon, ran thus: 

The 1919 WATA was 
enough for Grandpa, but is it as 
good as it could be today if we 
broadened its services and benefits 


| so that Maryland, Virginia and Dis- 


trict members would share and 
share alike? 
* e + 


Streamlined Association 


N OTHER words, suppose we 

create a new association—more 
streamlined, more equitable for all 
—using the present WATA as the 
nucleus .. . 

Change the present voting and 
office-holding privileges so that 
every member will have equal sta- 
tus, and provide that the office of 
president, | first vice-president and 








There’s no place like home : « + 


3.21, 


© WOODWARD 5-9878 


eict 








good) 


D. C., has out-| 





second vice-president be chaired by 
a member from Maryland, a mem- 
ber from Virginia and a member 
from the District of Columbia. 

Follow the usual practice of let- 
ting the board of directors elect 
for a one-year term the above 
named officers, plus a secretary and 
treasurer... 

Set it up so that Maryland, 
Virginia and the District each 
have one director for every 10 
members or fraction of 10. 

Based upon present membership, 
this would permit 16 directors— 
eight from the District, four from 
Maryland and four from Virginia. 

It should be stated at this point 
that the old WATA already had 
Maryland and Virginia members 
who were permitted to participate 
in the Washington automobile 
show, but they had none of the 
privileges set forth in the proposal 
for a new all-embracing area trade 
association. 

Such it was they voted upon 
when ATA-NCA was approved and 
adopted. 

With it were conferred upon 
members of the new organization 
all the services that WATA had 
long given exclusively to its Dis- 
trict membership, with the excep- 


they 
would 


and... 


ctually 


did! 


In 1953, 38.4% of the over 3,000,000 Ameri- 
can Home reader families said that they 
planned to buy a car during the next twelve 
months. And—33.2% of them actually did 
buy a car in 1954. Proof that when The 
American Home reader families say they are 
going to buy a car—they buy a car! 

You couldn’t sell to a more car-dependent, 
more determined-to-buy audience than the 
over 3,000,000 American Home reader fami- 
lies. Be sure to get the full automotive story 


from Ed Sullivan. 


eee 


AMERICAN HOME 





MAGAZINE 





tion of participation in the annu:] 
auto show. 
* + * 


Enthusiasm for ATA-NCA 


ante provided its members 16 
services, and with adoption «f 
the new setup these have not 
changed one iota, except by ex- 
pansion and improvement. 

What do the Maryland and Vi-r- 
ginia state associations think of 
ATA-NCA? 

They think it’s great because 
a rule was adopted that no dealer 
could become a member of ATA- 
NCA without being a member of 
his state association. 





In fact, the deal is made softer 
for the state managers since ATA- 
NCA pays its members’ dues in 
their state bodies out of what they 
pay for their membership in ATA- 
NCA. 


The state managers in Baltimore 
and Richmond now generally get 
their membership dues in a lump 
sum from ATA-NCA, and most of 
the area dealers have joined the 
new organization. 


There have been some holdouts, 
for one reason or another, it was 
said, but there is no _ ill-feeling 
anywhere in the matter, it is de- 
clared by all officers. 

* i * 


Almost 100% Organized 


T= NADA memberships are 
handled directly between the 
State and the national body. The 
District of Columbia is viewed as 
a state by the NADA and ranks 
high on the membership list. 


| Every District dealer, with one 
|exception, is a member of ATA- 
NCA. 


That ratio almost prevails in 
| the Maryland and Virginia areas 
eligible for membership in ATA- 
| NCA, 

Present officers of ATA-NCA are 
Edwin L. Stohlman, Washington 
Chevrolet dealer, president; Harry 
Monroe jr., Silver Spring, Md., Ford 
| dealer, first vice-president, and 
| Walter H. Eyles, Arlington, Va., 
| Nash dealer, second vice-president. 





Joseph B. Paul, Washington 
Oldsmobile dealer, is secretary, and 
M. Marshall Marston, Washington 
Lincoln-Mercury dealer, treasurer. 

Richard J. Murphy is managing 
|director, and his son, Maurice J., 
| executive vice-president. 


“Dick” Murphy has been in the 
organization since its inception as 
| WATA and has long been its guid- 
ing genius. 

* * * 


Welcome Back, Sam! 


OR those of us in the automo- 

tive field who have a lot of per- 
|tinent items to follow at the Fed- 
|eral Trade Commission, any 
changes in personnel made at that 
| important Government agency have 
a special interest. Hence the ap- 
| pointment of Seymour F. (Sam) 
|Stowe as director of information 
| calls for recognition in this column. 


The new press officer is a Fed- 
| eral career employe and former IIli- 


nois newspaperman. He succeeds 
| Don Moore, thoroughly trained and 
well-grounded in press relations 
matters, who for the past year has 
|been acting director of the FTC 
| press bureau. 

Moore, graduated in law, is re- 
| turning to FTC’s bureau of liti- 

gation as a trial attorney. 

Stowe has been serving as infor- 
| mation officer for the Public Hous- 
ing Administration. He is a native 

|Illinoisan, and a graduate of the 
University of Wisconsin. 

| After reportorial work on the 
| Detroit Times, Illinois State Regis- 
| ter and Chicago Tribune, he en- 
| listed in the Navy in 1942. 

| He left there to become director 
of information for the National 
| Production Authority. And there is 
| where we said farewell to him-— 
automotively—a couple of years 
ago. It is nice to have him back 
where we will have occasion to 
contact him more often. 


Chicago Hudson Dealers 
vit Sakol President 


William Sakol has been reelected 
| president of the Hudson Dealers of 
Greater Chicago. 

Philip A. Tafel is the new vice- 
| president and Manny Bobele i 
treasurer. Reelected as secretary i 
Clarence H. Johnson. 

Directors are Max Kester, Henr) 
Walliman and W. A. Thompson. 
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VALVE LIFTER ACID 
STICKING CORROSION 
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KENDALL YOUR FORMULA FOR INCREASED BUSINESS 
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KENDALL REFINING COMPANY, BRADFORD, PENNA. 
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YOU NAME IT — WE BUILD IT 


There is a HERMAN BODY 
CI mee Cae ee 
specific needs... 


THE HERMAN “FORWARD 
CONTROL” Delivery Body 


rter whee 


imate eee ee 
The Easiest In And Out Body On The Road 


ey taal g 





A ee ts 


this simple 


a TE Zeb 





TESTED-APPROVED 
VENTILATION SYSTEMS 
OVERHEAD-UNDERFLOOR 
Complete Systems Priced from $206.25 INSTALL IT YOURSELF 

Write for FREE literature « No Obligation 


The National System of Garage Ventilation, Inc. 
147 West William St. © Decatur, Illinois 
























Model 755381 
“Teleramic” Hoist 
with model FL-6 
Contractors Braced 
Side Body 





NEW TWIN HOIST @ 
ANTHONY leleramic 


HOISTS and BODIES 


Extreme forward location and point-of-lift of the Anthony “Teleramic” hoist shifts 
all of the hoist weight ‘way up-front—puts more of the permissible load on the 
front axle—lets you carry far more payload on the rear axles—and the lighter 
combination weight boosts the legal payload as much as 1000 pounds. Anthony 
“Teleramic” Hoists are available in models up to 30 tons capacity for all trucks 
—straight and 6 wheelers. Get the facts 
today from your Anthony distributor near 
you or write direct Dept. 5414-D. 


ANTHONY COMPANY 
STREATOR, ILLINOIS 











|front suspension 


|to isolate road shocks. 
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All-New Chevrolet Introduced 


What's New: 


New engine, frame, suspension, 
body, drive and steering puts 1955 
Chevrolet in the “all new” class. 
Features include V-8 engine .. . 
lower silhouette ... und 
windshield .. . 12-volt electrical 
system .. . optional overdrive 
and air conditioning ... two-door 
station wagon. 

* * 


HE 1955 Chevrolet, unveiled in 

dealer showrooms last Thurs- 
day (Oct. 28), is the first of many 
all-new cars to be introduced this 
year. 

Changed under the hood, as well 
as from stem to stern, the Chevro- 
let “involves the greatest changes 
ever attempted by any maker in a 
single year,” claims Thomas H. 
Keating, division general manager. 


No changes have been made for 
the Corvette plastic sports model. 

The Turbo-Fire V-8, Chevro- 
let’s first in 35 years, produces 
162 horsepower. With the optional 
“power package,” consisting of a 
four-barrel carburetor and dual- 
exhaust system, horsepower is 
hiked to 180. 

The Blue Flame six-cylinder en- 
gine is rated at 123 horsepower 
with regular transmission and 136 


* 


with Powerglide. 


Sedans are lower by 2% inches, 
while station wagons are as much 
as six inches lower. At the same 
time, passenger room has been in- 
creased, it is said. 

* * 

HE new frame, described as 50 
percent more rigid and 18 per- 
cent lighter, is integrated with the 
cross member. 
Mounts have been repositioned and 
rubber insulation is used lavishly 


* 


* 
Front and rear suspensions 
have been revamped. At the 
front, a ball-joint device has been 
added. Concave bearing surfaces, 
molded of phenalic impregnated 
fabric laminations, are said to be 
less affected by infrequent lubri- 
cation than metal-to-metal bear- 
ings. The new material decreases 
lubrication points from 16 to four. 
Another change is a control-arm 
geometry which helps halt “dives 
when braking. 


Rear suspension changes include 
58-inch-long leaf springs, nine 
inches longer than before. 

Plus the addition of a wrap- 
around windshield, Chevrolet has 
increased the size of all windows, 
resulting in a glass area of 24.5 
square feet on a four-door sedan. 


Below the windshield is an air in- 


|take which extends to the frame 
|on each side. The vent will be an 
| adjunct to an all-weather air con- 


ditioner which Chevrolet now has 
as optional equipment for the first 
time. 
* * x 
ANOTHER first-time option is 
overdrive. It involves the sub- 
stitution of the 3.7:1l-ratio rear 


|axle with a 4.11:1 axle, in addition 


to the overdrive mechanism. 


Tubeless tires become standard 
equipment. 


Chevrolet has changed both its 
drive and steering systems. The 
torque tube drive has been replaced 
by a hotchkiss drive to deliver 
power more smoothly to the rear 
wheels and to provide a “flatter” 
ride in combination with the longer 
springs. 

From power steering, the firm 
adopted the recirculating ball-nut 
gear and combined it with a 
relay-type linkage that is said to 
increase smoothness and reduce 
driver effort. 


On the exterior, the broad, flat 
hood and trunk lid are approxi- 
mately 3% inches lower. The design 
gives the car the appearance of 
much greater length although the 
wheelbase remains unchanged. 


New among 14 bodies are two- 
door station wagons. The complete 
lineup shows two-door and four- 
door sedans in all series, two-door 
station wagons in the One-fifty 
and Two-Ten, four-door station 
wagons in the Two-Ten and Bel 
Air, a utility sedan in the One- 
fifty, a club coupe in the Two-Ten 


» | 
| 


| 








Air convertibles and sport coupes 

extends the top color onto the rear 

* * deck and quarter panels. Interiors 

F 14 solid color options, 10 are| combine harmonizing colors and a 
new. All but one of the 21 two-| variety of cloths and plastics. 

tone paint combinations are new. The valve-in-head V-8 carries 
A special two-toning option on Bel (Continued on Page 40, Col. 1) 

* 


and sport and convertible coupes in 
the Bel Air series. 


* 





* + 


Ready for a Fresh-Air Ride— 


Chevrolet's 1955 convertible is part of the top-drawer Bel Air series. A special 
two-toning option covers the rear deck and quarter panels with a contrasting color. 
All 14 of the firm's models are available with either the V-8 or six-cylinder power 
plant. 
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Chevrolet's Two-Ten Four-Door Sedan— 


One of the 14 body styles offered by Chevrolet, this model 
lattice-work grille, hooded headlamps and wraparound windshield. 


shows the typical 


Four Station Wagons in 1955 Line— 


Increasing popularity of the station wagon has prompted Chevrolet to offer four 
models of this type in its 1955 line. Two-door station wagons, new this season, are 
included in the One-Fifty and Two-Ten series, while four-door station wagons are 
in the Two-Ten and Bel Air series. 


Sint 


Interior View Illustrates Features— 


The Chevrolet's ‘“sweep-sight” windshield offers a 19 percent gain in glass are< 
Compact grouping of instruments and the cleaner lines of the steering column ar 
ciso in evidence. Note the suspension of brake and clutch pedals, the central location 
of the glove compartment and the upholstery. 
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Truckin’ 






Cr HAS been the practice of most 
car makers who also build 
trucks to introduce new engines in 
the passenger-car line and then, 
after they have been in use long 
enough for the service department 
to find out what “bugs” will be 
discovered by the public, to put 
the engine in truck models. 

Now it seems quite evident 
that Chrysler is reversing that 
procedure. The corporation in- 
stalled its newest 145-horsepower 
V-8 engine in low-tonnage trucks 
being sold to the export market 
several months ago. The unit was 
announced to the American pub- 
lic only about a month ago in 
the Dodge half-ton pickup. 

It is revealed that the new 
engine helped C. B. Thomas, presi- 
dent of Chrysler Export, achieve an 
increase of 30.8 percent in truck 
sales abroad during the first five 
months of 1954 as compared with 
the same period of 1953. 

When the engine comes out in 
a 1955 car, it will have had several 
months of grueling service abroad 
as well as having been hammered 
over American roads in cargo de- 
livery for at least two months. The 
bugs, if any, should be well asphyx- 
iated. 


* * * 


Cleaning Up Clutter 


ONE trend is showing up that 
will be music to truckers’ ears 
if it is carried over into the new 
truck lines yet to be announced, 
and that is the steps that have 
been taken to clean up “under-the- 
hood” clutter, and leave the power 


Big Hurdle Seen 
For Railroads 
On Piggybacking 


reAseR, Mich. — “Piggyback” 
Operations will not drastically 
revamp the transportation industry 
for some time, according to James 
K. Knudson, former commissioner 
of the Interstate Commerce Com- 
mission, but they may result in a 
“coordinated transportation sys- 
tem” to the advantage of the whole 
country. 

Knudson, speaking at the reg- 
lar meeting of the Eastern Mich- 
igan Traffic Assn. here last week, 
said that rails need a much 
larger volume of truck-by-flatcar 
shipment before piggybacking 
can be called successful. 

At present, he said, rail profit 
from piggyback operations is too 
small to make a reasonable return 
on the investment necessary to set 
up proper facilities. 

* 7” ” 


NUDSON was introduced by 

A. L. Rich, general traffic man- 
ager of Fruehauf Trailer Co., who 
was guest chairman of the meeting. 

If they are to prosper, rail- 
roads must draw traffic away 
from other methods of transpor- 
tation, Knudson said. To do this, 
they must offer advantages to 
the shipper which are not yet ap- 
parent, he said. 

If a railroad wants to set up 
an “all-rail” piggyback operation, 
it must compete in every way with 
other freight haulers. Without the 
necessary volume to schedule reg- 
ular trailer-on-flatcar trains, Knud- 
son said, rails cannot compete with 
trucks on fast delivery. 

Private-carrier truckers, Knud- 
(Continued on Page 20, Col. 3) 
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plants easy to get at for service. 
This is even more important to 
truck users than to car owners. 

Truck engines not only travel 
more miles on the average but 
also do heavier work. They run 
at higher speeds to obtain the 
same miles per hour and thus 
need more service, as a rule, than 
passenger Cars. 

Service is an operating expense 
to the truck owner that, especially 
in the lower-tonnage units, may 
well determine the take-home pay 
of the owner or driver. 


Every minute of mechanic’s time 
that is saved in properly servicing 
truck engines and other working 
parts is valuable to the truck 
owner. Providing accessibility for 
the things that must be serviced on 
a regular maintenance schedule, 
getting them up where they are 
easy to work on without being 
obstructed by accessories, will 
really be relished by potential 
truck buyers. 

* * * 


Sportsman Passes 


O LONGER will one of the 

grandest guys who ever graced 
the president’s chair of our motor- 
car makers take the liberty to slip 
his hand into my inside coat pocket 
and drag out the wallet that holds 
a picture of a nice rainbow trout 
I was fortunate enough to catch a 
few years back, and proudly show 
that picture to friends. I really 
believe that George Mason was 
just as proud of that fish as I am, 
Perhaps even more. 

George Mason loved the great 
outdoors as few industrialists do. 
He was not only a true sportsman 
but a keen competitior, whether it 
was in business, in the field or on 
the stream. He liked to see game 
fish taken on a fly and really 
looked down his nose at the guy 
who went after trout with barn- 
yard hackle. 


* * * 


Unexpected Profits 


NE of the volume dealers in 

Detroit was getting a little sour 

on the truck business recently, I 

am told, and then one of his truck 

salesmen ran into a deal for a 
(Continued on Page 25, Col. 1) 








OUR of the “Big Six” truck 

makers and White are defer- 
ring their new-truck showings un- 
til after the first of the year. As 
exceptions, Ford will be introduc- 
ing its truck line at the same time 
it announces its new car models, 
and Studebaker already has done 
so 


“While one or two of the mak- 


ers might have had trouble get- 
ting their truck line for 1955 
readied in time to show with the 
cars, most of the makers, it is 
learned, are putting off the new- 
truck announcement for other 
reasons. 

All makers realize that the at- 
tention of dealers and salesmen 
alike currently is centered on the 





They Guide Revolutionary New Program— 


Officers of the newly formed National Trailer Pool, Inc., will get the multimillion- 
dollar operation under way today (Nov. 1). Thirteen charter members of the organiza- 
lion have pooled trailer stocks and received shares in the company. From left are 
C. Birney Baker, Des Moines, vice-president; George Briggs, St. Paul, secretary; Harry 
Byers, Kansas City, treasurer and chairman of the board; Stanley lL. Wasie, St. Paul, 
president, and R. J. Babcock, Minneapolis, vice-chairman. 


Trailer Pool Leaders Plan 


Expansion to 


pgnemarctss. — Expansion of 
the newly formed National 
Trailer Pool, Inc., a trailer inter- 
change program 
announced in 
September, is ex- 
pected to include 
virtually all 
classes of motor 
freight carriers in 
the nation, it was 
announced as the 
plan swung into 
operation today 
(Nov. 1). 
Meanwhile, Roy 
Stellar, Minnesota 
trucking figure since 1909, was 





Roy Stellar 





Pacts with Equipment Firms 


By Sam Sampson 
Staff Writer 

ONTRACTS or “understandings” 
between truck dealers and 
special- equipment distributors in 
Wayne County no longer exist, ac- 
cording to poll of outlets in the 

Detroit area. 


Business is carried on princi- 
pally under a “three-bid” system, 
most dealers say, unless the 
truck buyer professes a desire 
for a parficular line of equip- 
ment. Even then, truck dealers 
said they approached the equip- 
ment salesman on a quote-your- 
best-price basis. 


For the most part, there seems 


to be no bitterness between the two 
businesses. The equipment people 
blame their own competition for 
price-cutting conditions, but deal- 





TRUCK NEW PRODUCTS 
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ers are getting good installation 

and service from most companies. 

Competition, it was agreed, is about 

equal in both fields, and profits 

are uncommonly low. 
* * * 

OR this reason, two equipment 

firms said they were stopping 
sales pushes on dump bodies. They 
declared that profit margins do not 
cover the cost of carrying adequate 
stocks. Each said it will continue 
to represent its factory, but will 
deliver only after placing the order 
with the factory. 

Several equipment companies 
said Wayne County was one of 
the most competitive markets in 
the U. S., and that profit was 
usually lower than in other parts 
of the country. In Chicago, for 
instance, it was reported that 
profit margins on trucks and spe- 
cial equipment are being held 
with less difficulty. 

Most truck equipment men 
warned that conditions in Wayne 
County might be duplicated across 


Cover U. S. 


named general manager in charge 
of operations. 

Stellar, who conducted a two- 
year field investigation on the 
feasibility of the plan before it was 
announced, declared that the fu- 
ture of NTP was unlimited. 

* o cod 


EMBERSHIP in the NTP will 

be of four classifications, name- 
ly: 
1. Stockholders who exchange 
trailers for stock in the corpora- 
tion, lease all road trailers from 
the pool and share in the ultimate 
profits. 

2. Lease-exchange members 

(See POOL, Page 25, Col. 5) 


Do a Fadeout 


the nation unless steps are taken 


now to maintain profit margins. 
7” * x 


N THE Detroit area, some of the 


companies said that only about 
20 percent of the equipment dis- 
tributors were price cutting in the 
beginning, but that others had fol- 
lowed the practice to stay in busi- 
ness. 
Others blamed truck makers 
for jamming the market with 
new trucks — especially since 
there is “only a handful of good 
truck salesmen” left in the city. 
A few blamed the truck salesmen 
for starting the price competition 
on truck equipment, but others said 
that slack business in the early 
summer had touched off price- 
cutting across the board. 
+. * * 
truck equipment distributor 
said there were too many 
equipment firms in the Detroit 
area. Every maker of special 
bodies, fifth wheels, saddle tanks, 
(Continued on Page 21, Col. 1) 


Truck Designs Stress Customer’s Needs . . . 


55s Tailored to Job 


| models, 
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radical changes that have bee 
made in cars, and they feel that 
new trucks were shown along with 
the cars, the trucks would stir bu 
scant interest. 

The sales manager of one of th 
larger makers worded the reaso! 
for delaying the truck showin 
very aptly. He said, “We are 
disturbed over the tendency a 
many of our dealers, and especiall 
the larger dealers in the metropoli 
tan points, to disregard profits i 
merchandising truck this past yea 

+ * * 
$i juni year we will have s¢ 
many new features that w 
feel our dealers will be able to se! 
without long discounts and trade 
For this reason, we plan to hold 
our new-truck showing later wher 
the first blush of the car announce 
ments will have died off and 
can get the full and undivided at 
tention of our dealers and salesmer 
on the many improvements we hav 
made in each truck model.” 


What this truck sales manage 
was saying in effect was that hi 
and his company wished to protec! 
the customer’s investment as wel 
as the good name of its product ¢ 
far as is possible. 


He knows that when dealers 
and salesmen sell on price alone, | 
not too much attention is paid to 
trying to sell the prospect the/ 
proper truck for the user’s job./ 
The tendency is to sluff off what-/ 
ever unit the dealer may have in| 
stock with as little effort as pos- 
sible. 

Factory sales managers know 
that eventually this practice no 
only will give the dealer a blac 
eye among truck users but may ex 
tend to the product as well. 


) 

Owners are prone to blame the} 
product if it does not perform its 
allotted work economically and effi+ 
ciently. Thus, if the truck is nol 
fitted properly to the user’s wor } 
there is a good chance that the 
user will begin to believe that the 
particular make of truck he bough 


regardless of how he bought it, 
not up to par. 
* 
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* * 


uEns is every indication that} 
the dealer will be able, this com 
ing year, to fit the truck to the 
peculiarities of the job even moré 
closely than it has been possible up! 
to this time. { 
With long and _ short-wheelbs 2 
dual drives, four - wheel 
drives, a multiplicity of transmis 
sions and rear-axle ratios, tilting) 
cabs, cabs-over-engine, tubeless and} 
“high-load” tires, power steering, 
power brakes and an almost end 
(Continued on Page 24, Col. 1) 


Top Trucks 


New-truck registrations for 
eight months, plus 24 states for 
September : 


1954 Pos. Make 1953 Pos. 
1—208,052 Chev. 236,941— 1 
2—198,122 Ford 169,262— 2 
8— 57,684 THC 70,833— $ | 
4— 48,104 GMC 61,416— 5 | 
5— 42,010 Dodge 61,610— 4 | 
6— 10,288 Willys 12,873— 7 
I— 1,532 Stude. 17,740— 6 
8— 1,280 White 8,867— 8 
9— 4,268 Mack 4,922— 9 
10— 1,891 Diamond T 2,458—11 
1l— 1,602 Reo 2,568—10 
12— 808 Autocar 1,214—12 
4,328 Misc. 5,662 
Total All Makes 
586,909 656,361 


Further details on Page 42. 











Over Mud, Water and Rough Terrain— 


This Rhino amphibious vehicle, built by Marmon-Herrington Co., can travel over 
mud flats, marshes, water and paved roads. Although powered only by one 110- 
horsepower Ford engine, the Rhino is capable of 45 miles an hour on the highway. 
Besides its military potential, it is expected to be useful in logging, agricultural and 


petroleum operations. 





‘ondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Truckers asked for it... 


- 
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my |Rails Face Big Hurdle ; . . 


Piggybacking Off to Slow Start 


(Continued from Page 19) 


son continued, have fought deter- 
minedly fer recognition under all 
piggyback plans, but the volume of 
freight that the rails could draw 
from private carriers is very small, 
Knudson said. Late figures show, 
he said, that only about 1.7 percent 
of over-the-road traffic now is. car- 
ried by private carriers. 
+ + * 

HE contract-carrier trucker is 

obviously out of the trailer-on- 
flatecar movement, Knudson said, 
because his contract leaves him 
with full responsibility for delivery 
as ordered. 

So, Knudson said, the common- 
carrier trucker is the best pros- 
pect for the rail companies, and 
such truckers have shown little 
or no interest in piggybacking 
so far. The recent five-week ex- 
periment by nine eastern rail 
firms showed that only 107 trail- 
ers were piggybacked during that 
period. 

“If arrangements can be worked 


out properly so that both the rail- 
roads and the common-carrier 
trucker can save or make money 
under the plan, the combined rail- 
trailer shipment plan will succeed,” 
Knudson said. 


Knudson forecast a steadily ex- 
panding transportation market in 
the next few years, although the 
industry will be fiercely competi- 
tive. Juggling and hedging will be 
carried on to attract shippers, and 
profits may be considerably lower 
than the levels of two years ago, 
he said. 

+ + + 

“TJOWEVER, Knudson declared, 

“from all this confusion will 
come a modernized system of 
transportation that will give the 
nation the best and most efficient 
methods of transportation. In this 
effort, I believe the combination of 
rail-truck movements can be very 
helpful.” 

Knudson saw “far-reaching de- 
cisions in favor of the rails” in 
the next few years. Rail passen- 
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THENEW MIGHTY 


REO V- 


GOLD COMET 








MOST POWERFUL V-8 TRUCK ENGINE EVER BUILT 





HERE IS DYNAMIC, 
USABLE HORSEPOWER 


Power for speed...for grades...for 
flashing acceleration...for effort- 
less heavy-duty operation without 
strain. The new REO V-8 is all 
engine, yet smooth as silk. 


HERE IS A SHORTER ENGINE 


The new REO V-8 is shorter than 
any other heavy-duty truck en- 
gine...just 39%” overall! Permits 
bumper-to-back-of-cab dimension 
of only 96”—hauls 35-ft. square 
nose trailers without exceeding 
45-ft. overall vehicle length. 


HERE IS A LIGHTER ENGINE 


The new REO V-8 weighs less than 
any other heavy-duty truck en- 
gine on the highway—less than half 
as much as some. It hauls more 
revenue, legally, than any other 


engine. 


Only 39%” long overall! 
Weight: only 1211 Ibs.! 


195 h.p. 220 h.p. 


HERE ARE MORE MILES 
PER GALLON 


The new REO V-8 is downright 
stingy with gas—delivers up to 150 
extra miles, and more, from every 
100 gallons. 


HERE IS EASIER MAINTENANCE 


In the new Gold Comet, REO has 
achieved one of the cleanest V-8 
engines ever designed. It’s con- 
venient, accessible—everything is 
within easy reach. 





HERE IS LONGER ENGINE LIFE 


No truck engine anywhere can 
compare with the new REO V-8 
for long-term profit-potential. Out- 
standing stamina helps the new 
REO V-8 deliver highest ton-mile 
profits ever known in heavy 
trucking. 


- HERE IS A REALLY 
MODERN TRUCK ENGINE 


The REO V-8 is not a souped-up 
version of an old, outdated power 
plant. It’s all new, from fan to fly- 
wheel! Output? A startling % h.p. 
per cu. in. of displacement—more 
than 25% higher than the next 
nearest engine; 35% more than the 
average of all gasoline engines of 
360 cu. ins. and larger. It’s the 
world’s most modern truck engine. 


THE REO V-8 IS 
A FITTING COMPANION 


TO THE WORLD-FAMOUS 
GOLD COMET 6 





REO MOTORS, INC. tansine 20, micnican 


ger service is suffering badly at 
the hands of airline movements, 
he said. Trucks have taken much 
of the freight market, and air- 
lines, too, are rapidly expanding 

freight service. 

“Add to this,” Knudson said, “the 
threat of the helicopter. The Gov- 
ernment is proving now some of 
the amazing things that can be 
done for the Army in moving sup- 
plies by helicopter.” 

To this knowledge, Knudson said, 
none of the over-the-road tractor 
makers have taken any part in the 
controversy on trailer-by-flatcar 
movement. Conceivably, shortened 
movements by motor trucks could 
have some effect on the market for 
over-the-road tractors — particu- 
larly heavier units, he added. 

However, the loss in heavy units 
might be taken up by a greater 
demand for lighter tractors on the 
shorter hauls from terminal to 
shipper. However, none of the 
truck companies have made any 
official comment on the matter, 
Knudson said. 

—Sam Sampson 


Herman Body 
Introduces New 


‘Routemaster’ Van 


ST. LOUIS.— Herman Body Co. 
has introduced a new line of for- 
ward-control truck bodies called 
the “Routemaster,” with optional 
steel or aluminum construction. 

According to L. H. Courtney, 
general manager, the new bodies 
are designed to mount on all stand- 
ard forward-control truck chassis. 

The new bodies feature wrap- 
around windshields which elimi- 
nates driver blind spots, according 
to the company. 

Standard sizes include six, 10 
and 12-foot lengths, measuring in- 
terior load space. Width is 78 
inches, and height is 70 inches. 

Other features of the new line 
include sliding side doors, control- 
led fresh-air cab ventilation, built-in 
defroster and a utility shelf over 
the windshield. 


Boyertown Opens 


Pittsburgh Branch 


PITTSBURGH.—Boyertown Body 
& Equipment Co., Boyertown, Pa., 
manufacturer of delivery truck 
bodies, has opened a factory branch 
office in the Terminal Building of 
| Allegheny Municipal Airport here. 

According to President Paul R. 
Hafer, Boyertown truck bodies will 
be kept at the airport sales office 
for demonstrating and inspection 
by fleet officials. These men, many 
of whom will be flown in from 
their offices in Boyertown planes, 
| will save time by not having to 
| buck city traffic. 








Jack Donaldson is Pittsburgh 
branch office manager. The new 
sales office is Boyertown’s 14th fac- 
tory branch, 


Huge Hauls 
Mack Gets Military Order 


For Giant Trucks 


ALLENTOWN, Pa.—A contract 
for 121 giant trucks, each capable 
of hauling 30,000-pound loads over 
roadless terrain, has been awarded 
to Mack Trucks by the U.S. Army 
Corps of Engineers for the U.S. 
Navy’s Bureau of Yards and Docks. 

Deliveries on the order, totaling 
more than $2 million, are scheduled 
to start in October and to be com- 
pleted within a year. 

The massive off-highway vehicles 
will be powered with 200-horse- 
power diesel engines, They will 
have 10-speed transmissions and 
special rear-axle planetary gears to 
deliver power to the wheels and 
still accommodate their ponderous 
loads. 

Special “quarry bodies” of 11- 
cubic-yard capacity and dumping 
mechanism will equip the trucks 
for super-duty earth-moving serv- 
ice. 

An order for similar equipment, 
placed with Mack in 1952, was com- 
pleted last year. 





| 
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4s Truck Dealers Seek Bids . . . 


Equipment Pacts Fadel 
Amid Competition 


(Continued from Page 19) 


ete., thinks the Detroit area is the| 
key point for increasing sales, he 
said, and sets up a distributor here. 

Two or three equipment com- 
panies had all the Detroit-area 
business a few years ago, and 
business was keen enough then, 
He said. Now, he added, business 
is split up among more than a 


| 
the business, and we get good co- 
operation and service from all but | 
one firm.” 

2. “Equipment firms are eager 
to do business, and deliveries are 
on the spot and service is good. 
Outside the profit picture, which 
is an occasional stumbling block, 
relations with equipment men 
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the trouble right now. Truckers are 
attempting to keep ready cash 
available, and making current prof- 
its pay for their units as well as 
maintain them. Some well-financed 
companies are being drawn into the 
whirlpool. 
* * * 

a equipment will go the 

same route if someone starts 
financing truck equipment. Compe- 
tition will eat most of us, and even 
the larger companies will-be pretty 
sick.” 

3. “We’ve had to drop a close 
relationship with one or two deal- 
ers because we found they were 
exploiting us. That’s over now.” 

There is some indication that 
equipment firms are looking to 


dozen firms, and truck sales have 
not improved in proportion. He 
said he was bowing out of his 
less-profitable lines and empha- 
sizing less-competitive items. 
Truck dealers said they were 
getting excellent service from the 
distributors, and that equipment 
houses were very cooperative. 
~ - + 


—— companies inter- 
viewed by Automotive News 
included Pezzani & Reid, Charles 
B. Soderquist, Frank Jursik, C. 


E. Pollard Co., Knorr-Miller Co. 


and Truck Aids. 


Dealers contacted included 


Floyd Rice and Al Long, Inc. 
(Ford), Taylors, Inc. and Ken 
Brown, Inc. (Dodge-Plymouth), 
Pat O'Dea (Studebaker), Grand 
River Chevrolet, International 
Harvester branch, White Motor 
Co. branch, and GMC branches. 
Comments from truck dealers 
included the following: 

1. “Detroit equipment firms are 
right on the ball to cooperate with 
truck dealers. They jump to get 


International Lists 


Featured Models 
* 
For 55 Display 

CHICAGO. — New models of In- 
ternational Harvester Co.’s truck 
line will be displayed soon by the 
dealer and branch organization, 
R. M. Buzard, truck sales manager, 
said last week. 

A series of special showings, 
Buzard said, will emphasize the 
technical developments introduced 
in Harvester’s line of light, medium 


and heavy-duty trucks. 
Highlighting the showings will 
be: 


Twelve cab-over-engine models, 
rated at 21,000 to 30,000 pounds 
gross vehicle weight. 

Four conventional models power- 
ed by the Royal Red Diamond en- 
gine, rated at 26,000 to 30,000 
pounds GVW. 

The new extra-heavy-duty RF- 
230, a six-wheeler with a rubber- 
bushed bogie and rated at 60,000 
pounds GVW. 

Three multistop trucks with 
Metro bodies, rated at 14,000 to 
16,000 pounds. 

Light-duty trucks, including the 
new One Hundred and R-110 series, 
with tubeless tires as standard 
equipment and such optional fea- 
tures as power steering and auto- 
matic transmission. 

Two four-wheel-drive models, 
ranging from 14,000 to 21,000 
pounds in GVW ratings. 

Also shown will be LPG-powered 
models ranging from 4,200 to 90,000 
pounds GVW, a 50-inch centered 
cab, right-hand-drive models, fire- 
truck chassis and school bus chas- 
sis. 


Seiberling Offers 
Tire Repair Units 


AKRON. — A new line of ser- 
rated-edge truck-tire nylon repair 
units, which are said to be lighter 
and stronger than comparable ray- 
on units, has been announced by 
Seiberling Rubber Co. 

Although the nylon units are 50 
percent lighter than those made of 
rayon, tests have proved them to 
be stronger than rayon units, ac- 
cording to E. F. Gates, manager of 
accessories and repair materials 
Sales. 

The use of saw tooth edges in- 
Creases the total edge length and 
distributes stress, stretch and flex- 
ing action over a greater area, 
Gates said. 








have never been better.” 

3. “Formerly, we had an under- 
standing with two equipment firms 
that received all our business. We 
can’t afford to do that now. We 
have to put everything on a bid 
basis to sell our customers against 
competitive makes of trucks.” 


| Ne gage sad distributors made 
the following comments: 

1. “Trucking in the area is going 
to fall off badly if competition 
trucking firms does not 


among 


| Mack Offers New Pusher Bogie— 


Mack Trucks is marketing a pusher-type bogie for six-wheeled tractors with tandem- 
axled semitrailers, which permits payloads between those legally obtainable with 
four-wheeled tractors and those with four-wheel driven bogies. It is claimed that 
torque reactions are canceled out so that weight transfer between the two axles is 
eliminated. Consisting of a dropped central yoke with tubular ends, the forward axle 
carries single-tired wheels. Known as Model SWDR-49, the unit is available at present 
only on Models B-60 ST and B-61 ST six-wheeled tractors. 


est. 


the market closely, 
> & -» body’s getting hurt, but no one 
has folded yet. But it won’t be 
long before the smart money 
gets out of this business.” 

2. “Low downpayments on new 
trucks are the answer to much of 


stop. Most equipment is being run | 
into the ground right now, and 
truckers are gambling that others 
will go broke before they do. 
“The equipment business is 
going to go the same way. Every- 


, Stiek Your 


hands. 








today’s product.” 



































New Hercules Front Mounted 
Telescopic Hoist Gives You 
1000 lbs. Extra Legal Payload 


You can haul an extra half-ton of payload 
FREE on every trip by choosing the 
sensational new HERCULES Single 
Telescopic Hoist (Model 1210) for your 
heavy-duty dump truck bodies 
eleven to fifteen feet long. 

This 20-ton capacity hoist pays 
for itself ary because it weighs 
so much less . . . shifts more loa 
to front axle . . . reduces driver 
cost per ton .. . and minimizes 
maintenance. Available for 
single or tandem axle straight 
trucks, Model 1210 mounts 
easily, no part extending 
below the truck frame. 

For larger capacities, 
HERCULES builds Twin 
Telescopic Hoists with 
even greater payload- 
boosting advantages. 

Act now to increase 
your profits. Write, wire 
or phone for complete 
information. 
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other fields with increasing inter- 


“New products,” a spokesman for 
a truck equipment firm said, “can 
be manufactured cheaper now than 
in the last few years. I’m watching 
for I think 
prices will come down as manu- 
facturers find idle time on their 
Products for tomorrow’s 
market manufactured under to- 
day’s contracts will be lower priced, 
and have some advantage aver 
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New findings on 


who's buying the new cars 


confirms the trend to 
“U.S.News & World Report” 


Regardless of price range, 1954’s new car buyers are predominately 
families with the ready and extra buying power. This explains the shift in 
passenger car advertising to the magazines that concentrate in the market 
of upper-income, new-car, two-car families. This explains why “U.S.News 
& World Report” leads a// magazines in- passenger car advertising page 
gains (first seven months, 1954)— why ‘“‘U.S.News & World Report” now 
ranks sixth among a// magazines in pages of passenger car advertising. 





Now more than 700,000 net eh 
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Today’s new-car buyer revealed 


as the man with a managerial job 


and money in the bank 


SURVEY OF SURVEY OF SURVEY OF Federal 
BUYERS OF BUYERS OF BUYERS OF Reserve data 
A 1954 LOW | A1954 MEDIUM | A 1954 HIGH on all 
PRICED CAR PRICED CAR PRICED CAR U.S. families 


Have incomes of 
$5,000 or more AX 84% 99% 31% 


Own liquid assets 
of $2,000 or more 16% 96% 


Hold managerial jobs 
Bought cars new 


Own 2 or more cars 


Sources: 1954 Survey of New Car Buyers, “USN&WR,” (see below); Federal 
Reserve Board 1953 Survey of Consumer Buying Power; “USN&WR” Reader Study. 


SURVEY OF 
700,000 
“USN&WR" 
FAMILIES 


84.5% 


19.2% 


74.6% 
81.7% 


35.9% 
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New Designs Stress Customer’s Needs . 


55 Trucks Are T. ailored to Job 


tors almost as. great a range of | and two new four-wheel drive “off- 


(Continued from Page 19) 





























less assortment of special equip- 
ment, the salesman or dealer can 
fit his truck customer's needs to 
the ultimate if he will but put a 
little thought and study into the 
customer’s hauling problem. 

Experience of the truck equip- 
ment distributors this past year 
seems to indicate all too clearly 
that little or no attention has 
been given recently to the cus- 
tomer’s needs. This can lead only 
to greater chaos in property 
transportation than alzeady 
exists. 

Today the attitude of far too 
many truck dealers, especially 
those selling the Big Three, has 
brought disastrous competition 
among truck equipment distribu- 
tors, has lowered the value of a 
truck line in the minds of a large 
number of dealers who should be 
making good profits from merchan- 
dising trucks, and, above all, has 
caused the customer to suffer be- 
cause he is being led away from 
buying the proper unit for his job 
by the lure = cut prices. 


* * 


WHEN sates alone becomes the 
big reason for purchase, the 


trucker is prone to forget the dis- 
advantages that may be inherent in 
some particular model for his work. 

Later, however, when the truck 
he bought does not meet his re- 
quirements, the buyer does not 
blame his own avariciousness but 
places all of the blame on the 
truck. 

As trucks invariably inherit 
most of the new mechanical im- 
provements and power character- 
istics that are brought out for 
cars, next year the dealer who 
studies his truck market will be 
able to offer the potential buyer 
many of the things that the 
buyer heretofore has had to get 
from specialized shops or dis- 
tributors. — 

There is no question in the minds 
of experts but that the dealer who 
studies his customer’s needs will 
take full use df the “power pack- 
ages” that will be made available 
to the buyers of 1955-model cars. 

Just as the lighter cars are go- 
ing up in basic power, so are the 

lighter trucks. Already many auto- 
motive writers are looking forward 
to a “horsepower race” in the light- 
truck field following Dodge’s intro- 
duction of a 145-horsepower V-8 
short-stroke, low-friction engine in 
trucks up to one ton capacity. 
x * + 


EY feel that the trend to 

eight-cylinder engines in trucks 
was inevitable. They remember 
that back when Ford first brought 
out the V-8 engine, the company 
very positively said it would not 
put that engine in a truck, but be- 
fore the first model year was half 
gone, more than one fleet buyer 
was demanding them. And got 
them. 

One might think that a 145- 
h.p. engine in a half-ton pickup 
= even too much engine for 

such a unit, but the writers and 
many experts are already pre- 
dieting power packages on these 
engines that will bring them up 
td 160 h.p. or more. 

We may even see a return by 
heavy-truck operators to buying 
the lighter hopped-up engines to 
put in their five and seven-ton 
trucks and tractors for long-dis- 
tance heavy hauling, as they were 
* in the habit of doing several years 
ago. 

These operators felt that if they 
could get as much life from the 
smaller high-speed engines as they 
got in miles of operation between 
overhauls of the big engines, they 
were making a definite saving. In 
those days they could buy a new 
dighter engine for less money than 
it cost them to overhaul one on the 
big power plants. 

7 + o 
however, may not be as 
prevalent as it was in the late 
20s and early ‘30s. Today builders 
of the heavies are giving the opera- 


options ag is found in cars. 

Harvester, for instance, while 
continually broadening and im- 
proving its line and announcing 
these changes as soon as per- 
fected, will utilize its “New Mod- 
els and New Features” program 
to exhibit straight trucks, truck 
tractors, six-wheel models and 
four wheel-drive models in con- 
ventional, cab-forward and cab- 
over-engine designs. It will also 
show “space saver” models, with 
special narrow cabs, and the 
highly specialized Metro and 
other multi-stop delivery units. 

Enginewise, the Harvester line 
will show a range of 30 light to 
heavy-duty gasoline power plants, 
diesels and LPG engines. 

In the Harvester line will be 12 
new cab-over-engine models rated 
from 21,000 to 30,000 GVW and 
50,000 to 65,000 GCW, four new 
conventional models, one new 
model added to the 24 six-wheel 
models, three new multi-stop units 


highway” units. 

Other makers will show similar 
variety, depending upon the extent 
of their line. 

* + * 

LTHOUGH it is indicated that 

every maker will continue to 
market six-cylinder engines, it is 
expected that many truck buyers 
will gravitate to the V-8s because 
of their prominence in the new-car 
showings. 


In many cases, the power pack- 
ages that will be available for the 
V-8s will also be available for the 
sixes, and those truck users who 
look to economy in gasoline mile- 
age primarily—rather than sav- 
ings to be obtained in higher 
speeds, which either extend 
routes or cut driver costs—will 
want to stay with the six-cylin- 
der power plant, provided, of 
course, that the V-8s fall short 
of their claimed economy in 
truck use. 


The engineering of the proper | 





PIE Gets New C-O-E Fleet— 


The first of 83 diesel-powered International DC-405-L cab-over-engine trucks were 
delivered to Pacific Intermountain Express in Denver. Units involved in the $1 million 
transaction will pull 35-foot tandem axle semi-trailers. The models have a gross 
combination weight rating of 68,000 pounds. 


truck to the prospect’s haul in|use of a more economic power 
many cases suggests the use of a| plant. 

less economical engine in terms of | Thus, dealers with a true desire 
gasoline mileage, in favor of a unit a worat ate a aie angel oT. 
that takes less time on the road or | o "7 . 
enables the driver to cover more able virtually to pinpoint the char- 


acteristics of a unit in their line 
ground in a given time. With the| that will correspond with astonish- 
high driver wages and overtime ing exactitude to the features indi- 
rates, savings in time often over-/|cated as most efficient and desir- 


weigh any savings indicated in the! able for each hauler. 











We tie trailer axles in 


in the new Timken-Detroit indoor proving ground 
»»and only Timken has it! 


We smash, twist, jerk and overload them. Match every imaginable 
hauling situation. Then add a few ruinous tricks of our own. 


It’s done on purpose. So we can tell 
you in advance that a Timken-Detroit 
axle can take a more brutal beating on 
the job it was designed for than 
other axle made. 

To prove it, we condensed a multi- 
thousand acre proving ground into one 
room. In it, our engineers can apply 50 
years of experience in building axles for 
trucks, buses 





and gearing are subjected indoors to 
any possible outdoor hauling condition. 
Axle performance is measured and an- 
alyzed under absolute scientific control. 

As a result: you enjoy longer axle 
life; less maintenance, repairs and 
downtime; lower operating costs; fatter 
profits. No wonder Timken- Detroit 
axles are the choice of manufacturers 
and operators everywhere! 


any 


and trailers. Here axles 


How TDA proves 
axle quality and safety in 
. this “Torture Chamber” 


We pick one of our trailer axles 
at random .. . then duplicate 
an overload on bumpy roads 


hour after hour, day after day 
... Or simulate 500,000 miles 
of the toughest hauling condi- 
tions in just a few days. Or we 
“bend -test” a trailer axle for 
1,000,000 cycles. 





Manufactured in the world’s largest, 
most modern trailer axle plant, Timken- 
Detroit axles and brakes are standard 
equipment on the majority of trcilers 
on the road today! This is the TDA 
Kenton, Ohio, plant, staffed by highly 
trained technicians . . . backed by over 
50 years of TDA engineering ex) <— 
ence. You are cordially invited to » 

us at any time. 
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Truckin’... 
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by Jack Weed 


(Continued from Page 19) 


dual-drive two-ton truck with extra 
equipment. 

The profits from that one deal 
woke them up to the real facts 
about the truck business—that if 
salesmen will get out and make 
calls and expose themselves to 
business, there is money in 
selling trucks. 

Like so many truck dealers, es- 
pecially volume dealers in big cities, 
this dealer had become so used to 
having buyers come into the show- 
room that his men weren’t really 
doing a job of selling. The salesmen 
were complete strangers to the old 
canvas, and it really shocked them 
to find out in a highly competitive 
market like Detroit that there was 
profitable truck business available 
to the men who got out and looked 
for it. 

W. L. Vande Water, eastern sales 
manager for GMC, told me of an 
interesting deal in a small upper 
New England town. ‘The division’s 
dealer in this town hired a young 








man who knew nothing about the 
truck business, but he did know 
how to work and was willing to 
wear out shoe leather and work 
long hours to make good. 

In six months, this fellow has 
sold 15 new trucks, all at a good 
margin of profit. One of his most 
interesting deals was to persuade 
a man who was looking for 
something to do, and who had 
some money, into going into the 
construction business. Of course, 
he sold him the truck and dump 
body. 

During the week, I have had an 
opportunity to talk with several 
regional truck men from different 
factories and they tell me that the 
truck business has been getting 
more solid by the week for the 
past few months, and in practically 
every case they now have more 
unfilled orders for new trucks on 
their books than at any time this 
year. One man from the South said 

that in the Memphis-Texas area 









dealers were actually screaming for 
pickups. 


* * * 


Value of Truck Traffic 


HE “early birds” who stand in 

line for the opening-day ball 
games, duck marshes and other 
sporting events make headlines, so 
why shouldn’t a truck driver who 
used the same “early bird” tactics 
to insure that he and his truck 
would be the first to pass through 
the Buffalo entrance to the new 
New York State Thruway? 

Milton J. Reinhardt, driving a 
White for Dunlop Tire & Rubber 
Co., led 60 other trucks onto the 
first 58-mile leg of the superhigh- 
way and thereby pointed up the 
value of truck traffic to the 
limited-access highways. 

Trucks play a vital role in turn- 
pike income. On the Pennsylvania 
Turnpike for example, although 
cars outnumbered trucks about 6 
to 1 in the last 12 months, the 
automobilist paid only $1 for every 
$1.30 paid by commercial vehicles. 

* * = 


How’s About It? 
dads going to have Howerths 
in our hair from now on out. 
Only two weeks ago We ran a 
picture of Herbert J. Howerth sr. 


in a story about Herbert J. Ho- 
werth jr. It wouldn’t be so bad if 
both father and son worked for the 
same company, but Senior works 
for the Alemite division of Stew- 
art-Warner and Junior works for 
Gar Wood Industries. 

Just to set the record right if 
some of you readers are still con- 
fused over seeing the Alemite Ho- 
werth’s picture in the Gar Wood 
story, here are father and son: 


Herbert J. Howerth 





dunior 


Senior 


I had thought that when Walter 
Rockwell retired from Timken-De- 
troit Axle, the Willard-Walter type 
of problem had finally solved it- 
self. But here we are, back behind 
the well-known eight-ball. With 
both Howerths holding down jobs 
that will bring them into the trade 





- 6 reasons why Timken-Detroit quality axles 


today than any other make! 


and brakes are specified on more truck-trailers 


oon ee 


\ 
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“TORTURE-TESTED” 
For Safety on the Highway 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRAILERS, TRUCKS AND BUSES 


1. (left) Timken-Detroit trailer 
axles are lighter, to give the greatest 
possible pay load. TDA trailer axle 
and brake assemblies are proved far 





3. (right) TDA cam roller mountings 
will never seize. Roller will not bri- 
nell in camshaft. Note clean finish 
. . . heavy stamped steel straddle 
support for long life. 





4. TDA forged alloy steel spindle, 
electrically welded to seamless tube. 
Brake mounting flange forged inte- 


5. TDA self-aligning camshaft sup- 
port bracket. Spherical support 
permits instant alignment during as- 
sembly or replacement. Light nylon 
camshaft bushings wear up to 4 
times as long as ordinary bushings. 


stronger, more rugged in “Torture 
Chamber” tests. Note how TDA 
pressed steel brake shoes save many 
pounds per axle over cast shoes. 


2. (left) Exclusive 34‘ TDA “‘Econo- 
liner” brake liners. Thickest at cen- 
ter where greatest wear occurs. Taper 
down at ends. Held rigidly by 12 
deep set rivets per block. Spider riv- 
eted to flange. New design decreases 
operating temperatures, increases 
safety, cuts down excessive wear. 








gral with spindle. Duplicates of this 
are constantly “Torture-Tested” to 
check on quality and workmanship. 





6. Cutaway view shows cam 
mounted in new nylon bushing. Min- 
imum wear even when bushings are 
not lubricated or improperly lubri- 
cated. Cannot rust, corrode or flatten 
out. Save weight. 


Be Sure and Specify Timken-Detroit quality Axles and Brakes for your trailers— accept no substitutes 
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news, I am beginning to shudder | 


all over again as to what can hap- 


pen in our composing room under | 


the stress of deadline pressures, 
. * * 


In the ATA Whirl 
We as you read this explosion 
f 


rom the 26th floor of the Pen- | 
obscot Bldg. here in the motor | 


capital, your slightly less obese 
columnist will be enduring the first 


of the “big headaches” of the new- | 
model and trade-show bunion der- | 


bies — the American Trucking 


Assns.’ annual’ night-and-day week- | 


long affair. It is being held this 


year in the Waldorf-Astoria Hotel, 
New York, and while I will be) 
taking years, or something, off my | 


life attending the sessions and 


stupendous entertainment affairs | 
being put on by Harvester, Good- | 
year, Fruehauf, GMC, Reo, et al, | 
I'll promise you right now I won’t | 


be domiciled in the Waldorf. 
Somehow or other, I seem to 
have picked up a little sense dur- 
ing the past few years and no 
longer try to stay up with those 
who wish to see the sun come up 
and then have breakfast with 
some guy who knows enough to 
go to bed at night. I’m gradually 
finding out that ’'m not 25 years 
old any more at these affairs. 
We've been on the “circuit” now 
for just about a month, and the 


don’t mean as for my seeing how 
much punishment the body will 


will be able to display in not trying 
to take in everything. 

This deal, like the ASI and the 
NADA, has something going on 
|}every night, with Harvester and 
Goodyear’s luncheon “spectaculars” 
thrown in just to bog you down if 
you don’t watch your step. Nothing 
is too good for the truckers — 
| grand-opera stars, symphony or- 
chestras or the richest of foods. 

It’s heck to be on a diet. 


Pool 


(Continued from Page 19) 


who can interchange trailers with 
stockholder members on a sim- 
ple trailer-receipt basis, rather 
than contractural arrangements. 
3. Single-trip participants who 








accept trailers from members on a 
single-trip contract. 

4. Any other users of trailers 
who are not eligible as members of 
the pool but desire to lease equip- 
ment for local purposes. 

ok * * 

1 pagpecnerr quar memberships in 

the pool will be opened to mo- 
tor freight carriers who are ap- 
proved by NTP’s board of direc- 
tors. The general manager, how- 
ever, is empowered to sign partici- 
pating lease - interchange member- 
ships. 

Officers of the corporation are 
Stanley L. Wasie, president; C. 
Birney Baker, vice - president; 
Harry Byers, treasurer and board 
chairman; R. J. Babcock, vice- 
chairman, and George Briggs, 
secretary. 

Members of the board include 
Briggs, Briggs Transportation Co.; 

E. W. Harlan, Bruce Motor 
Freight; Byers, Byers Transporta- 
tion Co.; Harold D. Buckingham, 
Buckingham Transportation; Bab- 
cock, Dakota Transfer & Storage 
Co.; Baker, Des Moines Transpor- 
tation Co.; Hugh DeWees, Hawk- 
eye Motor Express; A. A. Fowler, 
Indianapolis-Kansas City Motor 
Express Co.; Ezra Knaus, Knaus 
Truck Line; Stanley L. Murphy, 
Murphy Motor Freight Lines, and 
W. E. Elsholtz, Twin City-Fargo 
Freight. 


White’s Factory Men 
Get Look at Selling 


CLEVELAND.—Some 400 White 
factory supervisors had a chance 
to find out what it takes to sell 
trucks at a meeting at the com- 
pany’s sales-service headquarters 
here. 

Members of the White Manage- 
ment Club, said Fred Galbos, 
president, found the meeting an 
opportunity to exchange views with 
sales and service personnel “which 
will lead to a better product and 
a@ more effective sales and service 
program.” 


ATA shindig offers a challenge. I } 


| stand, but as to how much sense I | 


po nm ae 
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The motoramic Che olel for D9 





The valve-in-head V8 


as only the valve-in-head 


Now Chevrolet, the leading builder 
of valve-in-head engines, introduces 
the “Turbo-Fire” V8. It carries V8 
design to a new high in efficiency 
with its high horsepower (162), 
high compression ratio (8 to 1), high 
performance and surprisingly high gas 
mileage. Available with standard 
transmission, or with the extra-cost 
options of Overdrive or Powerglide. 


You can choose from 


two new Sixes, too! 


Chevrolet also offers the last word 
in six-cylinder performance and 
economy! There’s a new “Blue- 
Flame 136” teamed with Powerglide 
and a new “Blue-Flame_ 123” 
teamed with either standard trans- 
mission or Overdrive. 


leader can build it! 





~ New Products. ..New Progres 
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Chevrolet and General Motors took 
a whole new look at the low-cost car 


—and just look what happened! 


THE BEL AIR SPORT COUPE—ONE OF 14 NEW FISHER BODY BEAUTIES IN THREE NEW SERIES. 















One look will tell you that Chevrolet dealers have the green light to new and a " ’ 
greater sales achievements in 1955. ‘ é Ino 0) / a, Mn | i 


They have led all other dealers in sales for years, and now Chevrolet and 


General Motors have given them their finest creation—the Motoramic Chev- 
rolet—a whole new concept of low-cost motoring. 
Sleek, dashing, low-swung . . . gloriously alive in performance and won- 5 
derfully thrifty in operation . . . this car is winning the most enthusiastic 
welcome ever given to any new Chevrolet model. 
All of which means that Chevrolet dealers are on their way with new 
products to new progress and a new era of leadership! Chevrolet Division of 


General Motors, Detroit 2, Michigan. 






More than a new car—a new concept of low-cost motoring! 


.. for a New Era of Leadership min 


| 
| 
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‘A’ Series Reo with New V-8— 
All of Reo's new “A” series trucks will be equipped with either of two new V-8 

engines announced by the company. New line includes tandem-axle models and 

“dead” axles in tandem, according to the company. The new engines are rated at 

195 and 220 horsepower at 3,200 revolutions per minute, Reo said. 

x Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


a, 


——— 





Fully effective merchandising ‘of big 
Texas’ biggest market — the 72- 
county Dallas Market — demands 
no less than the complete coverage 
of Texas’ largest daily newspaper: 
The Dallas Morning News! 





12 New Trucks Added to Heavy End... 


Reo Unwraps New V-8 Engines 


LANSING.—A new “A” series of 
heavier trucks and the introduc- 
tion of two new V-8 engines have 
been announced by Reo Motors, 
Inc., first of the heavier-truck mak- 
ers to reveal its offerings for the 
1955 market. 

The company said that 12 new 
models, including tandem jobs, 
are offered in the new “A” series. 
These range from the A-600 
truck, gross vehicle weight of 
28,000 pounds, to the A-733, with 
GVW of 78,000 pounds. The new 
line contains 6-by-2 trucks and 
tractors and models with “dead” 
axles in tandem assembly. Both 
engines are used in the new 
series. 

Dimensions of the “A” series 
have been kept down to 96 inches 
(from the front bumper to the back 
of the cab) which allows the use of 
35-foot square-nose trailers in 
states where a 45-foot maximum 
length is required. Front ends have 


ONLY THE 
DALLAS 








been 
length. 
The new engines are lightweight, 
compact V-type power plants of 195 
and 220 horsepower at 3,200 revolu- 
tions per minute. The bigger en- 
gine (441 cubic-inch displacement) 
develops 405 gross foot-pounds of 
torqye at 1,600 to 2,200 r.p.m., and 
the smaller engine (390 cubic 
inches) shows 345 foot-pounds at 


“blunted” 


Highway Agreement OK’d 
By U. S. and Guatemala 


WASHINGTON.—Agreement has 
been reached between the U.S. and 
Guatemala to resume construction 
of the Inter-American Highway in 
Guatemala. 

It is expected that this will re- 
sult in prompt construction of the 
important 25-mile Selegua Gap sec- 
tion of the highway, which will 
facilitate travel from the US. 
through Mexico to Central America. 
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to keep down/1,800 to 2,400 r.p.m., the company 


said. 

Both engines weigh 1,211 
pounds with accessories and fly 
wheel housing, and with clutch 
and transmission assemblies, 1,- 
739 pounds, according to the com- 
pany. Length of the engines has 
been kept to 39% inches in view 
of the engine replacement busi- 
ness Reo has gained with its six- 
cylinder Comet engines. 

Compression ratios are 7.3 to 
according to Reo, and the engines 
are designed to burn non-premium 
gasolines. Carburetors are four-bar- 
rel down-draft type with a mechan- 
ical accelerator. Both engines de- 
velop about one-half brake horse- 
power per cubic inch piston dis- 
placement. 

The new engines were designed 
to include wide interchangeability 
of V-8 parts with former Reo en- 
gine parts, according to William 
M. Walworth, engineering vice- 
president. Both engines use the 
“wet sleeve” principle as developed 
for former engines. 

“Larger valve ports have been in- 
cluded to permit easy breathing of 
combustion mixtures and expelling 
of burned gases,” Walworth said. 





Inside the Reo— 


Cab of the new Reo “A” series shows 
no “doghouse” or protrusion in the fire- 
wall to hamper driver movement. Line 


| features short cabs and high horsepower 


engines without loss of room in driver 
compartment. 

+ 7. 
“Other changes in the manifold de- 
sign insure greater efficiency and 
cooling. 

“The interchangeability fea- 
ture,” Walworth said, “is of great 
importance to the truck main- 
tenance field. Where engines are 
of the same bore, cylinder sleeves, 
pistons, pins and rings may be 
used on either the sixes or V-8s. 
This facilitates quick repairs, and 
reduces investment necessary to 
stock and adequate supply of 
service parts.” 

Easy accessibility to the engine 
is accomplished on the new truck 
series with a forward-tipping hood, 
and removal of a fender with four 
bolts, the company said. 

Joseph S. Sherer jr., president of 
Reo, said that there was no com- 
parable engine on the market today 
for heavier trucks. He called the 
new engines an “allout bid for a 
major share of the heavy truck 
market.” 

“We are proud of the new en- 
gines’ mechanical and performance 
characteristics,” he said, “and we 
feel that we have made a major 
contribution to the trucking indus- 
try by coupling power, economy 
and long-life features into an en- 
gine of remarkably low weight and 
compact design.” 


20 Trucks Sold 
By Lunn to UPS 


ASHTABULA, O. Following 
eight weeks of rigorous testing by 
company drivers, United Parce! 
Service has contracted to purchas« 
20 reinforced-plastic delivery trucks 
from Lunn Laminates, Inc., accord- 
ing to Harry T. Douglas, president 
of Lunn. 

The new trucks will have sliding 
side doors, a sliding overhead bacl 
door and a translucent ceiling t« 
permit daylight illumination. 

Lunn officials say the plastic 
truck bodies and cabs will be lighter 
than steel, but just as strong; that 
they will be less noisy, and that 
they will have a lower center oi 
gravity. 
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write 


Dodge Truck 
21500 Mound Fd. 
. Detrott 31, Michigan 







JEfferson 6-6200, 
Detrott, and ask 
for Sales Dept. 


kind out how you can 
make more money with Dodee trucks! 


- 


Here are some of the reasons why you can make 
more money with Dodge trucks. Read them, then 
write or phone us today for further information. 
1. Most salable trucks on the market. Buyers want 
power. New 145-hp. Power-Dome V-8’s make Dodge 
pick-ups, panels, and low-tonnage stakes the world’s 
most powerful. 

2. You can meet 98% of all hauling needs with 14-ton 
through 4-ton Dodge trucks, each “.Job-Rated’’ for 
the work it is to do. 

3. Priced with the lowest, noted for their high quality, 
Dodge trucks put you in a strong competitive position. 
4. Truck-only field force, made up of specialists in 
truck sales, will help train your men, work with you 
in retail selling. 

5. 1,000,000 Dodge trucks in use form a vast ‘‘sold-on- 
Dodge” replacement market for Dodge truck dealers 
to draw upon. 


6. A name truck buyers trust. Dodge trucks have been 
built since 1914. . . have an unequalled reputation for 
dependability. 


7. Retail sales aids, sales training. A complete selection 
of sales promotional and sales training materials to 
help you sell trucks. 


8. Modern t and facilities. An assurance of con- 
sistent quality, low costs and the prompt filling of 
new-truck orders. 


9. Chrysler Corporation engineering, noted for its many 
firsts ... Safety-Rim wheels, Cyclebond brake linings, 
downdraft carburetor, Oriflow shock absorbers, etc. 
...and now, Power-Dome V-8 engines. 


10. Assured service business . . . with most truck owners 
sold on preventive maintenance, and with scores of 
Dodge trucks in your community, you have a ready- 
made service business. 


. DODGE J4éhai’ TRUCKS 
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_ Co., according to Arthur H. Bunker, 


| Of Goodyear’s Detroit Office 





consultant. R. A. Smart jr. and 
| BR. S. Harper have been promoted 


- tation. 


_ Named for Houston, Omaha 


' DeLind Becomes Chairman 


Auto Personnel 





Reuel E. Warriner, formerly in 
charge of sales to the steel indus- 
try for International Nickel Co., 
Inc., hag been appointed sales vice- 
president of Climax Molybdenum 





























of financial activities at the new 
Chevrolet Engineering Center in 
Warren, Mich. 

+ * 


* 
International Reassigns 
District Managers 


Reassignment of three Inter- 
national Harvester truck district 
managers and appointment of 
mew managers for two district 
sales operations have been an- 
nounced by R. M. Buzard, truck 
sales manager. - 

J. O. Lambeth, formerly dis- 
trict manager at Charlotte, N. C., 
is now manager in Nashville. C. 
T. Helin, formerly manager at 
Houston, has been transferred, in 
the same capacity, to Charlotte. 
P. C. Johnson, formerly manager 
at San Antonio, has been given 
the same duties in Birmingham, 
Ala. 

New district manager at Hous- 
ton is J. S. Turner, who previ- 


president. 

Warriner had been associated 
with International Nickel for more 
than 19 years. Climax also an- 
nounced appointment of Robert 8S. 
Archer as chief metallurgist. Archer 
has been with Climax for 10 years. 


Wright Named Sales Head 


J. ©. Wright jr. has been ap- 
pointed to the newly created posi- 
tion of sales manager of the De- 

: troit office for 
Goodyear Tire & 
Rubber Co.’s 
manufacturers 
sales, according 
to P. K. Coe, man- 
ager of the De- 
troit office. 

Coe also an-|— 
nounced that J. A. 
Lawrence has re- 
turned after an 
extended illness 
to become sales 


4. ©. Wright jr. 


to account executives. 
* * + 


Dailey Honored 


Charles Dailey, of Dailey’s Chev- 
rolet, Erie, Pa. has received a 
plaque from Chevrolet, marking his 
25th continuous year as a Chevro- 
let dealer. B. C. Carter, manager of 
the Buffalo zone, made the presen- 





Ford District Sales Chiefs 


Appointments of two Ford dis- 
trict sales managers, A. Y. Ed- 
wards to the Houston office and 
C. H. Weigand to the Omaha of- 
fice, have been announced today 
by L. W. Smead, Ford division 
general sales manager. 

Edwards formerly was assist- 
ant.sales manager of the Kansas 
City district office, and Weigand 
is former district sales manager 
at Houston. 

* 


Of B-W Export Subsidiary 

John W. DeLind jr., formerly 
president, has been elected board 
chairman of Borg-Warner Interna- 
tional Corp. Rowland Burnstan 
succeeds DeLind as president of 
this export subsidiary of Borg- 
Warner Corp. 

Burnstan previously had been di- 
rector of European operations of 
Pepsi-Cola Co. since 1947. DeLind 
had been president of Borg-Warner 


International since 1946. 
* + * 


Span-O-Life Names Goss 

George P. Goss has been ap- 
pointed regional sales manager for 
Span-O-Life Corp. He will handle 
Span-O-Life battery sales, in Ohio, 
Michigan, Indiana, Pennsylvania 
and New Jersey. Goss joined the 
firm in June, 3002, as 


Church Heads South Region 


For Commercial Credit 

Commercial Credit Corp. has ap- 
pointed Thomas W. Church a sen- 
ior vice-president in charge of the 
southern territory. 

Church started with the company 
in 1936. He last was vice-president- 
division manager in Boston. 


Batterson Leaves Reo 


Ernest W. Batterson, formerly 
development engineer for Reo, has 
joined Sundberg-Ferar, industrial 


designers, in the same capacity. 
S-F has offices in Detroit and wees 
York. 


* * * 


Pearson and Byrne Shifted 

Appointment of Clark W. Pear- 
son as resident comptroller at Prot 
Chevrolet’s Oakland (Calif.) assem- ae: Si 
bly plant has been announced by 
L. P. Van Arman, divisional comp- 
troller. Pearson succeeds Ray J. 


©Big 


ously served as assistant district 
manager at Shreveport, La. 

H. T. Rosell, formerly assistant 
manager at San Antonio, was 
named to succeed Johnson there. 


* * * 


Byrne, who has been made director | Texas Automotive Jobbers 


Elect Quicksall President 

The Automotive Wholesalers of 
Texas have elected J. L. Quicksall, 
Lubbock, president, succeeding H. 
C. Westbrook, Texarkana. 

Other new officers include Ernest 
Wagner, Houston, and Kindel 
Paulk, Wichita Falls, vice-presi- 
dents, and T. G. Watkins, Midland, 


secretary. 
* * 


U. S. Rubber Loses Ashley 

Noble Ashley, special assistant 
to the general sales manager of 
the tire division of United States 
Rubber Co., who started with the 
organization nearly 46 years ago, 
retired Aug. 31. 

* * 


King to Head Ford Sales 


In Atlanta District 

Harry B. King has been named 
manager of the Atlanta sales dis- 
trict, according to C. Gordon John- 


-.. in magazine 
advertising! 





AC SPARK PLUG DIVISION 
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ston, southeast regional sales|Standard Products a year ago, h: 


manager for Ford division. 


King succeeds Robert H. East, 
who resigned to become president 
of Crest Motor Co. (Ford), Atlanta. 

* * * 


Grant, Thourlby Appointed 
Standard Products Officers 


Promotion of Robert Grant to 
manufacturing vice-president and 
of W. H. Thourlby to sales vice- 








Robert Grant James M. Hannan 
president of Standard Products Co. 
has been announced by R. E. Mc- 
Intyre, executive vice - president. 
James M. Hannan was promoted 
to sales manager. 


served 17 years with Nash. 

Thourlby has been director o: 
customer relations, and has servec 
in the Detroit sales office of Stand 
ard Products since 1945. He joine: 
the firm in 1939. Hannan hag beer 
with the company for seven years 
serving in the Detroit sales offic: 
as assistant sales manager. 

+ a *~ 
Arvin Marketing Office 
Organzied Under Ritter 

Selection of Gordon T. Ritter as 
head of a newly-established mar- 
keting and product research de- 
partment in Arvin Industries, Inc.. 
has been announced by Glenn W. 
Thompson, president. Ritter for 
several years has been director of 
sales of Arvin’s electric housewares 
and car heater divisions. 

John C. Marshall, vice-president 
and director of radio and television 
sales, also assumes the responsi- 
bility of electric housewares and 
car heater sales director. R. H. 
Williams continues as sales man- 
ager for electric housewares and 


Grant formerly was general op-|car heaters. Ritter joined Arvin in 


erations manager. Before joining | 1929. 


Cut! 
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ligh ways & Safety os 


Makers Stress Efforts 
To Protect Lives 


By Gerhardt Neumann 
Staff Writer 

4, makers believe that they 
-% are not neglecting safety in car 
designs, according to a survey of 
the Pennsylvania 
Motorist, the or- 
gan of the Pitts- 
burgh Motor 
Club. 

The paper asked 
leading manu- 
facturers to list 
what they con- 
sider the safety 
features in their 
cars. The first 
answers published in the October 
issue were from Packard, Kaiser- 
Willys, Studebaker and Ford. 


James J. Nance, president of 
Packard, says that the new 212- 
horsepower engine offers a 25 


the lower speed range, made pos- 
sible by the greatest torque at 
2,500 r.p.m. against 4,000-5,000 
r.p.m. in some engines. 

Edgar F. Kaiser, president of 
Kaiser Motors Corp., stresses 
greater visibility, a large braking 
surface, padded dashboard, pop- 
ping windshield, low center of 
gravity and padded bolster on the 
rear of the front seat back rest 
for protection of rear passengers. 

“The complete answer to motor- 
ing safety,” he adds, “rests with 
the man behind the wheel.” 

+ + * 
FYAROLD S. VANCE, president 
of Studebaker, also emphasizes 
the self-energizing brakes as “the 
largest we have ever used.” He 
says that the Studebaker steering 
mechanism responds to the slight- 


est touch, and that redistribution 


of weight and road-hugging stabil- 


ity add to safety. 

In spite of these and other 
features, Vance says, “no com- 
pletely crash proof automobile 
can ever be built for general use 
at a price the average motorist 
can pay. Motoring safety can 
never be a responsibility of the 
automobile designer and builder 
alone. The responsibility must be 
shared by the driver.” 

Henry Ford II, president of Ford 
Motor Co., states that every phase 
of the cause and prevention of 
accidents is under study by his 
company, including the “human 
factor,” laws and law enforcement, 
highways, weather and traffic con- 
ditions, and product design.” 

+. * * 
— points especially to the 
ball-joint suspension which, - he 
says, makes for better roadability, 
easier handling and safer driving. 

A supplementary statement by 
Earle S. MacPherson, Ford engi- 
neering vice-president, asserts 
that, “There is no question that 
today’s automobile is far safer 
than it ever has been, in spite 
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Plaque for Hubbard— 


A plaque in recognition of more than 
25 years of service was awarded to W. J. 
Hubbard (right), Francesville, Ind., by L. E. 
Craig, Indianapolis Chevrolet zone man- 
ager. A total of 1,559 Chevrolet dealers 
have received similar citations. 


of scare talk on the highway.” 
Much more important to the 
motorist than horsepower, Mac- 
Pherson claims, is engine torque. 
An engine of high torque can ac- 
celerate more quickly than one of 








AC believes in doing the strongest possible adver- 
tising job to pre-sell the car-owning public on 
the dependability and superiority of AC Quality 
Products. Already a dominant advertiser in other 
media — AC now goes TV! That means tremen- 
dous new selling impact for AC — another great 
pre-selling influence on people you want to sell. 





. +. in point-of- 
sale advertising! 
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lower torque but possibly more 
horsepower. 
* * * 
ALCORSING to MacPherson, 
horsepower increases in recent 
years have done little toward rais- 
ing top speeds. The startling de- 
velopment in the automotive 
engine, he concludes, is not higher 
horsepower but increased engine 
life and dependability. 

The opposition is represented 
by Andrew J. White, director of 
Motor Vehicle Research,- South 
Lee, N. H., who claims that “the 
major part of the 38,300 people 
slaughtered on our streets in 1953 
died from the misuse of unneces- 
sary horsepower operating motor 
vehicles at speeds beyond their 

ities to control.” 

White denies that today’s cars’ 
are safely designed and says they 
don’t protect their users in the 
event of a crash. 


Handicap Makes 
Safer Driver, 
Doctor Says 


Physically handicapped persons 
make safer drivers than normal 
ones, Dr. Abraham Jacobs, voca- 
tional rehabilitation director of the 
Longview State Hospital, Cincin- 
nati, told the 42nd National Safety 
Council conference in Chicago. 


More than 12,000 persons attend- 
ed the conference held in six loop 
hotels. 

“Great strides could be made,” 
Jacobs said, “if we could get peo- 
ple to think and act like a handi- 
capped person who recognizes that 
he has limitations and tries to com- 
pensate for them.” 


A “bad” driver becomes the 
world’s safest when he pulls up at 
an intersection and sees a uni- 
formed policeman, declared Lt. Ar- 
thur H. Mehring of the Cincinnati 
Police Department. 


Mehring stressed that “tough 
traffic enforcement” makes for 
good driver safety attitudes. 


Bad driver attitudes were defined 
by Charles T. Perrin jr., of Oxford 
University, Miami, O., as a failure 
to “think safety and let our actions 
be governed by such thoughts.” 

“Those individuals who do not 
develop an attitude of safety..must 
be ruled off the road,” Perrin said. 

Perrin cited a survey showing 
that drivers in the “high-accident 
group” were characterized by “ag- 
gressiveness, impulsivity, inability 
to tolerate authority and generally 
social maladjustment.” 

Mrs. Betty Montgomery, of the 
Cincinnati Child Welfare Service, 
said that the teaching of good atti- 
tudes in high-school driver classes 
is more important than teaching 
mechanical skills. 

“The adolescent who learns driv- 
ing by imitating his father or his 
friends will almost always end up 
as a daring, reckless speedster 
without an appreciation of the pos- 
sibility of his being the direct cause 
of his own dealth,” she said. 

Gov. George N. Craig of Indiana 
cited these results from an ex- 
panded traffic safety program in 
the past 20 months in his state: 

1. A 16 percent reduction in traf- 
fic deaths; 2. A 10 percent decrease 
in accidents; 3. The lowest death 
rate per mileage driven in the his- 
tory of the state, and 4. A reduction 
in the cost of auto insurance. 


Flint Oil Firms 
Blast Toll Roads 


A firm position against toll roads 
is taken in a full-page ad published 
by 10 Flint oil companies in the 
Flint Journal. 


The advertisement asserts that 
toll roads “ruin small businesses of 
all types along existing important 
highways by drastic decrese in po- 
tential customers,” and also have 
adverse effect on farmers. 

It is also pointed out that toll 
roads “create death hazards” and 
that paying for them “is equal to 
12 to 22 cents per gallon extra gas- 
oline tax.” : 

The oil firms suggest, instead, a 
“new program of free roads, paid 
for only once,” and the use of pres- 
ent rights of way to make four- 
lane divided highways, thus saving 
millions of dollars. 
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NEW PRODUCTS 


AS.I. Show in Chicago next De- 


| | cember. 


AUXILIARY TRANSMISSION—This addi- 
tion to the Truckstell line is a two-speed 
model which supplies an answer for those 
truckers who have adequate gear splits 
but need greater pulling power, accord- 
ing to the maker. The unit has an under- 
drive ratio of 2.18 to 1 and is engineered 
to serve trucks with gasoline-engine dis- 
placement of up to 265 cubic inches, says 
Truckstell Mfg. Co., Union Commerce 
Bidg., Cleveland 15, 0. a 


Com 


BRAKE LININGS — Brake performance 
which combines long life of linings with 
a soft pedal is said to result from the 
use of two types of Lasco linings on 
Bendix-type brake shoes. The Gold Label 
lining on the primary shoe is claimed to 
have a 12 percent higher friction. The 
Mountain Master lining, applied to the 
secondary shoe, combines toughness with 
non-fading characteristics, according to 
Lasco Brake Products Corp., Twenty-sixth 
and Magnolia, Ockland, Colit. 


New Gunk Prodact to Make 
Appearance at A.S.1. Show 


A new Gunk product manufac- 
tured by Curran Corp., S. Canal 
St., Lawrence, Mass., will be re- 
vealed for the first time at the 


* ok 


The product is a liquid which is 
said to boost the solvent dry clean- 
| ing performance of mineral spirits, 
naptha or gasoline by seven times 
their natural abilities. It is de- 
scribed as non-toxic and non-rust 
producing. 


FURNITURE VAN — Model FW-1 ware- 
houseman's van provides greater capacity 
with improved construction, according to 
the maker. It comes in lengths from 27 
to 35 feet and cubic capacities of 1,535 
to 2,035 cubic feet. It is featured by four 
rows of recessed cleats back of the drop 
and three rows ahead of the drop. Frue- 
hauf Trailer Co., 10940 Harper Ave., De- 
troit 32, Mich. 


EMERGENCY FLARE—A simple pull on 
the cover of the flare sets it up for 
emergency use. Equipped with three-inch 
diameter lenses, the flare is made of 


heavy gauge aluminum and has a socket 

for a 12-inch-square red flag. Kilborn 

Saver Co., 1581. Post Rd., Fairfield, Conn. 
. 


LP FUEL SYSTEM—This liquefied petrol- 
eum fuel system for trucks and tractors 
has a fuel metering control which provides 
extra fuel for pulling but stops the flow 


of fuel when the load lightens. It is avail- 


CHROME PISTON RING — Super-Fine 
Chrome Plating is now offered in the 
Ramco RTC and Ramco 10-Up piston ring 
sets, especially designed for re-bore and 
re-sleeve applications. They are recom- 
mended for heavy-duty engines and late- 
model V-8 car engines. Ramsey Corp., 
| 3763 Forest Park Bivd., St. Louis 8, Mo. 


* 


PALLET LOADING VAN BODY—This van is designed for local deliveries of bottled 
goods. Its design is said to speed up loading and unloading. Two sliding steel doors 
on each side open for fast fork-lift loading at dockside. The body has a 14-foot 
overall length for eight pallets. Omaha Body & Equipment Co., Twenty-fourth and 


Vinton, Omaha, Neb. 
” * * 


* * * 


WASHING RACK—Introduction of a rack that features polyesterin plastic housing 


* is said to eliminate corrosion and the need for painting. The rack is said to be very 
* strong and durable. Offered are automatic, hydraulically-operated units which also 


North Hollywood, Calif. 


able for Chevrolet, GMC, International 
and Plymouth units. Zenith Carburetor Di- 
vision of Bendix Aviation Corp., 696 Hart 
Ave., Detroit 14, Mich. 


SIGNAL LAMP — This two-face direc- 
tional lamp is said to be vibration and 
weatherproof. The red or amber lens is 
sealed in place by a bevel groove in the 
housing which eliminates the use of 
screws or springs. Sparton Automotive di- 
vision, Sparks-Withington Co., North St., 
Jackson, Mich. ati 


Brown Trailers Issues 


Cargo Van Catalog 


A four-page folder which de- 
scribes the line of Brown alumi- 
num cargo van truck bodies has 
been prepared by Brown Trailers, 
Inc., P. O. Box 873, Toledo 1, O. The 
folder illustrates the features of in- 
sulated and dry freight cargo vans 
and gives specifications for each 

el 


TURN SIGNAL—The Roll-O-Turn  self- 
cancelling directional signal switch is en- 
closed in a die-cast case with chip-resist- 
ant hammerloid finish. A green plastic 
indicator lens gives a clearly visible signal 
to the driver. Avfilable are a four-wire 
and a seven-wire model for all possible 
combinations of turn signals, stoplights 
and tail-lights. Sparton Automotive divi- 
sion, Sparks-Withington Co., North St., 
Jackson, Mich. a 


Arco Issues Dope Sheet 
For Auto Refinishers 


reasons why auto paint jobs can 
go wrong. As an aid to painters, | 
Arco has listed and defined each | 
of these causes of failure, together 
with the suggested methods for 
correcting them. 


TUBELESS BEAD EXPANDER—A braided 
wire cable slides around the tubeless tire | 
as if is tightened with the crank-type | 
handle. This tightens the tire bead against 
the wheel rim and makes it easy to 
inflate, it is said. A trigger lock holds the 
tool in tightened position. Miller Mfg. 
Co., 5919 Tireman Ave., Detroit 4, Mich. 

~ ‘me @ 


AUXILIARY TRANSMISSION—This three- 
speed model is designed for extra power 
gears and gear splits in popular-size 
trucks. Optional ratio combinations are 
available, as are built-in engine torque 
and variable-speed power takeoff. The 
lightweight unit is built for gas engines 
with up to 400-cubic-inch displacement, 
according to Truckstell Mfg. Co., Union 
Commerce Bidg., Cleveland 15, O. 

* * 


AIR GOVERNOR—Model 1066F is de- 
signed for any pressure range in air brake 
systems. It contains a built-in cotton dia- 
per filter which can be quickly changed 
and provides protection to working mech- 
anisms of the compressor system. Fur- 
nished with the governor is a mounting 
bracket which fits the firewall mounting 
holes for older governors. Wilkerson Corp., 
1611 W. Girard Ave., Englewood, Colo. 


* * * 


llg Propeller Fans 


A complete guide to selection of 
propeller fan-type_ ventilating 
equipment is offered by Ilg Electric 
Ventilating Co. in a new 36-page 
catalog just published. The catalog 
(No. 151) is available on request to 
Iig Electric Ventilating Co., 2850 
N. Pulaski Rd., Chicago 41, Ill. 


* * * 


gf's, 


SPRAY PAINTING—The De Luxe Paint 
Shop Outfit S-570 is designed for fast 
spraying. Offered are two Model 18 guns 
with siphon cups attached, six extra cups 
with clamp-on covers for storage, an AO- 
120 oil and water extractor, two 25-foot 
lengths of hose, and a Model 150 blow 
gun. Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, Ill. 


SYNTHETIC GLASS ROOF—A roof of Chem-O-Glas is used by Vic Perry's Auto 
Repair Shop, Santa Monica, Calif. The material, a shatterproof polyester resin glass- 
_ | fiber reinforced material, is said to afford glare-free light. It also is said to cut down 
‘}on heat. Various colors are available. Ghemold Co., 2000 Colorado Ave., Santa 


Monica, Calif. 


WRECKER BODY—This platform-type body for medium and heavy-duty wreckers is 

An automotive refinisher’s dope | designed for a service body with maximum space for lifting and towing operations. 
sheet has been issued by Arco Co..,| It is wide enough to permit the front end of a damaged car to be pulled up and into 
; tan be operated by hand. California Car Wash Systems, Inc., 11030 Sherman Way, | 7301 Bessemer Ave., Cleveland 27, O./ the body for towing. It can be installed on any standard truck with a cab-to-axle 
According to Arco, there are 19! dimension of 84 inches. Ernest Holmes Co., 2505 E. Forty-third St., Chattanooga, Tenn. 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, twice 
as much per man, as average farmers—and they buy 


twice as much to live twice as well. Sta rting in Janua ry- 


Our job is to keep top farmers abreast of the best 
—and to help more farmers become top farmers. 


Country Gentleman is 


That makes more top customers for you. For what 
you sell— automotive products— is needed to achieve 


better farming. changing its name to 


Better farming and better farm living on more 
farms ... more sales to more prosperous farmers— 


that’s what Better Farming means! B H © 
A Curtis publication etter Ar mM 1I ] 





a 





Walt Disney created the 
first True Life Adventure film 
he must have known that he was 
producing an entirely new medium 
of education and entertainment — 
fascinating to the old and thrilling 
to the young. 

He had caught the attention of 


the heart of every boy 
the inherent desire 
travel “west with the sun,” to 
leave all familiar things and romp 
with the cowboys, play tag with 
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the bears, birds, beavers, elks and 
seals. It was a wonderful idea— 
one that will outlast the charms 
of even Marilyn Monroe. 

Walt had noted the children’s 
squeals of delight when they saw 
the animals acting like humans in 
“Snow White and the Seven 
Dwarfs,” the seals in his “Seal 
Island” behaving like characters in 
his cartoons, the beavers and otters 
in “Beaver Valley” talking like 
scampish little fellows right out of 
“Bambi,” personalized, ag were 
Lumpjaw and his heavy friends in 
“Bongo,” that episode in “Fun and 
Fancy Free.” 

Then he expanded his frame to 
take in a whole region in “The Liv- 


ing Desert.” He filmed the adven- oe 


ture of “Skinny,” the squirrel, who 
became a hero in a brush with a 
king snake—the scorpions did rol- 
licking square dances and the 
kangaroo rats leaped with glee in 
celebration of the victory. 

e * * 


Censors Blush 

wo Disney hag produced “The 
Vanishing Prairie” and in this 

film Disney has finally created “a 

momentary blush on the part of 

certain New York State censors.” 
It’s a brief scene showing a fe- 

male buffalo calving ... “a very 





ef 


Cay 


Citations for Old Timers— 





At the 15th anniversary dinner of the Automobile Old Timers Club distinguished 
service citations were presented to (from left): Arthur O. Dietz, president of Universal 
C.1.T. Corp.; Robert F. Black, president of White Motor Co.; John L. Collyer, president 
of B. F. Goodrich Co.; Harold S. Vanderbilt, who accepted a plaque commemorating 
the 50th anniversary of the first Vanderbilt Cup Race on Long Island, and Clifford M. 
Bishop, past president of the club and former Dodge-Plymouth dealer in New York. 


sobering and instructive thing to 
see...” It’s the most memorable 
thing about the picture, now that 
it is sensibly acknowledged that 
storks do not bring babies .. . 
something to be discovered, of all 
places, in a Walt Disney film. 


Bosley Crowther, who covers the 
movies for the New York Times 
says: “There is so much that is 
genuine and good in these True 
Life Adventure pictures . 7 
much that excitingly reveals the 
color and grandeur of nature that 





The only signal 
more popular than 


Signal-Stat 





COPR., 1954, SIGNAL-STAT CORPORATION 





America’s Most Popular Directional Signals 


we can tolerate Disney’s inveterate 
storybook view and even his occa- 
sional conniptions when he has : 
little trick-picture fun.” 

* * * 


Straws in the Wind 
S. HERE are some straws in 

*the wind for intelligent people 
who have the habit of reading. 
Speaking of the inherent lure of 
the west, San Francisco’s new $50 
million International Airport, with 
expansive new terminal facilities, 
costing $14 million, was dedicated 
the other day. Since 1940-41, when 
179,420 passengers flew in and out 
of San Francisco airport, traffic has 
increased to the point where last 
year the count was 2,429,193. It’s 
the largest layout in the world. 

You could physically put La 
Guardia Field, New York, and 
Midway, Chicago, inside of it and 
still have room to spare. It is de- 
signed to handle 5 million pas- 
sengers a year but plans, now be- 
ing perfected, will take care of 
10 million people. 

The political straws in the wind 
are multiplying while Ike and 
Mamie are surveying the nation 
from that “mile-high” city of Den- 
ver. Jim Reston was in Springfield, 
Ill. following Ike’s speech at the 
State Fair. He says Senator Paul 
Douglas, of Illinois, was roaring 
out his dire predictions to . the 
crowd in the race track pavilion. 
He was pretty good, as political 
oratory goes these days. 

The people started to clap in uni- 
son. He lifted his voice and tried to 
go on, but they beat their hands 
all the harder. They just didn’t 
want politics to interfere with the 
harness races. Jim Reston, who is 
Washington man for the New York 
Times, says Douglas, who is some- 
thing of a philosopher, had to give 
up. 


Mack Schedules 
Production of 


20 New Models 


PLAINFIELD, N. J. — Produc- 
tion tools and facilities for 20 new 
models of Mack trucks — ranging 
from a city-delivery line to tractors 





for West Coast service—have been 
authorized by the board of direc- 
tors of Mack Trucks, Inc. 

The new models, said the com- 
pany, are expected to give Mack 
more complete coverage of the 
trucking and construction fields 
than it has had in nearly 10 years. 

The first new models are sched- 
uled to be introduced early in 1955. 

Most revolutionary of the new 
vehicles, Mack said, will be a series 
of city-delivery tractors and trucks 
which will be compact and highly 
maneuverable. 

In the changeover to the new 
models, said T. J. Zeller, engineer- 
ing vice-president, Mack is achiev- 
ing the highest percentage of inter- 
changeability of parts in its his- 
tory. 


Frenchmen Write 
‘Book on Kettering 


THE HAGUE, Holland. — A- bi- 
|ography of Charles F. Kettering, 
General Motors research consult- 
ant, will be published in French by 
a Dutch publishing house which 
has acquired the book rights for 
Europe. 

Authors of the book, which is en- 
titled “Boss Ket, la Vie d’un Grand 
Inventeur,” are B. P. de Dube, auto 
engineer, who has done the re- 
search, and Marcel Reichel, French 
journalist, who has done the writ- 
ing. 

Mouton & Co., The Hague, is the 
publisher. 

Prefaced by Charles Faroux, 
dean of French automobile writers, 
the book contains many illustra- 
tions as well as heretofore unpub- 
lished data, according to the pub- 
lisher. 








W.Va. Truck Line 


Adds 65 Macks 

CHARLESTON, W. Va. — Bell 
Lines, Inc., has received ship- 
ment of 65 more Model B61T 
Mack tractors. 

In July, 1958, the company pur- 
chased 30 Model B61Ts and nine 
Model B42T Macks. Together 
with this latest acquisition, Bell’s 
fleet numbers 159 power units, of 
which 142 are Macks. 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
declined $1 last week, according to Automotive News’ index. 

The firmness continued the pattern established the previous week, 
when the overall decline also was held to $1. 

For the third consecutive week, both ’54s and ’53s increased in price. 
Last week ’54s went up $24 and ’53s gained $1. 

All other models lost ground, as follows: ’48s, down $8; ’47s, down 
$6, and ’52s, ’51s, 50s and ’49s, down $5 each. 

The losses on ’52s, ’51s, ’50s and °49s pulled the prices of those 
models to record lows. 

Sales activity at selected auctions last week was the highest it had 
been in a month. Some 73 percent of all cars offered were sold. The 
sales ratio was 71 percent in the preceding week. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER Riviera 2-dr., $1,555*. ’'52 RM Riviera 

4-dr., $1,150* (ps); Super Riviera 2-dr., 

(Denver Auto Auction. Sale every Fri- 2 at $1,145; Special Riviera 2-dr., $845*. 
day. Prices are for sale of Oct. 15.) ’51 Super Riviera 2-dr., $785*; RM 


(More cars offered for consignment Riviera 4-dr., $725*. 
with prices slightly off. Sold 121 cars | CADILLAC—'54 (62) coupe, $3,955* (ps). 
out of 179 offerings.) "53 (62) coupe deVille, $3,285* (ps). 
BUICK—’53 Super Riviera 2-dr., $1,585*. $3,050* (ps); conv., $2,875* (ps); coupe, 


’52 Special 2-dr., $1,255; 4-dr., $735*; $2,800* (ps); 4-dr., $2,685* (ps), $2,625* 
Super Riviera 2-dr., $805*. °51 Super (ps), $2,565*; (60) Special 4-dr., $3,140* 
Riviera 4-dr., $755*, $685*. °50 Special (ps). 
4-dr., = - Super 4-dr., $330. '46 | CHEVROLET—'54 Bel Air conv., $1,715*; 
Duper 4-dr., $100. ‘ (210) 2-dr., $1,360, $1,315. ’53 Bel Air 
Onneee” ox - = “an aan eatin: Sport coupe, $1,320; conv., $1,265*; 2- 
ps). -ar., $2, e: (aie) | een aahee: 
(ps), $2,.860* (ps), §$2,655°. dr., $1,115 3 (210) Sport coupe, $1,160; © 


2-dr., $1,120, $1,110, $1,035, $1,000; 4- 
dr., $985, $980, $955, $925, $850; (150) 


OHRYSLER — ’53 Windsor Newport, $1,- 
235° (ps). '51 Windsor 4-dr., $645°. '50 
Windsor Newport, $530*; club coupe, 
$510°; 4-dr., $300°. 

’54 Fire Dome (8) conv., $2, 
120*. '52 Deluxe club coupe, $875*; Cus- 
tom 4-dr., $645°. °49 Custom 4-dr., 
$285*, $205°. 

DODGE—’53 Coronet 4-dr., $1,080*; conv., 
$1,025*. ’°52 Wayfarer 2-dr., $555, $510. 
’49 Meadowbrook 4-dr., $230*. 

FORD—’54 Crest (8) Skyliner coupe, $1,- 
855*; Main (8) Ranch Wagon, $1,745. 
53 Crest (8) Victoria, $1,405*; Custom 
(8) 4-dr., $1,255*, $1,195, $1,190*; conv., 
$1,155*; Main (8) 2-dr., $885; 4-dr., 
$855, $820, $810, $795; Main (6) 4-dr., 
$865. °52 Main (8) Ranch Wagon, §1,- 
045; Custom (8) 4-dr., $785, $675; 2-dr., 
$720. 

HUDSON—’53 Wasp 2-dr., $840*, $800; 
Jet 4-dr., $815*. "52 Hornet 4-dr., $910*, 


$905°. 

KAISER—’52 4-dr., $590, $570. °51 4-dr., 
$380*, $350*. 

LINCOLN—’52 Capri 4-dr., $1,515", $1,- 


510*; Cosmopolitan coupe, $1,435* (ps). 
’51 Cosmopolitan 4-dr., $725*. 
MERCURY—’53 Custom Sport coupe, $1,- 
555*, $1,455*, $1,345*. °52 4-dr., $1,165, 
$945*. '51 4-dr., $785*, $715*, $575, $570. 
49 conv., $220°*. 
NASH—’53 Statesman club coupe, $1,410*, 


$1,350*, $1,300*; 2-dr., $1,150*; Ramb- 
ler conv., $905. ‘52 Statesman 2-dr., 
$825; 4-dr., $790; Rambler club coupe, 
$785. 
OLDSMOBILE — ‘54 (98) 4-dr., $2,830*° 
(ps), $2,795* (ps), $2,685* (ps); (88) 
2-dr., $2,495* (ps). °'53 (98) Fiesta 


coupe, $2,450* (ps); Holiday, $2,160* 


Average Used-Car Prices 


(Compiled by Automotive News) 
Oct., 1954 


















Sept., Aug., 


Model To Date 1954 1954 
i ecshevevsivteves $1,775 $1,871 $1,949 
i diavecsievéien 1,235 1,250 1,290 
Bis cos dvcsiincces 896 989 991 
a bcaisvsiee 651 693 696 
1950... 493 514. 521 
BoP icnivr tive 355 362 380 
Pe sicincseces 252 237 245 


201 181 








Average $ 732 $ 756 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


(ps); 4-dr., $1,880*, $1,825° (ps), $1,- $950. °52 Champion 2-dr., $565. ‘51 

810*. °52 (98) Holiday, $1,720* (ps); Champion club coupe, $430. '50 Cham- 

4-dr., $1,400*. °51 (88) 2-dr., $855°*. pion 2-dr., $300*. ‘49 Champion club 
PACKARD—’49 Super 4-dr., $270*. coupe, $130°. 


MISCELLANEOUS—'53 MG roadster, $950; 


TH—'53 Cambridge Suburban, $1,- 
a2 ee Se Henry J sedan, $505. '51 Henry'J se. 


285; 4-dr., $805, $800, $790, $725, $700, 


$640; Cranbrook 4-dr., $935, $915; 2-| dan, $385. 

dr., $850. °52 Cranbrook 4-dr., $595, 

$500; Cambridge 2-dr., $500. ‘49 Spe- VALDOSTA, GA. 
cial Deluxe conv., $255. 

PONTIAC — ’54 Chieftain (8) Catalina, (Tom Hewitt Auto Auction. Sale every 
$2,175*. °53 Chieftain (8) Catalina, $1,- Friday. Prices are for sale of Oct. 15.) 
730* (ps), $1,655*%, $1,445*; conv., §$1,- (Sold 186 cars out of 236 offerings.) 
345*; 4-dr., $1,275*; 2-dr., $1,245*, $1,- BUICK—’54 Special Riviera, $3,400*, §2,- 


300*; 4-dr., $2,250*, $2,000*. ’53 Super 
Riviera, $1,700*, $1,635*; 4-dr., $1,650°; 


(Continued on Page 36, Col. 1) 


225. ’52 Chieftain (8) Catalina, $1,075*; 
4-dr., $1,000*, $930*. 
STUDEBAKER—’53 Champion club coupe, 








CHEVROLET—’54 Corvette conv., $2,300*, 
$2,200*, $2,100*; Bel Air Sport coupe, 
$1,820*, $1,765*; 4-dr., $1,785, $1,670, 
$1,650, $1,605; 2-dr., $1,595; (210) 4- 
dr., $1,590, $1,530; 2-dr., 2 at $1,500; 
(150) 2-dr., $1,415. °53 Bel Air 2-dr., 
$1,240; 4-dr., $1,160; (210) 4-dr., $1,240; 
2-dr., $1,200, $1,075, 2 at $1,025; club 
coupe, $975; %-ton pickup, $1,175. 

CHRYSLER—’54 NY sedan, $2,460* (ps). 
53 Windsor 4-dr., $1,245* (ps). °50 
Windsor 4-dr., $500. 

DeSOTO—'52 Fire Dome (8) 4-dr., $900* 
(ps). 

DODGE—’49 Coronet conv., $330*. 

FORD—’54 Main (8) Ranch Wagon, $2,135, 
$2,050; 2-dr., $1,450; Main (6) 2-dr., 
$1,455, $1,440; Crest (8) Country sedan, 
$2,085*; Victoria, $1,955; Custom (8) 
4-dr., $1,860*, $1,700, $1,675; 2-dr., $1,- 
620; conv., $1,710*; 1 ton pickup, $1,705. 
"53 Crest (8) Country sedan, $1,580. 


HUDSON—’50 2-dr., $200; 4-dr., $195. 
KAISER—’51 4-dr., $440. 
LINCOLN—’53 Capri 4-dr., $1,825* (ps). 
MERCURY — '54 Custom 2-dr., $2,745* 
(ps). ’53 Custom 2-dr., $1,365. °51 club 
coupe, $885. 
OLDSMOBILE—’54 (98) Holiday, $3,200* . ° 
(ps), $3,050* (ps), $3,040* (ps); 4-dr., Burroughs Sensimatic, 
$2,870* (ps); (88) Super 4-dr., $2,750* 


(ps), $2,535* (ps); Holiday, $2,700*, $2.- 
§25*; 2-dr., $2,085*. 

PLYMOUTH—’53 Cambridge 4-dr., $940. 

PONTIAO — '53 Chieftain (8) 4-dr., $1,- 
225*, $1,205*, $1,095. °51 Silver Streak 
(8) club coupe, $650. '49 Silver Streak 
(8) conv., $230. 

STUDEBAKER—'51 %-ton pickup, $335. 

WILLYS—’54 (4) station wagon, $2,300; 
Jeepster, $1,525. '51 1 ton pickup, $900. 

MISCELLANEOUS — '52 Henry J 2-dr., 
$345. 


RICHMOND, VA. 


(Ryan Auto Auction, Inc. Sale every 
ee Prices are for sale of Oct. 
) 

(Buyers very selective and number 
sold average has dropped markedly. 
Many autos were sold at exceptionally 
low prices aithough buyers are still 
paying top dollar for extra clean mer- 


chandise. Sold 36 percent of cars 
ffered. ° ° . 
BUICK..'52 Special 4-dr., $1,200. 47 RM| simatic, feature by feature, with any other 
4-dr., $220. i i 
CADILLAC—'51 (62) conv., $1,760°. | accounting machine. Your nearest Burroughs 
CHEVROLET—'s4 (150) Z-dr.._ $1,125. branch is listed in the 
sar. $825." “49 BL Deluxe 4-dr., $225. | telephone book. Or write Burroughs Corpo- 
OHRYSLER—’47 NY 4-dr., $150. | i i ichi 
DODGE—’51 Coronet 4-dr., $450. ration, Detroit 32, Michigan. 
FORD—’53 Custom (8) 2-dr., $1,025. ‘52 


Custom (8) Victoria, $1,275*. '51 Deluxe 
(6) 2-dr., $610. '50 Custom (8) 4-dr., 
$595*; Deluxe (6) 2-dr., $380. '49 De- 
luxe (6) 2-dr., $350. ‘40 Deluxe 2-dr., 
$285, $175, $105. 
MERCURY—’50 4-dr., 


Wherever There’s Busi 


$500. °49 4-dr., 
$275. 

OLDSMOBILE—’52 (88) Holiday, $1,260*; 
4-dr., $1,150*. ‘50 (88) 4-dr., $705*. °47| 
(76) 2-dr., $110*. 

PLYMOUTH—’50 Deluxe 4-dr., 

PONTIAC—’54 Chieftain (6) 


670°. 
JESSUP, MD. 


(Colie’s Auto Auction. Sale every Thurs- | 
day. Prices are for sale of Oct. 21.) 
(Market very good. Sold 70 percent of 
70 offerings.) 
BUICK — ’52 Super 4-dr., 
Special 4-dr., $400. °41 


$250. 

CADILLAC—'49 (62) 2-dr., $885*. '46 (62) 
4-dr., $480*. 

CHEVROLET—'51 SL Deluxe 2-dr., $575. 
"48 FM club coupe, $220. '47 FM 2-dr., 
$185. '46 FM 4-dr., $100. 

DODGE—’50 Coronet 2-dr., 
luxe 4-dr., $150. 

FORD—’53 Main (6) Business coupe, $690. 
"50 Deluxe (8) 2-dr., $425; Deluxe (6) 


$430. 
4-dr., 


$1,- 


$1,110*. ’50 
Special 4-dr., | 


$450. °47 De- 








FEATURE BY FEATURE 


Compare . . . and you'll find the low-cost 


the best buy for automobile dealers. Prepara- 
tion of distribution journals is both fast and 
greatly simplified. And, 
your present accounting pattern from original 
media through financial reports. 


You don’t have to worry about Sensimatic’s 
becoming obsolete with the growth of your 
business or change in your accounting proce- 
dures. The exclusive sensing panels may be 
quickly adapted to meet these future needs. 
And there’s no long training period for per- 
sonnel . . . even beginners can quickly do 
expert work with a Sensimatic. 


So, get a demonstration and compare the Sen- 








Burroughs Sonsimatic 


feature for feature, is 


Sensimatic will follow 


yellow pages of your 



















ness There’s 


2-dr., $385, $360, $290; Custom (6) 2- 

dr., $310. °49 Custom (8) 2-dr., $305, : 

$275.47 Custom (8) 2-dr., $110. Automobile Dealer Accounting Systems 
KAISER—'49 Traveler 4-dr., $110. 
MERCURY — '51 Custom Sport coupe, Burroughs Corporation, 

fw _ o1.680° Detroit 32, Michigan. a ie 
OLDSMOBIL — ’'53 (98) 4-dr., ° Please send 

(ps). '51 (98) 4-dr., $850*. °46 (98) meets 

club coupe, $250°. "Is: Your Dealer ee 
PACKARD—’50 4-dr., $295. Accevation es 
PLYMOUTH — ‘°48 Special Deluxe 4-dr., Modern as the 

$250. '46 Special Deluxe 2-dr., $210. iene a 


STUDEBAKER—’51 Champion 2-dr., $380. 
’50 Champion 2-dr., $290. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 19.) 
(Sold 234 cars out of 442 offerings.) 
BUIOK — '54 Century Riviera 2-dr., $2,- 
580°, $2,490*, $2,430; 4-dr., $2,120°. 53 
RM Riviera 2-dr., $1,710° (ps); Super 


Product You 
Sell?” 


TITLE 


FMC mme lee MULLEN 








CHECK THESE FEATURES 


BURROUGHS 
SENSIMATIC OTHER 


od 


Simple mechanization 


of your accounting 
system 


Enough totals for 
your distribution 
journals 


All original records 
(No carbons needed) 


One basic plan for 
ALL distribution 
journals 


Same machine can 
meet change of 
system 


= 
jee 
ye 
pe 
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(Continued from Page 35) 


Special 2-dr., $1,225. ’52 Super 2-dr., 235°; Bel Air 4-dr., $1,230, $1,200; Sport 
$1,225; RM 2-dr., $1,050*. '50 RM 4-dr., coupe, $1,190, $1,175. ‘52 SL Deluxe 
$620*. '47 Super station wagon, $160. = "aa06 2-dr., $800*, $790; %-ton 
TLLA , * pickup, e 

eee pe), Pe bsot cbse” 52 fez) | DESOTO—'54 Powermaster 4-dr., $2,080. 
coupe deVille, $2,435* (ps). ’50 (62) 4- | DODGE—'53 Coronet coupe, $990. '52 Coro- 
ar. $1,250°. "49 (62) conv., $1,240*. net 4-dr., $700. '51 Coronet 4-dr., $575; 
48 (62) sedanet, $865*; 4-dr., $750°. Wayfarer 2-dr., $425. 

CHEVRO —'54 (210) 4-dr., $1,700*; | FORD—’54 Crest (8) Country sedan, §$1,- 
Delray coupe, $1,675*, $1,575°; Bel Air 900; Victoria, $1,740, $1,700; Custom 
4-dr., $1,700*, $1,600; (150) station (8) 4-dr., $1,695, $1,600, $1,525, $1,370; 


Main (6) 4-dr., $1,310. '53 Crest (8) 


wagon, $1,550°; 2-dr., $1,390. '53 (210) 
Victoria, $1,375*; Custom (8) 4-dr., $1,- 


station wagon, $1,325, $1,275; conv., $1,- 





350° (ps), 
100; Main 
4-dr., $815; 


$1,335, $1,210°*, 
(8) Ranch Wagon 
%-ton pickup, 


$1,170, $1,- 
$1,280; 
800. ’52 


Ay (8) Ranch Wagon, $1,200; 2-dr., 
LINCOLN—’54 Capri 4-dr., $2,875* (pe). 


MERCURY—’53 Monterey 4-dr., 
’50 4-dr., $510. 


'52 4-dr., $825. 
coupe, $385. 


NASH—’53 Statesman 4-dr., 


'49 ‘club 
$1,150, $1,- 


140. 
OLDSMOBILE—’54 (98) 4-dr., $2,950*; 


(88) 4-dr., $2,675*; Holiday coupe, $2,- 
670* (ps). '53 (98) 4-dr., $2,020; Holi- 
day coupe, $2,000*; (88) Super conv., 
$1,750* (ps), $1,735* (ps). ‘51 (88) 
conv., $740*. 
PACKARD—'52 4-dr., $700. 
PLYMOUTH—'54 Belvedere conv., $1,600; 


club coupe, $1,200. 
$860. 


’53 Cranbrook 4-dr., 
’52 Cranbrook club coupe, $775. 


*51 Cambridge 4-dr., $355. 


PONTIAC—’54 Chieftain 
$2,000*. 


075*; Catalina, 


(8) 4-dr., $2,- 
’53 Chieftain 
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(8) Catalina, $1,625*. ’51 Silver Streak 


(8) 4-dr., $715*. °50 Silver Streak (8) 
4-dr., $410. 

STUDEBAKER — '53 Commander Land 
Cruiser, $1,040*; Champion 4-dr., $730. 


*52 Commander 4-dr., $600. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 15.) 
(Sold 198 cars out of 262 offerings.) 
BUICK—'54 Super Riviera, $2,590*; Spe- 
cial Riviera, $2,100. °53 RM Skylark, 
$1,975* (ps); Super Riviera, $1,740*, 
$1,530*, $1,320*; conv., $1,655*. '52 RM 
4-dr., $1,000*. ‘51 Super 2-dr., $690*. 
CADILLAC—'54 (62) coupe, $3,950* (ps). 
"53 (62) conv., $2,800* (ps). °51 (62) 
coupe deVille, $2,000* (ps); coupe, $1,- 
550°. °50 (62) coupe, $1,400*; (61) 4- 
dr., $1,250*. 
CHEVROLET—’54 Corvette conv., $2,210*; 
(210) station wagon, $1,890; Bel Air 





—}A Completely NEW LINE of Service Bodies with 


25 FEATURES. help you sell 





seal and gutter drain 






@ Extra strength, bridge-type construction with 
interlocking lateral and longitudinal 
reinforcements. 


Side boxes supported by one-piece cross 
- members, reinforced at mqunting holes. 


@ Models to fit 40 different Ford, Chevrolet, 
Studebaker, Dodge, GMC and 
International chassis, 


For 14, %4, 1 and 114-ton trucks. 
For both single and dual wheel chassis. 

Exclusive 4-point coil spring body mounting. 
Complete line of Service Accessories. 






Shown here — 
Model 900D with upper structure. 









@ Heavy-duty reinforced 16-gage bulkheads. 
Outside compartment headers 14-gage steel. 
12-gage, 4-way, safety tread non-skid floor. 


From 25 to 35 square feet of floor 
loading area. 


Through wheel housings for universal dual 
wheel application. 


Reinforced tailgate. 


mow teks at a greater profit 


@ Bonderized, all-steel welded construction. 
Double lap-type joints. 

Extra-wide doors for easy access. 

Larger, greater capacity compartments. 


Embossed door panels for rigidity 
and appearance. 


Fully recessed door handles. 

All doors keyed alike. 
Tumbler-type locks at no extra cost. 
Full bolt-action locking bar. 
Weatherproof compartments .. .lap- 


Raised bottoms of all vertical 
compartments provide extra pro- 
tection for tools and supplies. 





on all doors. 


@ Beaded fender panels hinged for 
easy access to wheels and spring shackles. 


Shown here — 
Model 1050 D-C 
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Movuson 
> corvice bodies 


Morrison Service Body Division, MORRISON STEEL PRODUCTS, INC., 680 Amherst St., Buffalo 7, N.Y. 
Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors. 


HERE’S THE NAME OF YOUR MORRISON DISTRIBUTOR. Ask him for complete details on the New Morrison Service Bodies and Morrison’s Demonstrator Plan. 


Auto Safety House Platt, Inc. Dealers Truck Equip. Co. 
sy a e a 20. _ * Shreveport, La. 
vipment Co. ruggs- e Equip. Co. . 

Fort Smith, Ark. Decatur, Illinois a 

No. Little Rock, Ark. Moline Body Co. Portland, Maine 
: Los i 15, Cait euler heer tate. © oman ares 

|, Calif. e- s Equip. Co. : 

The Winter-Weiss Co. ingfield, Hlinols Continental oaty Co. 

Denver 2, Colorado Hallenberger, Inc. Bay City, Mich. 
$. J. Meeks’ Evansville 12, Ind. Neil’s Automotive Service, Inc. 

Washi pon \ D.C. os Truck co. a Kalamazoo, Mich. 
DeBoliac quip. Co. Indianapolis 18, Ind. Burch Body Work 

Miami, Florida lowa Body & Equip. Co. “Rockford, Mich. 
Rivers Body Des Moines 9, lowa Roadway Mic. & 

Jacksonville 4, Fla. Harry Young & Sons Senin Ca. te 

aaee & 5 . ne < Kansas ~. Dyk 'e, Mich 

\ . ‘om , Inc. 7 ; 

Truck . Co. of Atlanta Louisville 1, Kentucky West End Auto Body Co. 

Atlanta, ia Blattman Sheet Metal Duluth 6, Minn. 
Olson Manufacturing Co. Works, Inc. Regene Trailer & Equip. Co. 


Boise, idaho New Orleans 16, La, ansas City 1, Mo. 


Eaton Metal Products Co. 
Billings, Montana 

Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, N.M. 

Maday Body & Equip. Co. 
Buffalo 11, New York 

Hercules-Campbell 

Body Co., Inc. 
Latham, New York 
Tarrytown, New York 
Waterloo, New York 


Baker Equip. Eng. Co., Inc. 


Charlotte 1, N.C. 
Swanston Equip. Co. 
Bismarck, N.D. 

‘a verte. a 
yers Equip. Corp, 
Canfield, Ohio 


Power Brake Service, Inc. 
Cleveland, Ohio 
Buckeye Truck Body 


Builders, Inc. 


Columbus 3, Ohio 
Perfection Equip. Co. 
Oklahoma City, Okla. 
Schetky Equip. Corp. 
Portland, Oregon 
M. A. Brightbill Body Wks. 


Lebanon, Pa. 


Eastern Body Co. 


Philadelphia 


Auto Truck Equip. Co, 


Pittsburgh 8, 


Roy F. Drake Body 


& Equip. Co. 


Sioux Falls, $.D. 


A. Fassnacht & 


Chattanooga, Tenn, 


W. T. Stringfellow & Co. 
Nashville, Tenn. 

Williamsen Body & 

Equip. Co. 
Ogden, Utah 

Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 

Nelson Truck Equip. Co., Inc, 
Seattle 9, Wash. 

American Machine Co. 
Spokane 11, Wash. 

Baker Equip. Eng. Co., Inc. 
Bluefield, W.Va. 
Charleston, W. Va. 
Clarksburg, W.Va. 
Huntington, W.Va. 

Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 

Hay & Harding, Ltd. 

algary, Alta, Canada 


32, Pa. 
Pa. 


Sons 








2-dr., $1,480*, $1,410*. '53 Bel Air sta 
tion wagon, $1,480; 4-dr., $1,140*; (210) 
4-dr., $995, $985. '52 SL Deluxe Bel Air. 
$970, $910; 2-dr., $850, $775*, $745* 
$700; %-ton pickup, $675. '51 SL De 
luxe 4-dr., $615, 2 at $605, $590, $575. 
$570; conv., $440*. 50 SL Deluxe 4-dr. 
$580*, $500, $480. 49 SL Deluxe club 
coupe, $355, $305. 

CHRYSLER—'54 Windsor 4-dr., 
‘51 Windsor 4-dr., $680*. 

DODGE—’53 Coronet 4-dr., $1,200*, $1,- 
060*. ‘'52 Coronet conv., $600. ‘50 
Meadowbrook club coupe, $245. '49 Coro- 
net club coupe, $195. 

FORD—'54 Crest (8) Country Squire, §2,- 
205; Victoria, $2,185*, $1,650, $1,525; 
Main (8) Ranch Wagon, $1,830; Custom 
(6) 2-dr., $1,200*. °53 Main (8) Ranch 
Wagon, $1,350; Custom (8) conv., $1,- 
200; 2-dr., $1,000. '52 Main (8) 2-dr., 
$725*, $675*. '51 Custom (8) conv., $570. 

HUDSON—’53 Hornet 4-dr., $1,130, $1- 
005; Wasp 4-dr., $825*. ’'50 Super (6) 
4-dr., $285*. ‘49 Super (6) 2-dr., $210 

MERCURY—’53 Monterey coupe, $1,490; 
4-dr., $1,360*, $1,350*. ‘52 Monterey 
coupe, $1,200*; 4-dr., $1,165*, $1,040* 
’51 club coupe, $710, $670. ‘50 club 
coupe, $635. 

NASH—’53 Statesman 2-dr., 
Rambler station wagon, $430. '49 (600) 
4-dr., $255*; Ambassador 4-dr., $210* 

OLDSMOBILE—’54 (98) Holiday, $3,105* 
(ps). '53 (98) Holiday, $1,730*. '52 (98) 
Holiday, $1,625* (ps); 4-dr., $1,050*; 
(88) 4-dr., $1,050*. °51 (98) 4-dr., $855* 


$1,700° 


$950. '51 


PACKARD—’53 Clipper 2-dr., $1,340*; 
(200) 4-dr., $1,200. '50 Clipper 2-dr., 
$275*. 

PLYMOUTH — ’53 Cambridge Suburban, 
$1,070; club coupe, $810; Cranbrook 4- 
dr., $865*, $855. °52 Cranbrook Belve- 


dere $780. '51 Cranbrook 4-dr., $470. '50 
Deluxe club coupe, $400; Special Deluxe 
4-dr., $335. °48 Special Deluxe 4-dr., 
$145, $115. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
655*; conv., $1,510*. °'52 Chieftain (8) 
Catalina, $990*; 2-dr., $885*, $850. 
$800*, $720*. '50 Silver Streak (8) 4-dr., 
$600*; conv., $350*. °'49 Silver Streak 
(6) 4-dr., $310. 

STUDEBAKER—’53 Champion club coupe, 
$975*; 4-dr., $950. °52 Champion 4-dr., 
$635*. ’51 Champion 4-dr., $420*, $390*, 
$365; Commander 4-dr., $400*. ’50 
Champion 2-dr., $290*, $265*, $210. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 19.) 

(Dealers apparently more pheasant- 
minded than car-minded today. Market 
definitely weak on most models as bird 
season opens tomorrow. Sold 51 cars out 
of 107 offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,490*. 
‘53 Super Riviera 4-dr., $1,625*. °50 
Super Riviera 4-dr., $600*. 

CHEVROLET—’54 Corvette conv., $1,835*. 
°53 (210) 4-dr., $1,100, $1,015*, $970. 
’52 SL Deluxe 4-dr., $805*; 2-dr., $500. 
*51 SL Deluxe 2-dr., $585*. '50 FL Spe- 
cial 2-dr., $205; %-ton pickup, $295. 
49 SL Deluxe 2-dr., $325, $280. '48 
FM 4-dr., $125. 

CHRYSLER — ’52 Windsor club coupe, 
$840*. ’50 Windsor 4-dr., $505. 

DODGE—'53 Meadowbrook 4-dr., $900*. 

FORD—’54 Main (6) 2-dr., $1,145. ’53 
Crest (8) 2-dr., $1,090; Main (8) 2-dr., 
$900. °51 Custom (8) 2-dr., $505*; 4-dr.. 
$460; Custom (6) 2-dr., $500, $310. ‘50 
Deluxe (8) 2-dr., $300; %-ton panel. 
$210. °49 Custom (8) 2-dr., $255, $225 
"48 Custom (6) 4-dr., $170. 

NASH—’52° Rambler Delivery sedan, $505. 
"50 Statesman 2-dr., $155. 


OLDSMOBILE — '53 (88) 4-dr., $1,600*. 
"52 (88) 4-dr., $1,265*. °50 (76) 4-dr., 
$280. "46 (98) 4-dr., $135*. 

PLYMOUTH — ’53 Cambridge Suburban, 
$1,215. '52 Coronet conv., $760. ’51 Cam- 
bridge 4-dr., $500. °50 Special Deluxe 
4-dr., $395. 

PONTIAC—’52 Chieftain (8) 4-dr., $850, 


$835*. °51 Silver Streak (8) 4-dr., $635*. 
STUDEBAKER — ’53 Commander 2-dr., 
$1,120*. °51 Commander 2-dr., $380. 
MISCELLANEOUS—’52 GMC 2-ton dump, 
$610. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 18.) 

(Due to the decrease in volume, to- 
day’s prices narrowly escaped a further 
setback. Car quality was far below par 
for this auction. Smart dealers are clean- 
ing house, dumping their undesirables, 
and clearing the deck for the big job 
ahead when new cars start rolling. All 
in all, the market seems to be gradu- 
ally slipping with no charce for better 
prices. Sold 122 cars out of 144 offer- 
ings.) 

BUICK—’54 Super Riviera coupe, $2,275*; 
Special 4-dr., $1,850. ’°53 Super Riviera 
coupe, $1,750*; Special 2-dr., $1,370*. 
*52 Super Riviera coupe, $895*. '51 Spe- 
cial 4-dr., $735*; RM 4-dr., $720*. ‘50 
Super Riviera coupe, $600*; 4-dr., $430*; 
2-dr., $460. 49 Super 2-dr., $400*, $160*; 
4-dr., $350. '47 Super 2-dr., $170. 

CADILLAC—’54 (62) coupe, $4,080* (ps). 

CHEVROLET—’54 Bel Air station wagon, 
$1,960. °53 (210) 4-dr., $1,100; 2-dr., 
$940; (150) 4-dr., $920, $850. °52 FL 
Special 2-dr., $840; SL Deluxe 2-dr., 
$690. '51 SL Deluxe 2-dr., $660*; club 
coupe, $590*. 50 SL Deluxe 4-dr., $520; 
2-dr., $450; club coupe, $440; FL De- 
luxe 2-dr., $510*. '49 SL Deluxe 2-dr., 
$410, $320; conv., $260. ‘48 FM club 
coupe, $260; FL Aerosedan, $180. °47 
FM conv., $190; 2-dr., $130. '46 SM 4- 
dr., $130. 

CHRYSLER—’52 NY club coupe, $1,050* 
(ps). '51 Windsor 4-dr., 2 at $800*. 
DeSOTO—’50 Custom 4-dr., $500*. ’47 Cus- 

tom coupe, $150. 

DODGE—'51 Coronet 4-dr., $520*; Mea- 
dowbrook 4-dr., $480. ’50 Coronet 4-dr., 
$550; Wayfarer 2-dr., $300; Meadow- 
brook 4-dr., $290*. °48 Custom 4-dr., 
$170; 2-dr., $150*. °'46 Custom 4-dr.. 
$120. 

FORD—'54 Crest (8) Skyliner coupe, $1.- 
960*; Custom (8) 4-dr., $1,910*; Main 
(8) 2-dr., $1,460. °53 Crest (8) 4-dr., 
$1,200*. '52 Crest (8) Victoria, $1,170*; 
Custom (6) 4-dr., $850*%; Custom (8) 
4-dr., $825; %-ton stake, $580. '51 Cus- 
tom (8) Victoria, $750*, $600; 2-dr., 
$665*; Deluxe (6) 2-dr., $480; 4-dr., 
$425; Deluxe (8) 2-dr., $470. 

MERCURY—'54 Monterey coupe, $2,375*; 
Custom Sport coupe, $1,800. ‘51 4-dr.. 
$450. °50 club coupe, $590. 

NASH — ’'51 Rambler conv., $540*. 
Super club coupe, $100; 4-dr., $100. 

OLDSMOBILE—’51 (98) 4-dr., $770*. '50 
(88) 2-dr., $550*; (98) 4-dr., $515*. °49 


(Continued on Page 39, Col. 3) 
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Still More 
New Dealers! 


ACKARD’S aggressive sales program is attracting leading dealers in 


substantial numbers. Here are just a few . . . representing all sections 
of the country: 
SOUTH: (Top left) Ray Beydler (right) signs as a Packard dealer in New 
Orleans. Clay Beckner (left) witnessed the signing during informal cere- 


monies at the new dealership. 


EAST: (Top right) Cosentino Genesee Corp. is the new Packard dealership 


in Cheektowaga, New York. Patrick A. Cosentino (right) is the president. 
Left is R. E. Carlin, Packard zone manager, and standing is Anthony 
Santiago, vice president. 

NORTH: (Bottom left) M.C. Berner, Packard zone manager (left), watches 
Al Payne sign the franchise for Al Payne Motors, Inc., Chicago. Robert 


Glover, general manager of the new dealership, is on the right. 


WEST: (Bottom right) Walter Switzer (center) and Grover Jordan (right) 


Sales Planning Is Paying Off are the new Packard dealers in Visalia, Calif. Left is Willard Scott, zone 


manager of Earle C. Anthony, Inc., Packard distributor for northern Calif. 


A Good Franchise 


Packard’s ‘‘Eye Test”’ 7 = } for Today. * 


‘ie 


SPECIAL EQUIPMENT WILL TEST Packard headlights for PACKARD’S NEW ASSEMBLY LINE is nearing completion and 

focus and strength while the cars are actually moving on will be ready for 1955 production in November. Plant layout and Tomorrow 
the assembly line. This is typical of the modern quality- engineers predict this facility—with both car body manufacture 

control equipment which is being installed in Packard’s and final assembly under one roof—will be the most modern and ' 
two new plants. efficient in the industry. 
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Sales Conditions in Various Areas... 





Plowden Ford Opens Third S. C. Outlet 


Plowden Motor Co. (Ford) has|43 years. The company also has 
} opened its new showroom and gar-| outlets at New Zion and Pamplico, 
| age at Lake City, S. C. S. C. The Lake City dealership is 
managed by E. R. Plowden and 








ie 





W. C. Plowden, who heads the 





- box mem 


firm, has been a Ford dealer for|R. H. Humphries. 
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-ARK-AUTO 
AUCTION 


No. Little Rock, Ark. 
THE SOUTH'S 
BEST MARKET 
FOR CLEAN CARS 





Sale Each Tuesday 
BRING YOUR TITLES 
CHECKS ARE INSURED 



















UTHAT REMINDS ME... 
THE WIDE-OPENING TAILGATE ON A HEIL BODY 
CERTAINLY SPEEDS UP OUR OPERATIONS !* 


ANOTHER reason why your customers will appreciate your recom- 
mendation of Heil Bodies! They can dump fast and clean with Heil 
specially designed tailgate action. Double-acting tailgates are fitted with 
offset hinges to permit an extra large oaeey- Horizontal and vertical 
ce reinforcement provides a rigid, husky unit. 

Subframe construction of Heil Bodies has both cross members and 
long members interlocked and welded into a single assembly to prevent 
sagging of the body floor. For extra strength under load, this reinforced 
steel subframe is welded integrally with the body. 

Other Heil features your customers look for include: Weight-saving 
design for bigger pay loads and lower operating costs; sturdy con- 
struction for long, low-maintenance service life; a choice of bodies and 
hoists matched to the truck and the load? 

Keep your customers satisfied . . . call your Heil distributor today for 
details about all Heil advantages. 


HEIL HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame takes all 
stresses. without transferring 
any stress to truck frame. 


ALWAYS SPECIFY HEIL 





coed FP 


Tne HEIL co. 


DEPT. 59114, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 
Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, 
Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle. 





Auto Market Reports 


Baltimore 

September new-car registrations 
in Baltimore totaled 2,113, a de- 
cline of 11 percent from the previ- 
ous month’s total of 2,379. 

New-truck registrations of 205 
represented a slight increase over 
the August total of 200. 

Car registrations by make 
were: Ford, 711; Chevrolet, 518; 
Plymouth, 167; Buick, 162; Olds- 
mobile, 132; Pontiac, 122; Dodge, 
56; Mercury, 45; Cadillac, 37; 
Chrysler, 36; Studebaker, 28; 
Nash, 23; DeSoto, 22; Hudson, 17; 
Packard, 11; Lincoln, 10; Willys, 
3; Kaiser, 2, and miscellaneous, 11. 

Truck registrations by make: 
Chevrolet, 65; Ford, 52; Interna- 
tional, 26; GMC, 21; Dodge, 18; 
White, 8; Willys, 5; Mack, 3; Reo, 
3; Brockway, 2, and Diamond T, 2. 
—(Kate Savage.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area in the week ended 
Oct. 16 increased moderately from 
the preceding week, according to 
|the Bureau of Business Research 
|of the University of Pittsburgh. 

Business in general also im- 
proved, the bureau said. Its sea- 
sonally adjusted index edged up 
to 147.2 percent of the 1935-39 
average. It was 149.4 a month ago. 
The steel ingot rate was 71 percent 
of practical capacity, the highest 
rate reported since the end of June. 
—(Leon M. Leffingwell.) 


* * * 


Denver 


Denver dealers in September sold 
1,297 new cars, an increase of 7 
percent over the August total of 
1,209. 

The record on new trucks was 
even better, with September sales 
of 212 units topping the previous 
month by 48 percent. 

Stocks have been pretty well 
cleared out, and dealers are in 
good shape to receive ’55 models. 

Total new-car sales for the year 
to date are still running ahead of 
1953 totals. 
| September new-car sales by make 
| were: Chevrolet, 351; Ford, 330; 
| Oldsmobile, 132; Buick, 88; Pontiac, 
| 72: Mercury, 69; Plymouth, 55; 
| Dodge, 38; Cadillac, 33; Nash, 21; 
| Lincoln, 20; Studebaker, 17; Hud- 
;son, 16; Chrysler, 13; Packard, 11; 
Willys, 11; Volkswagen, 4; Hillman, 
1; Kaiser, 1; Jaguar, 1, and MG, 1. 
| Truck sales by make were: Chev- 
|rolet, 82; Ford, 52; International, 
| 21; Brown, 15; GMC, 15; Divco, 7; 
a 3; Timpte, 2; White, 2, 
' 





and Willys, 2.—(Ira R. Alexander.) 


* * * 


Washington, D. C. 


| New-car sales in Washington in 
| August totaled 1,956, compared with 
1,750 for the same month of 1953. 

New-truck sales amounted to 122, 
|down from the turnover of 180 in 
| August of last year. 

Car registrations by make were: 
| Ford, 426; Chevrolet, 377; Plym- 
outh, 234; Oldsmobile, 209; Buick, 

174; Pontiac, 154; Mercury, 89; 
| Cadillac, 57; Dodge, 49; Chrysler, 
41; DeSoto, 30; Nash, 30; Stude- 
baker, 21; Hudson, 16; Packard, 
14; Lincoln, 10; Willys, 8; Hen- 
ry J, 3; Austin, 2; English Ford, 
2; Kaiser, 2; Jaguar, 1; MG, 1, 
and miscellaneous, 6. 

Truck registrations were: Ford, 
49; Chevrolet, 45; International, 13; 
GMC, 6; Dodge, 4; Willys, 4; and 
Reo, 1. 


* ® * 


Providence 


September new-car registrations 
in Providence totaled 1,498, a 44 
percent increase over the August 
total of 1,037, according to the 
Rhode Island Automobile Dealers 
Assn. 


New-truck registrations were up 
| moderately, totaling 116, compared 
with 104 in the previous month. 
Car registrations by make 
were: Chevrolet, 399; Ford, 298; 
Oldsmobile, 160; Buick, 132; 
Plymouth, 110; Pontiac, 89; Mer- 
cury, 56; Cadillac, 42; Nash, 39; 





Dodge, 36; Chrysler, 29; DeSoto, 
27; Studebaker, 19; Hudson, 17; 
Lincoln, 16; Packard, 9; Willys, 
7; Henry J, 2; Kaiser, 1, and 
miscellaneous, 10. 

Truck registrations were: Chev- 





Sale of Ford Stock 
Isn’t Favored Now 
DEARBORN. — The Ford 
Foundation last week announced 
that its finance committee has 
decided not to recommend at this 
time any specific plan for selling 
any of the non-voting stock 
which the Foundation holds in 
the Ford Motor Co. 
The committee, however, con- 
| cluded that the matter of diversi- 
| fying the foundation’s invest- 
ment portfolio should be given 
“continuing study.” 











bearings. ARO 


action by expelling and withd 


ing for repacking. 







lubricant. 


Drum-Cover-Type Bearing 
Packer... dispenses from orig- 
inal 100-Ib. lubricant drums. 
Lubricates ball or roller type 
wheel bearings. Lever-action 
pump... volume delivery. 


The Aro Equipment Corporation 
Bryan and Cleveland, Ohio 
Aro Equipment of California 
Los Angeles, Calif. 
Aro Equipment of Canada, Ltd. 
Toronto 1, Ontario 





roti ta 


HEEL BEARING SERVICE 


""ARO 


EQUIPMENT 


WASHING ... For all type automotive wheel 
Washer gives two-way cleaning 
rawing solvent 
through bearing parts. Thoroughly cleans bear- 


Pail-Type Bearing Packer... 
dispenses from original 25 Ib. 
or 40 Ib. containers. Met 
lower plate for fast delivery of 





See Your ARO Jobber 


ARO 


rolet, 45; Ford, 29; International, 
12; Autocar, 8; Dodge, 8; GMC, 4; 
Diamond T, 2; Mack, 2; Stude- 
baker, 1; Willys, 1, and miscellan- 


eous, 4. 
* * * 


Phoenix, Ariz. 


Sales in Maricopa County (Phoe- 
nix), Ariz., in the first eight months 
of this year totaled 7,832, compared 
with 7,389 for the same period of 
1953, according to the Arizona Au- 
tomobile Dealers Assn. 

For the entire state, the associ- 
ation said, sales in the eight- 
month period fell slightly below 
the 1953 rate, amounting to 15,053 
in 1954 and 15,786 last year. Truck 
sales are virtually unchanged. 

C. A. Steinhof, association man- 
ager, said he is encouraged by the 
healthy condition of small dealers 


in the state. Steinhof credited 
sound selling practices. — (Shel 








Do the job fast, easy and 
with more profit—use mod- 
ern ARO equipment for 
wheel bearing service! This 
saves labor and assures 
proper lubrication . 
longer bearing life. . . and 
customer satisfaction. 


Use ARO Bearing Washer 
to clean out all old lubri- 
cant fast and thoroughly. 
Use an ARO Bearing Pack- 
er to force new lubricant 
around the bearing rollers 
exactly right! This combi- 
nation does a perfect job— 
and does it four times faster 
than hand methods! 


al fol- 


Low-Cost Bearing Packer... 
Lubricates ball or roller-type 
wheel bearings. Use mounted or 
unmounted, with any gun equipped 
with hydraulic coupler. 





LUBE 
EQUIPMENT 


Also ... Air Tools ... 
Aircraft Products ... 
Grease Fittings 
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LARGEST AND MOST. MODERN 
PRODUCTION FOUNDRIES 
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THE WHELAND COMPANY 


FOUNDRY DIVISION 


Soha ono eset. 


N OFFICE AND 


MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


IT’S 


Show Time’ 
AGAIN... 


@ Make one of your 
exciting new 1955 models the 
center of attraction with a MACTON 
TURNTABLE! There are several models available on 


Used-Car Auction Prices 





(Continued from Page 36) 


(88) 4-dr., $355*; (98) 4-dr., $280*. 
—_ Clipper 2-dr., $970; 4-dr., 
PLYMOUTH—'53 Cranbrook 4-dr., $870. 

*52 Cambridge 4-dr., $190. '51 Cranbrook 


2-dr., $510; 4-ir., $440. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
970*. '53 Chieftain (8) conv., $1,350*. 
‘52 Chieftain (8) 4-dr., $1,100*, $860, 


$750°. 

STUDEBAKER—'‘54 Champion coupe, §1,- 
400. '53 Champion 2-dr., $950. '52 Com- 
mander Land Cruiser, $700*. ‘50 Cham- 
Pion 4-dr., $360*, $360. 

WILLYS—’52 Aero Lark 2-dr., $450. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 20.) 

(Fresh merchandise maintaining good 
prices; others somewhat off. Sold 76 cars 
out of 111 offerings.) 


BUICK — ’54 Super sedan, $2,400*. '53 
Special sedan, $1,500. ’52 Super sedan 
$1,160*; conv., §950*. '50 Super sedan, 


$400*. '49 RM sedan, $360*, $335*, $100. 

CADILLAC—’54 (62) coupe, $4,325* (ps), 
$4,275* (ps). °53 (62) sedan, $2,850* 
(ps). '51 (62) sedan, $1,770*. °50 (60) 
Special sedan, $790*. °49 (61) sedan, 
$665*. '48 (62) sedan, $570*. ’47 (62) 
sedan, $300*. 

CHEVROLET—’53 (210) station wagon, 
$1,500; Bel Air sedan, $1,250. '52 SL 
Deluxe sedan, $775, $750. '51 SL Deluxe 


sedan, $725*, $655, $645; SL Special 
sedan, $550. 

CHRYSLER—’54 Windsor sedan, $2,100* 
(ps). ’52 Windsor sedan, $970*. 

DeSOTO—’53 Custom sedan, $1,210*. '52 
Custom sedan, $890*. 

DODGE—’51 Coronet sedan, $680*. °48 


Custom sedan, $290. 

FORD—’54 Main (6) Ranch Wagon, $1,- 
690. '53 Main (8) Ranch Wagon, §$1,- 
525; Custom (8) sedan, $1,125, $1,035, 
2 at $970. '52 Custom (8) sedan, $910*, 
$875*, $730; Main (6) sedan, $580. '51 
Custom (8) sedan, $560, $540. 

MERCURY—’53 Custom Sport coupe, §$1,- 
285*. °'52 Custom Sport coupe, $1,175°*. 

OLDSMOBILE—’53 (88) Holiday, $1,740* 
(ps). ’52 (98) sedan, $1,320". ’51 (98) 
sedan, $740*. ; 


PLYMOUTH—’53 Cranbrook sedan, $940, 
3770. °49 Special Deluxe conv., $460; 
sedan, $450. 


PONTIAC—’53 Chieftain (8) Catalina, $1,- 
780*. °52 Chieftain (8) conv., $1,050°. 

STUDEBAKER—’51 Champion sedan, $540, 
$390. 

WILLYS—’53 Aero sedan, $825*. 

MISCELLANEOUS—’52 MG conv., $800. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 19.) 
(Demand good for clean cars which 
we need badly. The autos listed here are 
rough. Sold 43 cars out of 85 offerings.) 


BUICK—’50 Super 4-dr., $490°, $355*. 


CADILLAC—’47 (62) 4-dr., $400*. 
CHEVROLET—’53 (210) Handyman, $1,- 
110. ’52 SL Deluxe 4-dr., $775. '49 De- 


luxe 4-dr., $120. 
DODGE—'53 Meadowbrook 4-dr., $750. 
FORD—’53 Main (8) Ranch Wagon, §1,- 
250; Custom (8) 4-dr., $1,090. ’52 Cus- 
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short notice, portable, semi-portable or built-in. Prices start at $495.00. 
MACTON TURNTABLES are also available on a rental plan. Write or wire today! 


MACTON MACHINERY COMPANY «+ STAMFORD 3, CONN. 





tom (8) 2-dr., $730, $700, $505. ‘51 
Custom (8) 2-dr., $580. '50 Custom (8) 


club coupe, $450; Custom (6) 2-dr., 
$400; %-ton pickup, $240. °49 Custom 
(8) 2-dr., $255. ‘48 Deluxe (8) 2-dr., 
$265; 4-dr., $105. '47 Deluxe’ (8) 4-dr., 
$215; %-ton pickup, $115. 
MERCURY—'51 coupe, $610*. ‘49 4-dr., 
$245. 
PLYMOUTH — '49 Special Deluxe 2-dr., 
ae $115. ‘47 Special Deluxe coupe, 
150. 


STUDEBAKER—’51 Champion 4-dr., $475. 

MISCELLANEOUS—’47 International %- 
ton pickup, $115. °41 International ex- 
press, $145. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 20.) 
(Market holding strong and activity 
high, although there is a shortage of 
good, clean autos. Sold 75% of cars 
offered.) 
BUICK—’52 Super Riviera, $1,295*. ‘51 
Super 4-dr., $1,050*; Special 4-dr., $895°*. 
CADILLAC—’51 (62) coupe deVille, $1,- 
770*. '49 (62) 4-dr., $1,025*; (60) Spe- 
cial 4-dr., $930*. '48 (75) 4-dr., $705*; 
(62) 4-dr., $555*. 
CHEVROLET—’54 
840. 


(210) Handyman $1,- 

53 Bel Air coupe, $1,580*; (210) 
2-dr., $1,300. °51 SL Deluxe 4-dr., 
$795*; SL Special club coupe, $700; FL 
om 2-dr., $650. '49 FL Deluxe 2-dr., 

60. 

CHRYSLER — ’'49 Royal 
$570*. '46 Royal 4-dr., 

DeSOTO—’53 Fire Dome 
$1,525* (ps). 


station wagon, 
$150. 
(8) Sportsman, 


DODGE—'53 Coronet (8) 2-dr., $1,265*. 
FORD—’54 Crest (8) Victoria, $1,925*; 
Main (8) Ranch Wagon, $1,870; Custom 
(8) 2-dr., $1,740*; Custom (6) 4-dr., 
$1,535. °53 Crest (8) Victria, $1,525; 
Custom (8) 4-dr., $1,290; Custom (6) 
club coupe, $1,260*. ‘52 Crest (8) Vic- 
toria, $1,285. °49 Custom (8) 4-dr., 
$370*; club coupe, $355; Custom (6) 
Business coupe, $255. °48 Deluxe (6) 
club coupe, $265. '46 Custom (8) coupe, 
$270. 


KAISER—’53 Deluxe 4-dr., $1,020*, $1,- 
015*. ’52 Manhattan 4-dr., $930*. 
LINCOLN — '53 Cosmopolitan 4-dr., $2,- 


150* (ps). ’49 Cosmopolitan 4-dr., $275*. 


MERCURY—’53 Custom Sport coupe, $1,- 
610*. °52 Monterey 4-dr., $1,270. ’51 
conv., $710. ’47 4-dr., $215. '42 coupe, 
$160. 


NASH—’50 Super 4-dr., $370; Statesman 
2-dr., $390*. '49 (600) 4-dr., $295*. 
OLDSMOBILE—’51 (98) Holiday, $1,075*. 

PACKARD—’51 (200) 4-dr., $785*. 
PLYMOUTH—’52 Cranbrook 4-dr., $830. 
PONTIAC—’52 Chieftain (8) Catalina, $1,- 


085*; 4-dr., $865. '50 Silver Streak (6) 
2-dr., $560. ’49 Silver Streak (8) coupe, 
$530*. 

STUDEBAKER — ‘'51 Commander Land 


Cruiser, $650*. 
MISCELLANEOUS—’53. Henry J (6) 2-dr., 


$655*. 52 MG (4) roadster, $905; GMC 
1-ton pickup, $745. '50 Hillman Minx 
4-dr., $270. 


* * * 


— Auctions in Brief — 
MASON CITY, IA. 


Lapiner Auction Co. Sale every Wed- 
nesday (Oct. 20). Model change affecting 
prices all the way down the line. Rough 
units are not selling at any price. Sold 83 
cars out of 114 offered. - 

* 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tues- 
day (Oct. 19). Market firm on sharp and 
extra-clean autos. Average and less-than- 
average units were off again this week. A 
good consignment today, plus a crowd of 


buyers, made for a very good sale. Sold 
74 cars out of 114. 

* 7 * 
MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (Oct. 20). Market still in the 


‘“‘adjustment period,’’ with unsteady prices 
and a shortage of clean cars in our North- 
west area. Sold 69 out of 114. 

e + « 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Oct. 21). Prices strong on clean 
’49-to-’53 models. Demand good. Sold 73 
cars out of 103 offerings. 
2 . 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Oct. 21). Prices dropping consider- 
ably. Sold 53 out of 110. 

* * + 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (Oct. 20). An excellent sale today. 
Chevrolet dealers are cleaning house for 
new cars, and used car dealers are hesi- 
tating a little, anticipating a drop in the 
market of from $100 to $150. Sold 60 
out of 97. 

* * * 
MANHEIM, PA. 

Manheim Auto Sales & Auction, Inc. 

Sale every Friday (Oct. 22). Market good. 


Sold 188 cars out of 293. 
* * * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Oct. 21). Pretty fair sale, con- 
sidering we were short on clean cars. 

e 7 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Oct. 21). Very good sale this week, 
with 79 percent of the cars registered 
changing ownership. 

* 7 * 


PHILADELPHIA 
H. B. Robinson Auto Sales & Auction. 
Sale every Tuesday and Thursday (Oct. 
14-19). Prices still firm and action very 
brisk. Sold 128 cars out of 197 offerings. 
* 7 * 


FT. WAYNE, IND. 

Carl Marker’s Auto Auction. Sale every 
Tuesday (Oct. 19). Market good with 
prices down a little. Sold 93 cars out of 
132 offerings. 





ADVERTISEMENT 


Filter Maker Eliminates 
Stalling of Engines 
When Slowing to Idling 
Speeds 





The only filter unit yet devised 
that will positively eliminate stall- 
ing of engines when coming down 
to idling speeds is available 
through The Briggs Filtration Co. 
of Washington, D. C. 


The stalling due to valve lifters not 
zeroing the clearances fast enough 
to permit engine to idle has a 
definite bearing upon the type of 
oil filter and oil filter media em- 
ployed. To meet today’s high ef- 
ficiency engine requirements, gums, 
tars and varnishes must be re- 
moved to give the new high com- 
pression engines freedom to func- 
tion to their new amazing peak. 


This widely used Briggs Filter car- 
tridge is not new; it has been time 
tested in every make of car for the 
past twenty years. Briggs is the 
only unit that will permit engines 
to run at top speeds without drop- 
ping of cylinder due to sluggish 
valve lifter action caused by the 
piling up of varnish on the valve 
lifters. Constant build-up of var- 
nish keeps valves open which, in 
turn, causes loss of compression 
and horsepower. 


Even after the varnish, tars and 
gums are removed, the Briggs fil- 
ter is the only filter that will not 
permit sludge to form on the bot- 
tom of the crankcase. With a 
Briggs, no screwdriver need be 
used to punch an opening through 
the crankcase drain hole, when’ 
draining oil. 


Rocker arms are freed from lead 
salt deposits. Lead salts will not 
form on the rocker arm assemblies 
in the valve cover area. 


DISTRIBUTORSHIPS 
AVAILABLE 


Briggs Filters and Briggs Filter Car- 
tridges are sold exclusively through 
authorized, franchised dealers. 
Territories are open for aggressive 
and quality minded automotive dis- 
tributors. Write today. We will 
send you all of the information 
you will need to meet the present 
day demand for a filter with ‘‘all 
of the exclusive features needed” 
to get full performance from the 
new engines. 


| OIL FILTERS 


| 
| 
| answer 1988 | 
| DEMANDS WITH 

| FILTERS THAT souve! 
| VALVE LIFTER PROB. 
LEMS—NOW! | 


THE BRIGGS FILTRATION CO. 
| River Road, Washington, D. C. 
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Chevrolet Introduces 
All-New Models 


(Continued from Page 16) 


a compression ratio of 8 to 1 and 
a displacement of 265 cubic 
inches. The engine has a bore of 
3.75 and a stroke of three inches. 

Although Chevrolet has had V-8s 
under experiment since it tried out 
this design in 1917-19, the Turbo- 
Fire entails basic redesign in the 
last three years. 

The bore is said to be unusually 
large for an engine of the Turbo- 


Price Hike for Resins 


NEW YORK.—Reichhold Chemi- 
cals, Inc., producer of synthetic 
resins, has announced a price in- 
crease of one cent per pound in 
its “Polylite” line of general pur- 
pose polyester resins. The resins 
are used in manufacturing a wide 
range of reinforced plastics prod- 
ucts, including auto bodies. 


| Fire’s length. The combustion 
chamber is wedge-shaped to pro- 
vide virtual total combustion of 
fuel fed by double-throated car- 
buretor. 

The V-8 has an oil capacity of 
four quarts and a water capacity 
of 16 quarts, against six quarts and 
16 quarts, respectively, for the six- 
cylinder engines. 

* + * 


N THE case of the six-cylinder 

engines it was necessary to de- 
sign a side-mounted air cleaner 
and reposition the fan in order to 
obtain the low silhouette dictated 
by decreased hood heights. Other 
modifications include a redesigned 
water pump, larger fan and a new 
fuel pump which is said to guar- 
antee more-constant fuel pressures. 

On the new three-speed trans- 
mission, the gearshift shaft, pre- 








Chevrolet's ‘Lighter, Tougher’ Chassis— 


The division's new, more rectangular frame is described as 50 percent more twist- 
resistant and 18 percent lighter than its 1954 counterpart. Also shown with this six- 
cylinder engine and chassis is the outrigger rear suspension, hotchkiss drive and side- 
mounted air cleaner. 


Gis 


* * > 


viously mounted along the steering 
column, is enclosed within the col- 
umn, producing a “cleaner” appear- 
ance. 

New on the Powerglide trans- 
mission is a low-range band of 





* * * 


unique, double-wrap design. 
Downshifts are said to be softer 
and upshifts smoother. The selec- 
tor lever is concentric with the 
steering column and an illumi- 
nated quadrant on the instru- 





SEVEN STANDARD MODELS 
ON % TO 10 TON CHASSIS 


MODEL 19-51 EXB (Illustrated) 


America’s Most Versatile Power Wrecker 
serves the dual purpose of a power wrecker 
of advanced design and an efficient mobile 
crane or boom truck. 


For ordinary wrecking work, towing or 


retrieving cars or 


highway, in deep ditches, etc., the exten- 


MODEL 19-52 BW 
Standard heavy 
duty wrecker. 
Winch capacity 
7% tons. Ad- 
justable hand 
winch, 4 cable 
suspension. 
Streamline body 
with heavy dia- 
mond plate floor, 
sides and back 
plate, an ex- 
clusive Ashton 
feature. Ashton 
spacer and lift bar. 


trucks that are off the 


sion boom quickly recovers any wreck 


without complicated rigging. 

. Radically improved functional design re- 
tains all the basic features needed for 
wrecking operations—PLUS the extension 
boom which multiplies the usefulness and 
operating range of the unit. 


FEATURES OF MODEL 19-51 EXB 
Solid, forward mounted “A"’ frame. Exten- 
sion boom (patented) 812’ extends to 15’. 
New self-aligning head assembly with 
double cable suspension with sheaves at 


boom head—and 


positioning hand winch. Power winch 744 
tons safe load. Remote control levers. 
Ashton spacer and lift bar. Streamline all- 
welded all-steel body. 












extension end. 2 ton 


Telescopic boom raises from horizontal ; 
to 80° and Oe eas 
















The ‘Profit Maker” is especially 
designed for mounting on any 
¥Y%-1 Ton pick-up having 4-speed 
transmission and helper springs. 
Features: Welded steel A frame, 
power winch of 4-tons safe work- 
ing load, 100’ wire rope with 
hook, telescopic boom, remote 
control levers. 


FOR HEAVY DUTY WORK 
MODEL 34-10 EXB 


affords maximum power and 
efficiency. The extension boom, 
10 ton capacity, handles all 
types of wrecks ... also serves 
as a mobile crane which lifts to 
15’ high plus special extension 
unit which gives an additional 
5%’. Write for specifications. 





ment panel tells the position of 
the selector. 

Ammeter and oil pressure gauges 
have been replaced by red warning 
lights. 

The glove compartment is now 
in the center of the panel for the 
greater convenience of drivers. 


Another improvement is the 
counterbalance of trunk lids and 
hoods. With this feature, they will 
remain open at any angle. Another 
innovation is the angled mecha- 
nism which will permit full lower- 
ing of rear windows on two-door 
sedans. 

Chevrolet said relocation of parts 
in the power steering mechanism 
from the engine compartment to 
the steering linkage has improved 
serviceability. This thought was also 
in mind when the master brake cyl- 
inder was placed under the hood. 


The brake pedal, suspended this 
year, has nylon bushings to elimi- 
nate the need for lubrication. 

* a * 


7 rear axle has greater torque 
capacity and better oil sealing, 
the firm said. Area of the clutch 
disc has been enlarged one-fifth to 
provide increased durability. 


Chevrolet’s air conditioner will be 
available only with V-8s as an op- 
tion. The mechanism for this fea- 
ture is located under the hood and 
instrument panel, leaving the lug- 
gage compartment clear. Nozzles to 
expel cool air into the passenger 
compartment are at ends of the 
instrument panel. 

A new push-button radio simi- 
lar to the one on the Corvette 


a : coer 


| 


| 





Front Suspension— 


| Chevrolet's new suspension system has 
|a control-arm geometry which is said to 
cancel most of the “dive” often accom- 

panying brake action. Also introduced is 
la nonmetallic-bearing material which as- 
'sertedly is less affected by infrequent 
lubrication. The above cutaway reveals 
| how the coil spring of the knee action 


| nests into the frame. 
» 16. ¢ 


has been added. The design will 
help on long trips when station 
frequencies vary with geograph- 
ical locations. The radio is equip- 
ped with a bar which, when de- 
pressed, automatically tunes in 
stations in sequence on the dial. 

Electrically driven windshield 
wipers are available optionally, 
and electric power lifts - may now 
be specified as an option on all four 
windows. Control buttons are 


mounted beneath each window and 
all windows can be manipulated 
from the left front door. The elec- 
tric front-seat adjuster is again an 
option, as are power brakes. 

* * * 








/ 


Instrument Cluster— 


Included on 1955 Chevrolets are a new 
instrument cluster grouped around the 
speedometer and substitution of red warn 
ing lights (circled in white at left anc 
right) for ammeter and oil gauge. Alsc 
the quadrant for Powerglide is placed o 
the panel, where it lends itself to nigh 
illumination. 








| 
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Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 


Roger M. Kyes, vice-president of 
General Motors and former deputy 
secretary of defense, will speak 
Nov. 10 at a luncheon culminating 
the three-day annual meeting of 
the Assn. of National Advertisers 
at the Hotel Plaza, New York. 

The ANA program committee, 
headed by William G. Power, 
Chevrolet ad manager, also an- 
nounced other speakers and sub- 
jects for the parley. 

At the morning session of Mon- 
day, Nov. 8, Roy W. Johnson, ex- 
ecutive vice-president of General 
Electric Co. will discuss a 
management’s-eye view of the func- 
tion of advertising and ways that 
advertising practices can be per- 
formed to meet business require- 
ments more effectively. 

Monday afternoon, ANA’s annual 
election of directors and board 
officers will be held. At the same 
time, John Flory, of Eastman 
Kodak Co., will preview the new 
ANA book, “The Dollars & Sense 
of Business Films.” The book dis- 
closes costs of producing and dis- 


tributing 157 advertising and} 


public relations films. 

At the Tuesday morning ses- 
sion, representatives of major 
advertising media will form a 
special> panel to discuss basic 
and mutually perplexing ques- 
tions with advertisers and their 
agencies. The theme of the ses- 
sion is “Media — The Tool We 
Work With.” i 
A discussion of various aspects 
of the advertising director’s job 
and reports on successful tech- 
niques and approaches will take 
place at the afternoon session. 
Speakers will include Pierre 
Martineau, research director of 
the Chicago Tribune; Edward N. 
Mayer jr., president of James 
Gray, Inc.; Maxwell B. Sackheim, 
chairman of Maxwell Sackheim & 
Co., and Lawrence Laupheimer, 
national merchandising manager of 
Schenley Distributors, Inc. 


A highlight of the Wednesday 
session, open to invited guests 
from advertising media as well as 
advertisers and agencies, will be 
a statement by Edward F. Howrey, 
chairman of the Federal Trade 
Commission. 


Filmed for this occasion, How- 
rey will give his concept of 
FTC’s policies in regard to ad- 
vertising. 

The film will be followed by a 
talk by Charles E. Grandey, di- 
rector of FTC’s newly created 
Bureau of Consultation. He will 
discuss Government regulations as 
well as self-regulation of adver- 
tising: 

* * * 


Fisher Named L-M Ad Chief 


Robert J. Fisher, formerly an 
account executive with N. W. Ayer 
& Son, Inc., has been appointed 
ial advertising man- 
ager of Lincoln- 
Mercury, succeed- 
ing T. J. Henry, 
who has been 
promoted to man- 
ager of advertis- 
ing, sales promo- 
tion and training. 

Henry suc- 
ceeded Robert F. 
Copeland, who 
was named direc- 
tor of the office 





. Fisher 


of ‘advertising and sales promotion | 


of Ford Motor Co. 


Prior to joining Ayer in 1947, | 


Fisher was employed by Lever 
Brothers Co. 
+ 


* * 


Sampson & Johnston Cited 


Sampson & Johnston, Inc., has 
been awarded first prize in a re- 
cent printing contest conducted by 
the Mail Advertising Services Assn. 


The Detroit firm won first place 
in the “IBM and varitype composi- 
tion” and “multigraphing” classifi- 
cations. 

* a” ” 


Dealer Ad Costs Surveyed 
Statistics compiled by NADA’s 
business management department 
show that the nation’s new-car 
dealers spent over $99 million dur- 











ing the first six months of this 
year on local advertising. 

The average dealer’s advertis- 
ing budget for the first half was 
$2,481, or slightly more than 1 
percent of his total sales, the as- 
sociation said. This figure repre- 
sents an average expenditure of 
$36.39 per new car sold between 
Jan. 1 and July 1. 

NADA said that these statistics 
include only expenditures for local 
advertising in hometown newspa- 
pers, radio and television stations, 

handbills and signs. They do not 
include any money spent for fac- 
tory cooperative ads and national 
television show. 
* oa * 


Hollingshead Fills 2 Ad Posts 


Walter S. Pollard and James W. 
Coffman have been named to newly 
created position at R. M. Hollings- 
head Corp.’s Camden (N. J.) head- 
quarters, according to Anthony C. 
Kupris, general ad manager. 

Pollard has been named super- 








visor of advertising programs and 
Coffman has been appointed super- 
visor of sales promotion and sales 
training. 

Pollard formerly was assistant 
advertising and sales promotion 
manager of Baldwin-Lima-Hamilton 
Corp., Philadelphia, and Coffman, 
prior to joining Hollingshead, was 
assistant sales manager in charge 
of training for Standard Oil Co. 


of Indiana. 
* + * 


Thomas Speaks for Delco 


Starting today (Nov. 1), Lowell 
Thomas will broadcast nightly 
for Delco Batteries, a product of 
the United Motors Service divi- 
sion of General Motors Corp. 

Thomas will do two newscasts 
daily, Monday through Friday, 
one at 6:45 p.m. (EST) for the 
eastern half of the country and 
one at 11:30 p.m. (EST) for the 
western half of the nation. 

The newscasts will be heard 
over 206 stations of the CBS ra- 
dio network. 

* * * 


ATTENTION Detrorr ApMEN: Ad- 
craft Club speaker this week (Fri- 
day noon, Nov. 5, at Statler Hotel) 
is Dr. James D. Fryfogle, noted | 
heart specialist. 
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Head Detroit Newspaper Reps— 


New officers of the Detroit chapter of the American Assn. of Newspaper Represen- 
tatives are (seated from left) John L. Scolaro, of Scolaro, Meeker & Scott; Art W. 
Farrell, Detroit News, and Edwin Charney, of Branham Co., all directors. Standing: 
Robert A. Crooks, of Allen Klapp Co., treasurer; Charles A. Miller, of Sawyer-Ferguson- 
Walker, president; John H. Baker, Chicago Daily News, vice-president, and Robert 
Erickson, of Moloney, Regan & Schmitt, secretary. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ‘ADS! Are you? 











STUDEBAKER 





>* chrome plated 


Like many other leading engine manufacturers, 


selects and distributes PERFECT CIRCLE 
2 in1 chrome piston ring sets for authorized replacement service 


@ 
me rfect Ci rcle piston rings 


THE STANDARD OF COMPARISON 
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V-8 Engine Rated at 180 Horsepower eas 


Pontiac Adds 109 New Features 


its bow in dealer showrooms last 


AUTOMOTIVE NEWS, NOVEMBER 1, 1954 





and has a compression ratio of 8 


What's New: 


Most far-reaching changes 

“since Pontiac was introduced in 

- 1926.” New engine and body... 

Improved suspension ... Many 

engineering improvements .. . 

Roomier interior . . . Two-door 
station wagon. 


* * * 


Friday (Oct. 29). 

With its new Strato-Streak V-8 
engine, “panoramic” body and 
windshield, and other features, 
the 1955 version is described as 
having more engineering im- 
provements than any new model 
since the car was first introduced 
in 1926. 


{pve 1955 Pontiac, said to incor- 
porate 109 new features, made| The V-8 develops 180 horsepower 


* * * * * * 


fopre nage 








Convertible Gets Stronger Frame— 

An extra channel of steel welded to the frame side bars forms a boxed cross 
section, boosting the frame's resistance to twist and bending. The convertible is 
available only in the Deluxe Star Chief series. 








to 1. Pontiac says its maximum 
torque occurs at low engine speeds. 
* & * 


I. HAS tin-plated aluminum pis- 
tons which have a stroke of 3% 
inches. The cylinder bore is 3% 
inches, giving the engine a dis- 
placement of 287 inches. 

Twelve body styles are available. 

The Star Chief series is 210.2 
inches long on a 124-inch wheel- 
base. The Custom Star Chief 
model is available in four-door 
sedan and Catalina. The Deluxe 
Star Chief is produced in four- 





door sedan and convertible. 


The Chieftain series, 203.2 inches 
long on a 122-inch wheelbase, is 
available in 870 and 860 models. 
The Chieftain 870 body styles in- 
clude the Catalina coupe, two and 
four-door sedans, and four-door 
station wagons. The Chieftain 860 
comes in two and four-door sedans 
and two and four-door station 


wagons. 
* + * 


ae colors such as firegold, 
white mist and turquoise are 
available on the Custom models. In 
the complete line there are 28 color 
combinations. 





Leather for Custom Catalina— 


The hand-buffed leather upholstery of the Star Chief Custom Catalina corresponds 
lo the two-toned exteriors. Floors are carpeted in matching colors. Pontiac’s new 
instrument panel features aircraft-type instruments mounted 90 degrees to the 
driver's vision, as well as centrally located glove compartment. Control knobs are 
recessed for safety. 

ss = 8 a 


the area of all windows on a 
four-door model is over 23 square 


line is lower by 3% inches. Station 
wagons are as much ds six inches 


lower. 


Overall height of the new body is 
2% inches lower, while the hood 


The area of the panoramic 
windshield is 7.07 square feet and 


feet. 


A “neck-line” dip in the body at 


(Continued on Page 43, Col. 





New Commercial Car Registrations, 
24. States for September, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 
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10 States Previously *54) 5 2421 29| 48 I 565| 727) 69 19 67) 76 235) 4l 699% 

Reported for September ‘53) l 2789 55 746 646} 675) 896 76 33 205 | 71 218) 47 8458 

Connecticut ‘54 3 222 2 38 184 36 108 | i 6 10} 5) 16} 25) 666 

: ——— : ‘53 5} 199] 22; —— 6}; 6] 9] 3} 4} 3] ty} tO} 207 
‘ Pen etsy ee as Georgia 54) 737 1 118 610) 140; «135 10! 8 i 15) 1785 
Pontiac's Lowest-Priced Model— 3 ‘53| 2} 825 2} 147|_* 725} ~—si7t| si I2| 7} 43}, — 24] 20 1] 2163 
* ‘ A Idah ‘54 193 3) 58 124 52) 65 2) 10| 33 5) 545 

The Chieftain 860 two-door, like all other models, has the 180-horsepower Strato- on 53} 153 1| 60 176! 83 95} 3) 2 19| 2| 30 7 631 
Streak V-8. It also has the “Vogue” two-toning and panoramic windshield. Maine » 154 4 22 93: 44) 42| 9! | 4) 6) 28) 3; 409 
: 53 163 2 53 163} él 51} 6} i em 8) 29) 4) 548 

Minnesota *54) 494) 2 78 469 121) 221 1) 5 1} 5) 41) 13 1452 

*53) 497 7 143 497 101 180) 6) 7 64) 3} 17} 7 1529 

New Jersey *54) 2 448 17 112 549! 147 162) 35) 4 26} 27) 34; ~=1578 

‘53| 7 = 18} 135} = 628{ 164} 165 38| 3} 33) 44| 26, 38, 189! 

North Carolina *54) 1 6 110 636 141 221) 20 | 18) | 26) 3 2155 

*53) 1ov8| 2 172 998 208 160 24 1} 65) 25! 36) 8 2777 

Ohio *54) | 823 3 260; 1021 206 349) 25) 9 23) 53) 87) 19 2879 

53) 8 1178) 12 303) 1302 287 413 38) 21) 56| 79 37) 37; 3771 

Oklahoma ‘54 | 645 | 89 483) 133 177} | | 9) 17| 9) 6; 1569 

At oss ‘53 1} 69 | __ 73 ea2}_—_—197| «(196 1 6} 27 9) 12 4| - 1859 

Rhode Island 54 1] 80 6| 10) 63 9) 4 4] 2 2] 3) 2 186 

2 ‘53 3} 59| 9 17} 75) 10) 9| 4) | 3} 4) 3) | Hees 197 

Tennessee ‘54 676} | 105 563) 134 158) 10} 10} 1} 19) 10) | 1697 

ss 53) 578) 2) 109) 566 96 | 148} 6) 8) 17} 5| 9 2) 1546 

Utah ‘54 2; 2 i 52; 1471 ~~ 54 2 2| 6] 8,22 3) «59 

se ‘53 | 104) 34) 119} 35) 43) 2| 1| 6} 1} 19 5| 369 

Vermont ‘54 | 61) | 12 60 18 5| | | | 18 1 176 

53) 76) I 17 45 25} 36 1 2) 6} 27) | 243 

Virginia ‘54 8) 618) 6 119) 555) 95 | 90 8 2) 9) 28 2; 1540 

D ‘53 5 431) 122} 495 | 106) 127| 13) 5) 39} 10 19 13) 1385 
Two-Door Station Wagon Added— 24 States Reported 54 23| 8756 80; 1664) 7809; 1922) 2518 206 | 60; 204, +9226} «S598; += :158| 24224 
: : - idd i od ede ; To Date for September ‘53 32; 9413; 133) 2191| 9260/2295] +2792; +~—«-247|:~=—«100| +604] =—298| +518} 191) 28074 

A newcomer this year in the Chieftain 860 series is this two-door station wagon. | Yq, 54 803| 208052 1891 42010| 193122) 48104- 57684| 4268; 1602| _7532|  7280| 10233, 4328) 586909 
Four-door versions are available in the 860 and 870 series. To Date ‘53 1214} 236941| 2453} 61610) 169262} 61416] 70833) 4922} 2568) 17740) 8867] 12873) 5662| 65636! 








New Passenger Car Registrations, 24 States for September, 
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Oldsmobile 
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13 States Previously 54) 550/933] «(1483 ra 1457 6167| 15537] 447) 2617) 18601] 6244) 1400) 15832] 5219) 3630 32325 13 | 208} 317} 500) 920) +410 60723 
Reported for September 53} 749) iiaal 1893 7a 478 mol] 1nee0| 162261 483] 4701 21279] | Sa23/se7| Iza] SOI 3869| 30793} 60) 161] 3741 «595! 66I| 2194] ~—st4a) «71228 
Connecticut 4 Si) Be) a0 aI 433) 934) 1648, 60/312) 2020, 643, —~—«163)—~«283)_—«S7I——4BN| Itt 3) 15, 32) ~«<S0| ~<a) ~—~«d2O|SC« |S 
53] 84] 146] — 230 2 721| 1462; 1480 | 457] 1982 435 45| 1305] 312 -392/ «2489 1321; 45|_—79| 78] 179] ~—57] 6556 
Florida "54, 44) 150) 194) 137) 107) 226) 454) 924) 2406 67| 367 2060, 610) 278) 2784) 736, S41 5149) 7; 12) 38) 57) —«S6| 187) 46) 973 
53] 65 i91| 159 4 301/ 819} 1423; 1869) 70; +~=—«555| 2494] «= 689} += 75| «2094 «=s«372} += 401], «« 3631, ~=Ss18}~Ss«d3]=Sts«i3——sisi4)Ststi«7]sSs«iHH] SCSI 
Georgia , ’ | 59) 130) 304) 544/297; 43) _—<264)—«2504)—GI7,_—*110) 2788369) 451) 4335) | 13) 14) 28) 32) *107) SS) 880 
'53| 27 82 116} 305 7 i 1860) 2 486; 2378; 507) 27| + 2429| 248 493! 3704| 8) 23} 31j 62 38 178 15| 7744 
Maine 54) a o| 33 ali 83} 150) a7 93) 529) 165) 40|~«+S23" 1on|. 163) 992 4| é 3) I 5) 1973 
ss a] mlo4 Z| 72 127) 24 S| abel 142/623} «(1664 8! 602 gi! 129; +986) Sst 4| 38] S83 30 76} 6| 2387 
Minnesota 54) 46) ~*156| 202) ~—~*108 a 160) 279) 620) saa a 315, 2645, 831,161, 2200, 643) 448) 44a a 
53) «651 ~—«d36] += 201; ~=s319] +258} +391] +02! +1996] +2293) +~=s«55|~««sS34| «2882 +«=«735| «=S«36}«2447| «= az} —«Ss S02) 4la7) = s3},=Ss«70)~=Stsi34)Ss 7) 2g 5} 9767 
Montana 4,29) ~—=«OT a 30 is; 79) 100) 224) —‘507| 9/85) 601 178) 37, 496) 179 976) nT a) 1 19) 48) 1) 195! 
33) 23] | SS] 30} 71; 168} 301, +473} ~=S st} sta] 34] 17} 520} 112) 65] ~—«&30 i| 6} 25] 32] +26} S88 i| 1940 
Nebraska 4, te) SC ny 73 4) 106) 164-389) «1250 19; 185| 1454) 405, -75| 990) 315) 234) 2019 6 6 12| 32|—OST $4048 
53] 23] 49 95| 561 123; +483, :~=«757|«1298} ~=s«30}_:~=S«s282| «1610 aa 27| 1336) +~—«192)-—=S«.273] «(2190 4| 9] | 29) 29) 107 s| 4799 
New Jersey 54) 112) 282) «364 290 836) 1917 3590) B18) 4544) 4395/3370) 1253| 017/713) z 35| 58) 186) 221; 89) 14892 
‘53! ii, 281 r+ 1734, 3412| 3489 1155| 4744) i102) 3167} 562} 1124) 6049} 17 125] 1751 240) +528] += 75| «15615 
Oklahome 4 3 57, 2 2 9; 224-419) ~—~*1659|~~=«S7|~S~C«S | ~«0983) «Be a8 1642, 542| 372) 3223] Tj 3 7) 6|-27| 80) 10) 5800 
53} 32165]? 147, 467} +«—«-785|~«1453] «= s'34] = «s(382] «1869 +456; += s25| «(1624 «=| +358] 27444 ‘ag 2| 3 1a6| 4| 5697 
Tennessee ‘4, 2 63) 8 a 79| 180) 387) 708) 2434 x 268) 2740, 693) 102| 2473| S43) 416| 4227 | 4 4; 18) 92| 16) 7927 
ee ‘53; 291 681 97] +126] ~—«*1S5| ~=—«270| += 930] 48l| (1693 432] 2155| 572 32| 2169]  225| 394, «3392 9 21 45] S29] 180 6 ie 5 

Vermont 54 a | a 9 os) e)C«|SSC*C<“‘t SSC 186 8) 165, 38) —«a7)—SCO i 3 5 4 4 
| pi z 32 uN | a 214 a z 247, 7 4) 236] a2] a7] 4 2| | 2 4 ia| EH $60 
24 States Reported 3 7 daa) 7962 1977| 1610 3210) wei nals ant doaa7 12642 ei usts) ro709 7856; 68702) 32) 204 7) $12) 1055) 2016 130139 
To Date for September 53} 1264] 2152| 3416] 3587| 2936 eal 2aze| 32790 i 9181| 42897 947| 35654 son7| 6138! 355 317] 1429] 4174] 373 142315 
Year | ze247| $0183) 85400| 71643| 53654) 105299) 267842 516430| 960161 204039) 1190726 saat 962575| 283925] 243761|1931736| 971) 6634) 13512) 21117 29403) a) 18319) 3861567 
To Date '53| 51073| 110962) 162035| 112092| 86878| 215091| 421392| @35453| 714335 i77434| 922671| 329868] Jsse9] Sso9et| 2sssa2| eser9| laz7a29| 9367] 19090 Saas] asloel S7e48 116492| 23424 |4058552 
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180-Horsepower V-8 Added .. . 


‘55 Pontiac 





Ushers In 


109 New Features 


(Continued from Page 42) 


the rear window and the “vogue” 
two-tone color lines accentuate the 
lines. 

Making up the front end, styled 
after the experimental Bonneville 
Special, it has a massive bumper in 
three parts. Twin Silver Streaks 
sweep back from the radiator grille 
along the hood to the windshield. 
Crescents above the headlamps, 
new parking lamp bezels and a fly- 
ing-wing hood ornament complete 
the front end. 

* * + 


ELOW the windshield, the new 

ventilation intake extends the 
width of the cowl. Well above ex- 
haust fumes and road dust, this ar- 
rangement also eliminates the longi- 
tudinal air ducts from the engine 
compartment, making added room 
under the hood for the powerplant. 

Stainless steel rub mouldings 
run from directly below the win- 
dows of the front door, diagon- 
ally to the middle of the front 





Valve Train— 


This view of Pontiac's ball-pivot valve 
train shows the hydraulic lifters; steel push 
rods that are hollow and lubricated at 
each end; dual valve springs; fully ma- 


chined combustion chamber, and large 


quench area. 
e. ~@ 


doors, and sweep back to termi- 


nate .at the tail-lamps. This 
moulding forms the divider for 
the Vogue two-tone color com- 
binations. 

The twin silver streak theme is 
repeated over each rear fender fin. 
The trunk door handle has a wing- 
and-circle motif. The rear bumper 
consists of two impact bars with 
raised center bar which holds the 
license plate bracket. 

The front seats of all models are 
three-inches wider. There is also 
more head room over rear seats. 
Additional rear seat leg room is 
provided in the convertible and the 
three-seat station wagon. 

= * . 


T= instrument panel has scien- 
tific lighting, strategic place- 
ment and aircraft design of instru- 
ments, recessed control knobs and 
anti-glare provisions. 

The surface of the instrument 
panel sweeps across the front pas- 
senger compartment emphasizing 
the contour of the panoramic wind- 
shield. The top surface rises slight- 
ly over the speedometer and con- 
tinues around to join with mating 
garnish mouldings on the door for 


Thunderbird H. P. 
Put at 190, or 198 
With Fordomatic 


DEARBORN.—Ford’s new Thun- 
derbird sports car is being deliv- 
ered with an engine rated at 198 
horsepower equipped with Fordo- 
matic drive, and at 190 horsepower 
equipped with standard or over- 
drive transmission, according to 
R. S. McNamara, assistant general 
manager of the Ford division. 

The Thunderbird, with a plastic 
hard top as standard equipment, 
has a suggested list price of $2,695 
and an advertised-delivered price 
of $2,944. The car is available with 
a convertible top for an additional 
$75.30, including Federal tax. 

With both hard and soft tops, 
the Thunderbird costs $290.30 
extra. 

The car’s 292-cubic-inch engine 
has 3.75-inch bore and 3.30-inch 
stroke. Compression ratios are 8.5 
to 1 with Fordomatic and 8.1 to 1 
with standard transmission. 





compartmentalized effect. Pontiac’s 
new “safety arc” speedometer has 
a continuous red curve instead of 
the conventional needle to indicate 
speed. 

The glove compartment occu- 
pies the center of the instrument 
panel for easy access. The inner 
surface of the door is recessed 

for containers and serves as a 
tray when open. 

Upholstery fabrics include three 
types of nylon material, leather, 
Morrokide, wool and plastics. 

A heavier frame is used this 
year. On the convertible an extra 
channel of steel welded to the 
frame side bars form a boxed cross 
section, increasing the frame’s re- 
sistance to twist and bending. 


® * * 


Also changed for 1955 are the 
front suspension, new steering 











View of V-8— 


The new 180-horsepower Strato-Streak 
V-8 engine has had more than three mil- 
lion miles of road and dynamometer tests, 
Pontiac says. The overhead-valve engine 
has a compression ratio of 8 to 1 and a 
displacement of 287 cubic inches. Pon- 
tiac’s top horsepower last year was 127. 

* * * 


mechanism, parallel rear springs 
and shock absorbers. Tubeless tires 
have been adopted as standard 
equipment. 

The front suspension with verti- 
cal king pins, and the new recircu- 
lating ball type steering combine 
to assure easier steering and better 
cushioning from road shocks, Pon- 
tiac said. Parallel rear springs are 





CIX reasons for the 


superior performance of 


fins oom DINE 
TANDEM 







yee 
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1 Designed Specifically for 
Tandem Operation, 


Eaton Tandem Axles are not subject to 
abnormal stresses or complicated lubrica- 
tion problems. 


2 Single Drive Line 


on a normal angle gives a direct lead from 


power divider 


to rear axle; simplifies 


design, eliminates excess parts, minimizes 


maintenance. 


3 Rugged Power Divider 


mounted on forward axle, is of simple 
design; provides for transmission of power 
equally to both axles. 





EATON 









eal 


said to reduce car roll and improve 
handling on curves. 

Several changes have been 
made in the 1955 Hydra-Matic to 
give it smoother shifting. The 
front planetary gear ratio has 
been raised from 1.45:1 to 1.55:1 
for better acceleration and 
passing safety. 

In the accessory line, Pontiac 
again offers power steering, power 
brakes and air-conditioning. 

The defroster and underseat 
heater have changed to take ad- 
vantage of Pontiac’s cowl ventila- 
tion system and its new 12-volt 
electrical system. 

The V-8 engine has hydraulic 
valve lifters, a harmonic balancer 
and a completely machined anti- 
knock combustion chamber with 
large quench areas for quiet opera- 
tion. 

Pontiac’s new 180 horsepower 
compares with last year’s top of 
127. 

Among the engine’s innovations 
is pressure-suction crankcase ven- 
tilation, which forces water vapor 
and gases from the crankcase. An- 
other is its reverse-flow gusher 
valve cooling system which feeds 
water directly from the radiator to 
the cylinder head, the hottest part 
of the engine, and from there to 


43 
the cylinder block, or coolest por- 
tion. 


A third is its quad-gallery, full 
pressure lubrication system de- 
livering oil under jure to 
crankshaft, connecting rods, 
camshaft bearings and to the 
valve actuating mechanism. A 
new ball pivot valve rocker arm, 
which requires ‘no manual adjust- 
ment, is a fourth development. 

The right-hand bank of cylinders 

is cast slightly forward of the left 
bank. This arrangement’ permits 
location of the distributor slightly 
right of center at the rear of the 
engine so that force of the cam- 
shaft drive gear on the distributor 
is upward. 





Chevrolet and Prestone 


To Air Vote Returns 

NEW YORK. — Two automo- 
tive firms will join in sponsor- 
ship of election returns tomorrow 
night (Nov. 2) on radio and tele- 
vision. 

Chevrolet will sponsor ABC 
radio and television coverage. 
Alternate half-hours on CBS will 
be sponsored by Prestone. 




















Ly DRIVE 
AXLES 





4 inter-Axle Differential 


in power divider assures equalized power 
transmission even though wheel speed 
may vary due to road irregularities or tire 


diameter variations. 


5 Differential Lock-out 


between forward and rear axles (optional 
on some models) provides positive drive 
to each of the axles, when required because 
of soft or slippery road conditions. 


6 Maximum Strength 
with Minimum Weight 


is achieved through 


simplified design, 


experienced engineering, and accurate 


fabrication. 


Eaton Tandem Drive Axles provide trucks with greater 
load capacity—reduce tire and operating costs. 








AXLE DIVISION 
MANUFACTURING 





COMPANY 


CLEVELAND, OHIO 


¢ ; PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets » Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings * Heater-Defroster Units « Snap Rings 
Springtites «Spring Washers » Cold Drawn Steel *Stampings « Leaf and Coil Springs «Dynamatic Drives, Brakes, Dynamometers 
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A Few °55 Models Reduced . 





Chevrolet, Pontiac Prices Up 


By Bob Sheldon 
Associate Editor 

N A MOVE that reverberated 

throughout the industry, Gen- 

eral Motors last week led off the 

Big Three’s 1955 price announce- 

ments with boosts on virtually all 

models in the Chevrolet and Pon- 
tiac lines. 


A few models—Chevrolet sta- 


moderate decreases. The price 
tag on Chevrolet’s plastic-body 
Corvette sports car was slashed 
by around $700 to meet the chal- 
lenge posed by the introduction 
of Ford’s new Thunderbird. 

Overshadowed by the car-price 
developments, but nonetheless sig- 
nificant, was a cutback in power- 
steering prices. Chevrolet’s unit 
now retails at $91.50, including Fed- 
eral tax, and Pontiac’s at $107.50. 
No comparable steering aids in the 
industry are priced lower. 

* * * 


eee” car prices were 
advanced $6 to $62 at the ad- 
vertised-delivered level, except for 
a pair of station wagons which 
were reduced $6 and $21 respec- 


Pontiac’s increases ranged from 
$24 on station wagons to $62 on 
other body types, but the 1955 
lineup’s two Catalinas, which are 

expected to account for 40 per- 





NUCDA Reports 
Drop in Stocks 


DETROIT. — A marked decline 
was noted in used-car sales in Sep- 
tember, according to R. W. Work- 
man, president of National Used 
Car Dealers Assn. 

The association’s monthly sur- 
vey revealed that sales dropped 6.3 
. percent from August and that in- 
ventories showed a drop of 2.9 per- 


cent of all Pontiac production, | horsepower to 180 is priced at| © 
lowered $59.20 ‘g 


were $57 and $58. 
The revision in car prices repre- 


Pontiac's power window lifts are 


sents, at least in part, the boost| now four-way affairs and sell for 


necessitated by GM’s leveling-off of 
freight rates to distant points. 

Unofficially, it was said that the 
new freight program ate up $20 per 
car of the Chevrolet increases. On 
the other hand, some reports had 
it that Pontiac’s hikes failed to 
compensate the factory in full. 

e * * 


OME odd circumstances are 
posed by the new price sched- 
ules. On the basis of current lists, 
Chevrolet is noticeably undersold 
by the arch-rival Ford, although it 
must be granted that the latter still 
is in its 1954 season. 

For 1955, Chevrolet’s lowest- 
priced four-door sedan, with six- 
cylinder engine, is $1,728. Equip- 
ped with the new V-8 power 
plant, this car costs $99 more— 
a price differential that applies to 
all Chevrolet body styles when 
the eight-cylinder unit is substi- 
tuted for the six. 

Including an $18 retail boost that 
followed revamping of Ford’s 
freight charges, a 1954 Ford six- 
cylinder four-door is offered at $1,- 
718.50. A V-8 job is optional at 
$76.50 extra. 

- * > 

PSs too, passes a milestone. 

With its 1955 series devoted ex- 
clusively to V-8s, Pontiac officially 
leaves the six-cylinder field. Com- 
paratively few sixes were built for 
1954—-some on Government order— 
but the old Chieftain Six Special 
grouping included a two-door sedan 
for $1,968.36. The division no longer 
has a car priced at less than $2,000. 

Powerglide on the Chevrolet 
and Hydra-Matic on the Pontiac 
continue to be priced at $178.35. 
Among new optional equipment, 
Chevrolet air conditioning is $565, 
and a power-window and power- 
seat package is $145.30. The pack- 
age for stepping up Chevrolet’s 162 
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manufacturers ought 
to know 


FACTS 






you have greater protection 
from production delays when 
you receive component parts 


VIA AMERICAN 


Today—with suppliers of component parts only hours 
away by air, you have greater protection from pro- 
duction delays. Inventories can be cut to a fraction, 
freeing capital and providing savings on warehous- 
ing. This is a job airfreight can do for any manu- 
facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 


other Airline! 


AMERICAN AIRLINES “ 


Aeneas Leading Airline 


$96.80. 

* i 5 
OLLOWING are Chevrolet’s ad- 
vertised-delivered prices for 

1955, as compared with those for 

1954. For V-8 engine, add $99 to 

the ’55 price of any model. 
ONE-FIFTY 


Model 1955 1954 
4-door sedan ............ $1,728 $1,680 
2-door sedan 1,685 1,623 
Utility sedan ............ 1593 1,539 
4-dr. station wagon None 2,020 
2-dr. station wagon 2,030 None 

O-TEN 
4-door sedan ............ $1,819 $1,771 
2-door sedan 1,775 1,717 
Club coupe ............. 1,835 1,782 
2-dr. station wagon 2,079 None 
4-dr. station wagon 2,127 2,133 
BEL AIR 
4-door sedan ......... $1,932 $1,884 
2-door sedan ......... 1,888 1,830 
Sport coupe ........... 2,067 2,061 
Convertible .............. 2,206 2,185 
4-dr. station wagon 2,262 2,283 


An advertised-delivered price for 
the Corvette was not available im- 
mediately. However, the factory 
list price of $2,575 (not including 
Federal tax or dealer delivery and 
handling charge) reflected a $675 
reduction from the 1954 price of 
$3,250, and there will be a further 
saving to the buyer in the form of 
a Federal-tax provision lower than 
last season’s. The factory list price 
of the Ford Thunderbird is $2,695. 

ca + + 
INTIAC’S advertised- delivered 
prices for 1955 are: 

CHieFTAIN 860—Four-door sedan, 
$2,163.62; two-door sedan, $2,105.45; 
two-door station wagon, $2,434; 
four-door station wagon, $2,518. 

Chieftain 870 — Four - door se- 
dan, $2,267.51; two-door sedan, 
$2,209.32; Catalina, $2,334.99; four- 
door station wagon, $2,603. 

Star Cur De.tuxe — Four - door 
sedan, $2,362; convertible, $2,691. 

Star Curr Custom — Four-door 
sedan, $2,455; Catalina, $2,499. 

* * *x 


To Pontiac prices in effect dur- 
ing the 1954 season were: 
| CHrertain Srx Specia.c—Four-door 
sedan, $2,026.64; two-door sedan, 
$1,968.36; four-door two-seat station 
wagon, $2,364; four-door three-seat 
station wagon, $2,419. 
Chieftain Six Deluxe — Four- 
door sedan, $2,130.53; two-door 


sedan, $2,072.28; four-door two- 
seat station wagon, $2,504. 
| CHrerrain Eicut Specia, — Four- 


| door sedan, $2,101.62; two-door se- 
dan, $2,043.45; four-door two-seat 
station wagon, $2,439; four-door 
three seat station wagon, $2,494. 
CurerTain Eicut De._uxe — Four- 
door sedan, $2,205.51; two-door se- 
dan, $2,148.32; four-door two-seat 
| station wagon, $2,579. 
| Star Chief Eight Deluxe—Four- 
| door sedan, $2,301; convertible, 
$2,630. 
Star Curr EicgHut Custom—Four- 
door sedan, $2,394. 
Catatina — Chieftain Six Deluxe, 
$2,316.30; Chieftain Six Custom, 


$2,382.43; Chieftain Eight Deluxe, 
$2,391.99; Chieftain Eight Custom, 
$2,458; Star Ghief Eight Custom, 
$2,557. 








Freed, California Leaders Confer— 


Charles C. Freed (seated, left), president of NADA, confers with dealer-body leaders 
in Los Angeles on important questions of the day. Seated. with him are Frank T. 
Bradford (center), president of the Motor Car Dealers Assn. of Southern California, 
end Walter B. Cooper, chairman of the NADA public relations committee. Standing 
(from left): Dean Chaffin, NADA director from Montana; Ray D. Wilson, president of 
the Los Angeles Motor Car Dealers Assn. and director-elect from southern California; 
G. B. Wallace, NADA director from Oregon, and Spencer T. Honig, past president of 


the Los Angeles group. 





DETROIT. — Lower prices plus 
attention-getters — ranging from 
beautiful girls to free ginger ale— 
combined to make the introduction 
of the 1955 models very successful 
for most Detroit-area Studebaker 
dealers. 

Despite almost steady rain 
Oct. 7 and 8, the two introduc- 
tory days, most dealers reported 
that showroom traffic was un- 
usually brisk and that sales were 
good. A factory official estimated 
that 25 to 30 percent of the new 
cars in Detroit were sold the 

first two days. 

Probably the splashiest introduc- 
tion was held at Joe Scudiere, Inc., 
where five beautiful models, a 
sound car, a huge spotlight and a 
large amount of advertising was 
used to attract hundreds of visitors. 

Leonard Cusenza, manager, said 
that six orders were taken and 
that a lot of good prospects were 
lined up. 


Cusenza said that, although | 


cars were a little scarce at in- 
troduction time, the factory had 
promised one-week delivery on 
all orders. Scudiere received 
eight of 12 cars which he initi- 
ally ordered. 

Jerry McLeod, of McLeod, & 
Son, in suburban Royal Oak, 
declared that the new Studebaker 
received the most enthusiastic wel- 
come since the firm got its Stude- 
baker franchise 15 years ago. 

He said that his seven regular 
salesmen, plus an extra man who 
was temporarily called in, talked 
with 500 or 600 people during the 
three-day introduction and that or- 
ders were taken for 22 cars. 


Said McLeod: I think most of 
the interest is due to the price 





Mississippi Dealers Name Officers — 

From left: Sidney Robinson, new secretary-treasurer of the Mississippi Automobile 
Dealers Assn.; Walter Kiplinger, NADA public relations director; James Yarnall, NADA 
first vice-president; L. Flowers Hamrick, NADA director for Mississippi; S. G. Kossman, 


MADA industry relations committeeman, and L. V. Pringle, vice-president. 


Studebaker a Detroit Hit 


Lower-Priced ’55 Models Met by Upturn 
In Traffic and Sales, Dealers Say 








reductions. Many people have 
considerable respect for the 
Studebaker. Now that the price 
is more competitive, I think 
they’ve decided to reconsider our 
car, at least. Even the finance 


“companies are going along and 


accepting more deals from us.” 


Walter Husak, of Husak Broth- 
ers (Studebaker - Packard), said 
that the '55 Studebaker got a nice 
reception, attracting about 2,000 
lookers and 14 buyers the first two 
days at his showroom. 

The firm, which had been a 
Studebaker dealership for some 
time, acquired its Packard fran- 
chise several weeks ago and is be- 
lieved to be the first S-P dealership 
in Detroit. 


Husak commented that the 
new President line was attract- 
ing considerable attention. He 
said his company had sent out 
300 invitations to the showing. 

One dealer reported that, while 
he hadn’t made a huge number of 
deals, the ones he did make were 
profitable. This dealer expects that 
many first-day. shoppers will be 


| back following the introduction of 


the other makes. 


A spokesman for Victory Motors 
(Studebaker) declared that, despite 
the two days of rain, his showroom 
was filled most of the time. He 
said that the firm took 10 orders. 


Murphy Motor Sales, which 
served ginger ale and cookies to 
300 visitors, reported that show- 
room traffic was much greater 
this year than it was last year. 

Several other dealers said they 
expected a real “shot in the arm” 
in two or three weeks when a new 
model —the President Special — is 
introduced. 

According to these dealers, this 
car will cost an extra $465, will 


| have a 220-horsepower engine, wire 


wheels, all power assists as stand- 


‘ard equipment and a speedometer 


capable of registering 160 miles per 
hour. 





Plant City TV Shows 


Set by Chrysler Corp. 


DETROIT. — Chrysler Corp 
will preface its 1955-model intro- 
duction week Nov. 7, with half- 
hour telecasts addressed to it« 
160,000 workers in Detroit and 
six other plant cities. 

Filmed in Detroit, Hollywood 
and New York, the program wil! 
include appearances by Presi 
dent L. L. (Tex) Colbert, Grouche 
Marx, Danny Thomas, Jea: 
Hagen, Roy Rogers and others 
Detroit’s “employe meeting” wil 
be transmitted at 1 p.m. ove 
WJBK-TV. 
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OLDSMOBILE 


BRAND NEW 


Genuine 6-cyl. 


Fire Power Engines 


For 1937-48 
F.0.B. 


51 acta 





Consists of Motor Block, Pistons, Pins, and 
Rings, Connecting Rods and Bearings, 
Crankshaft and Bearings, Camshaft and 
Bushings, Timing Gears and Chain, Valves, 
Springs and Lifters. 


KAISER BROTHERS 


1540 So. Figueroa St. 
Los Angeles 15, Calif. 


The largest Oldsmobile Dealer in the West. 
We regularly stock 12000 Part Numbers. 
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i your automotive audience 4 
i Waste circulation in mass 
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media eats up ad dollars. Get ‘ 
: the lowest costs per thousand 
readers by talking to car 
; owners only —in CAR LIFE 
Magazine. Each reader aver- 
ages over 18,000 car miles a 
year, spends $559 per car. 
Send for Car Life’s complete 
market survey today. 
MOTOR PUBLICATIONS, 
270 Madison Ave., New York 


PORTABLE 
AUTO TURNTABLES 


Amazingly low in price and easily 
set up by you—ANYWHERE. 


As simple as that—AMER-STAGE portable 
turntables now bring top-flight showman- 
ship within the reach of every car deal- 
er's budget. Best of all, they can be 
quickly and easily moved to any spot you 
choose. 

Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. 

Write for illustrated folder No. 7 
AMERICAN STAGE 
EQUIPMENT, INC. 

805 East 134 St., Bronx 54, N. Y. 





“Ai-Wewion baetin, Gah Gane 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. 6 
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Arkansas Dealers Choose 1955 Officers— 


In front row (from left) are John H. Bale, Little Rock, retiring president of the 
Arkansas Deolers Assn. and now chairman of the board of the insurance trust depart- 
ment; Tom S. McNeil, Rogers, president; Russell Marks, El Dorado, first vice-president; 
Van White, Little Rock, treasurer, and George H. Benjamin, executive secretary. Back 
row: Roland Hughes, Jonesboro, NADA director; Wayne Chitwood, Hot Springs, vice- 
president, third region; W. C. Whitfield, Fayetteville, vice-president, first region; C. W. 
Scarbrough, Pine Bluff, vice-president, fourth region, and Kendall Moore, Newport, 


vice-president, second region. 





Controlled Selling Urged 


Arkansas Convention Told Merchandising Zest 
Rests on Education of Staff 


LITTLE ROCK, Ark.—Problems 
of sales managers and highway de- 
partment officials and the Wash- 
ington scene as it affects the auto- 
motive industry were reviewed 
during the 20th annual convention 
of the Arkansas Automobile Deal- 
ers Assn. here last week. 


The “controlled selling” system 
developed by Vince Baker, Pueblo 
(Colo.), sales expert, was slanted 
specifically toward the needs of 
a retail auto and truck dealer. 

The speaker urged sales mana- 
gers to develop the potentialities 
of their salesmen through a com- 
plete sales training method, with 
definite responsibilities accepted by 
the dealer, the sales manager and 
the salesman. 

The dealer must set up the basis 
of a successful car merchandising 
plan by establishing an objective, 
determining his market penetra- 
tion, hiring a sales force, training 
salesmen, setting up an advertising 
and display policy and formulating 
a used-car reconditioning plan, 
Baker said. 

The sales manager must use the 
sales meeting to put this plan into 
action by transferring ideas from 
management, creating enthusiasm 
and developing competitive spirit. 

The salesman must familiarize 
himself with his product. 


Under present selling condi- 
tions, Baker said, each salesman 
must produce 10 prospects for 
each sale he completes. This 
means that he must spend his 
time productively on the floor 
and on the lot, in order to be- 
come a consistently high pro- 
ducer. 

Walter B. Cooper jr., of Collins, 
Colo., former chairman of the Colo- 
rado Highway Commission and a 
director of NADA, declared that 
“the public is willing to pay for 
good roads, but the politicians are 
afraid to follow their lead.” 

R. D. McKay, of Wichita, Kans., 
past president of NADA, gave the 
keynote address as a substitute for 
Frederick J. Bell, executive vice- 
president of NADA. 


M. J. Harrison, legal counsel 
for the Arkansas group, dis- 
cussed legislation which prob- 
ably will be presented to the Leg- 
islature next January. 

The association adopted a me- 
morial resolution commemorating 
the services of Forrest L. Dunn, 
Trumann Chevrolet dealer; Orville 
A. Cheek, Swifton Chevrolet dealer, 
and Ralph Smoot, Fordyce Chevro- 
let dealer, who died during the past 
year. 


Tom S. McNeil, of Rogers, was 


elected president. He succeeds John 
H. Bale, of Little Rock. 


Russell Marks, of El Dorado, 





was named first vice - president; 
Van White, of Little Rock, treas- 
urer, and George H. Benjamin, ex- 
ecutive secretary. 











lerge Buick and Cadillac . Ob De Coe 
Slightly ‘Higher $13.50 whee 6 Give Make 


TRUCK TOP CO. 





12186 Petoskey, Detroit 4, Michigan PHONE: WEbster 3-1613 
Manvtacturers of Stake and Pick-Up Tops 
SINCE 
1908 
See this 
ad ina 







1000 places 


OUEST 
BRAKE LINING 
pémericas Finest { 


Made by an ORGANIZATION OF ENGINEERS, with laboratory 
testing equipment second to none, and the World's Largest and Tough- 
est Proving Grounds—the Western Mountain Ranges. From Holly- 
wood to Manhattan — Demanded by Fine Car, Bus and Heavy Trans- 
portation Owners. Get the BEST for a Few Cents More. Cut Costs — 





Regional vice-presidents are | Prevent Accidents — Save Lives! Dealer inquiries invited. Write or wire. 


W. C. Whitfield, Fayetteville, first 


region; Kendall Moore, Snes A LAHER 


second; Wayne Chitw 

Springs, third, and C. Ww. ‘auan 
brough, fourth. Bale became 
chairman of the board of the in- 
surance trust department. 


New three-year members of the 
board are Joe Baskin, Magnolia; 
James Martin, Dumas; Gordon 
Love, Hughes; C. B. Wood, Osce- 
ola; Sam Holt, Mammoth Spring; 
Virl Hudspeth, Harrison; Dick 
Steel, Conway, and Walter Jen- 
nings, Little Rock. Hollis Smith, 
DeQueen, was elected to a one-year 
term. 

Roland Hughes, of Jonesboro, 
was elected NADA director. 


Ault Elected Head 

Of Borg-Warner’s 
- e F 

Long Division 

CHICAGO. — Election of T. J. 
Ault as president and general man- 
ager of the Long manufacturing 
division of Borg- 
Warner Corp. in 
Detroit was an- 
nounced here last 
week by Roy C. 
Ingersoll, presi- 
dent of Borg- 
Warner. 

J. Rodger Dry- 
den, formerly 
president and 
general manager 
of Long, becomes 
chairman of the 
board of the division, succeeding 
J. Lester Dryden, who is retiring. 

For the present, Ault also retains 
the position of president and gen- 


T. J. Ault 


eral manager of Borg-Warner’s 
Detroit gear division, it was an- 
nounced 


Ault became president of Detroit 
Gear last March. He had come to 
Detroit Gear as vice-president and 
assistant general manager in 1953. 
He previously had been vice-presi- 
dent and purchasing agent of the 
Warner Gear division in Muncie, 
Ind. 


The retirement of three other 
Long division executives also was 
announced. They are M. J. Brink- 
man, formerly executive vice-presi- 
dent; L. J. Loranger, formerly a 
vice-president, and W. F. Burgess, 
formerly secretary-treasurer. 

Royden Walters, secretary-treas- 
urer of Detroit Gear, will now also 
serve as secretary-treasurer of 
Long. 






INDUSTRIES PRODUCT 


LASCO BRAKE PRODUCTS CORP. txcano %, cours 


Another 


RUBATEX 











Application 


Every day automotive engineers are finding new appli- 
cations for RUBATEX Closed Cellular Rubber to 
cushion out sound and isolate vibration and shock. 


The inert nitrogen, retained under pressure, within 
closed cells and sealed with tough, live rubber, 
team up to give RUBATEX double action “air cushion- 
ing’ — quick recovery from compression — ability 
to cushion out sound and soak up 
shock, again and again. 


When you have a “sound” application 
— check the superior advantages of 
RUBATEX first! 


For air that protects 
—vuse Rubatex! 


Or 





Write for our latest catalog, Dept. AN-11, 
Great American Indugtries, Inc., Rubatex 
Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 
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WITH KIM HOTSTART installed on your trucks you 
don’t need heated terminals. These inexpensive elec- 
tric pre-heaters circulate hot water through engines 
when they aren’t in use. Engines remain warmed-up 
and ready with full power at the touch of the starter. 


KIM Hotstart saves money in other ways: 
Reduces engine wear and depreciation. 
Prolongs life of batteries. _ 
Increases mileage from fuel. 


There’s a KIM Hotstart for every gasoline and 
diesel engine. To get the details of how you 
can save the construction and maintenance 
costs of heated terminals and improve the out- 
put of your equipment, see your 
leading automotive supplier. 
Or write for literature. 










Four models — 
Easily installed 


WASHMOBIL 


SAVES TIME, SAVES SPACE, 


BUILDS BUSINESS! 








No other equipment matches it—One Wash a Day Pays For it. 


This precision-engineered, special-purpose equipment will in all 
truth perform mechanical magic in your washbay. Designed for 
volume car washing, it saves time, speeds deliveries, cuts costs. 

Washmobile lets you make the most of valuable floor space. It fits 
your bay without alterations, rolls out of the way when not in use, 
clears space for other work, eliminates washrack bottlenecks. 

Spotlessly clean cars delivered on time win customer goodwill, 
step up service, accessory and other sales. Money-maker on its own, 
Washmobile’s extra traffic expands business in all departments. 

Ie costs little to mechanize with Washmobile. Actually, one car 
wash a day will pay for it! Write for our catalog and specifications. 


WASHMOBILE CORPORATION 








| 11-1-AN 

| WASHMOBILE CORPORATION 
| 276 HALSEY STREET 
NEWARK 2, N. J. | 
| Gentlemen: 
| PLEASE SEND YOUR REPRESENTATIVE [) 
PLEASE SEND YOUR CATALOG oO | 
NAME OF FIRM____ ca 
; I a a x j 
ADDRESS____— = 
re STATE___ PHONE 
| — 
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Market Key, ASBE Told... 





Beauty Called Tops 
As Auto Seller 


By Mac Gordon 
News Editor 
| REAUTY is today’s ruling sales 
factor in new-car showrooms 
and on used-car lots, stylists and 
body engineers agreed last week. 
Stressing the upsurge of eye 
appeal were speakers before the 
annual Detroit convention of the 
American Society of Body Engi- 
neers. 


Convention audiences were 
told repeatedly that 1954-model 
sales statistics confirmed a faster- 
than-expected public acceptance 
of modern body designs, flashier 
colors and wraparound wind- 
shields and backlights. 

Typical of statements in major 
presentations before the society 
were the following: 

1.“The American people are 
more design-conscious than ever 
before in our country’s history, and 
that design consciousness is in- 
creasing daily,” by William L. 
Mitchell, director of General Mo- 
tors’ styling section. 

+. * * 
2 “THE average male igs just 

* emerging from the ‘dark age’ 
of color and is now entering a 
renaissance; this (new male) atti- 
tude toward color in clothing has 
applied itself to almost everything, 
including automobiles,” by Gene 
Bordinat, Lincoln-Mercury car 
styling chief. 


8. “The public has voted for 
the wraparound. Stylists who in 
the past have made a bad guess 
or two, along with a lot of good 
ones, this time really hit the 
jackpot,” by John W. Anderson, 
president of Anderson Co. 
4.“Above all, the automobile 
stylist must possess an esthetic 
sense that enables him to visualize 
and create in three dimensions— 
form, shape and a proportion 
which will express the desired 
quality which may be the feeling 
of massiveness, fleetness or per- 
haps the bold mechanical look as- 
sociated with power and high per- 
formance,” by Duncan McR@e, 
Kaiser-Willys director of styling. 


5. “The coming of the Panoramic 
windshield, its advent, improve- 
ment, adaptation to mass-produc- 
tion methods and its acceptance 
by the public have been one of 
the great achievements of the com- 
bined talent in the automotive and 
glass industries,” by Dr. George B. 
Watkins, Libbey-Owens-Ford Glass 
Co. director of research. 


+ al * 

A HIGH spot of the convention 

was the presentation of 
awards to winners of the society’s 
drafting contest. The presentation, 
made by ASBE President Gordon 
J. Lawton, of ‘Packard, was made 
after a special duPont synthetic 
fiber showing. 

Gordon M. Buehrig, Ford Con- 
tinental division body engineer, 
predicted that rear engines and 
front-wheel drives will feature 
“some” cars in 1970. More cars will 
be using independent suspension 
in the rear and unit body frame 
construction by then, and “com- 
fort” extras will be greatly im- 
proved, he added. 

Buehrig foresaw a big expansion 
in the auto market within the next 
decade with the growth of two- 
and three-car families. It’s not 
too early to begin development of 
1970 models, he said. 

Mitchell, whose presentation 
dwelt on the bonds between auto 
design and marketing, declared 
that “the public is far ahead of 
what we think they want.” 

“If there is anything that we 
as engineers and designers are 
working together toward,” the 
GM stylist said, “it is to make 
this automobile a more beautiful 


car. 

“It is the same with furniture. 
I believe modern furniture has 
only come into its own now be- 
cause the designer has finally 
stepped up and made the furniture 
what it really is. In other words, 
it wasn’t a case of the public be- 
coming educated in modern de- 
sign; it was the case of a design 


being put into shape where it was 
desirable to the public.” 

Mitchell observed that the 1954 
market sent hardtop designs to 
the fore and made wraparound 
windshields a 1955 “must.” He fore- 
cast that hardtops would account 
for 60 percent of 1955 car sales. 

“Good design,” the speaker as- 
serted, “continues to sell even on 
the used-car lot. Any survey con- 
ducted will show you that any 
well-designed car successful in 
new-car sales continues to be suc- 
cessful on the used-car lot.” 

* a * 

MANAGEMENT has finally come 

around to the belief that de- 
sign creates the market, Mitchell 
said. Flop new-car styles are those 
created by frustrated designers 
working for manufacturers who 
put their own “kiss of death” on 
the product, he went on. 

The end target of new-car de- 
signers, according to the GM of- 
ficial, is obsolescence and used-car 
market turnover. This, he indi- 
cated, makes good cars financially 
possible for millions of persons 
who otherwise might not be able 
to afford autos. 

“Tradition,” Mitchell warned, 
“is the iron curtain that stands 
between the designer and the 
public that is waiting with out- 
stretched arms for something 
new.” 

Bordinat acclaimed the “definite 
trend toward male acceptability of 
color” as a liberator for auto de- 
signers. However, he said that 
psychological and technical factors 
must be resolved before stylists 
can go “whole hog” in the colors 
they use. 

“The stylist may have developed 
a color combination with tremend- 
ous emotional impact,” the L-M 
designer said, “but he must be sure 
that the scheme isn’t so radical 
that it will frighten the color-timid 
public. He must also consider how 
best to introduce this new color 
combination in order to give it its 
best chance for acceptance and 
popularity.” 

. . 

MONG factors to be considered 

in emotional response toward 
color, said Bordinat, are the nega- 
tive attitude toward such shades 
as chartreuse when painted on 
“family” sedans, geographical pref- 
erences, color associations, and the 
close relationship between colors 
and economic trends. 

Technical problems involving 
production facilities and perfecting 
of car finishes, plus two-tone 
matching and interior trim pat- 
terns, “serve to illustrate that 
there is more to painting a car 
than holding a loaded paint gun 
and pulling the trigger,” he said. 

Presenting the woman’s view- 
point on color to the body engi- 
neers was Lucille Pieti, of Chrysler 
Corp. 

Miss Pieti contended that auto 
designers must take into eminent 
account the tastes and desires of 
the American woman, “who con- 
trols (by hook or crook) 80 percent 
of all automobile sales.” 

“Color becomes a deciding factor 
in the purchase of a new automo- 
bile,” because the appearance of a 
car is all that is expected to thrill 
@ woman, she explained. 


“A man’s pride in a car of his 
selection is not always certain to 
survive the reminder of engineer- 
ing deficiency rubbed in repeatedly 
by the disagreeable sight of ugly 
scratches plowed into the glass— 
or of an inadequate wipe,” Ander- 
son stated. 

“That, perhaps, is what some of 
the shrewdest students of 
automobile-owner psychology have 
meant when they said that during 
the past few months that the prob- 
lem of wiping the wraparound 
windshield bears upon the most 
sensitive sales factor of coming 
model years.” 

* = * 
NDERSON refuted notions that 
the competitive market has in- 





duced new-car makers to introduce 
“unsufficiently seasoned” 1955 
models. ‘ 

“Competition ahead will be 
tough,” he declared, “but surely 
not tough enough to justify any 
car maker’s deliberately risking a 
competitive disadvantage in 1956— 
which might be even tougher.” 

Dr. Watkins, speaking for L-O-F 
on the same forum with Anderson, 
called 1954 a “great landmark” for 
the glass industry because of the 
Panoramic windshield’s develop- 
ment and popular acceptance. 


Romney Keynotes 


Rambler Previews 
Starting Nov. 8 


DETROIT. — George Romney, 
president of American Motors, will 
address Nash dealers and press 
representatives in 
five major cities 
Nov. 8-22 during 
the preview of 
1955 Rambler 
models. 

Roy Abernethy, 
recently appoint- 
ed sales vice- 
president of 
Nash, will pre- 
sent the new 
models and out- 
line the com- 
pany’s sales plans for 1955. 

In his first appearance before 
Nash dealers since his election as 
president, Romney will describe the 
purposes, plans and objectives of 
American Motors, as well as a 
projected new approach to auto- 
mobile merchandising. 

The first meeting will be held 
Nov. 8 in Atlantic City for dealers 
from the Philadelphia, New York, 
Boston, Buffalo and Washington, 
D. C., zones. Successive meetings 
will be held in Chicago, Nov. 10; 
Cincinnati, Nov. 12; Kansas City, 
Nov. 15, and San Francisco, Nov. 
22. 


TAPLEY 


BRAKE TESTING METER 
(DECELEROMETER) 


Meets and exceeds every Brake 
requirement in all 48 states ... A 
cants for New York State Motor 
Inspection Stations please 


Price $89.50 Net 


Complete with leather case and clamp. 
Literature on request. 


TAPLEY PRODUCTS 


53 PARK PLACE NEW YORK 7, N. Y. 
(Sole U.S.A, Distributor). 





Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAME: 
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Chevrolet, Pontiac Prices Increased . 


GM Moves to Equalize Freight 


(Continued from Page 1) 


might have on S-P’s own distri- 
bution system. He said the cor- 
poration had not yet decided 
“whether to take any action or 
not to take any action.” 

GM’s new price-freight plan, in 
several respects, differs basically 
from the Ford plan, as follows: 

1. Under the GM setup, one max- 
imum freight charge applies to all 
points in the area where shipping 
costs were cut. It therefore may 
be said to be a uniform freight- 
charge system. Ford adjusted its 
new freight charges on a sliding 
scale. This is essentially an | equal- 
ized freight _—— 

7 + 
9 GM set the starting point for 
freight reductions at 1,200 miles 
from its Michigan plants. Ford 
staked its boundary 1,000 miles 
from Dearborn. 

3. GM price adjustments vary 
more widely among models and 
makes than did Ford’s. There are, 
in fact, price reductions on some 
models thus far announced by GM. 

4, Curtice, in announcing the 
new policy, said that the freight 
reductions would affect about 20 
percent of GM’s volume. The 
Ford changes, it was reported at 
the time of their announcement, 


Ford Freight Cut 
Hits Bootleggers, 
Detroiters Feel 


ya not directly benefiting 
from Ford Motor Co.’s reduc- 
tion in freight charges, Ford deal- 
ers in Detroit last week heartily 
endorsed the action and predicted 
that other makers soon would fol- 
low suit. 


A spotcheck of Detroit Ford 
dealers also revealed that they 
feel the Ford move will: 

1. Make the job of selling Fords 
a little harder in the Detroit area 
because of the $13.50 wholesale 
price increase that accompanied 
the freight-charge cut. 

2. Virtually shut off the small 
amount of income some Detroit 
dealers earn by preparing cars for 
West Coast dealers’ customers who 
pick up cars in Detroit. Dealers 
usually charge $50 a unit for this 


service. 
* > 


3 PUT a serious crimp in opera- 
* tions of the Ford dealers who 
are wholesaling cars. The dealers 
interviewed were strongly in favor 
of this, predicting that it would 
likely eliminate the bootlegging of 
Fords. 


“This is one of the soundest, 
beldest and most honest steps 
that Ford Motor Co. could take, 
and it will go a long way toward 
straightening out the auto re- 
tailing situation,” said Dealer 
Ralph Ellsworth. 

He asserted it is well known that 
a large percentage of bootlegged 
cars come from a small group of 
Detroit dealers. He said that he 
has had the opportunity to sell 100 
cars a month for $75 over invoice, 
but turned down. the offer. 

Ellsworth also stated that he is 
one of the dealers who will lose 
a little profit because of the likely 
termination of the West Coast 
practice of sending customers to 
pick up their cars from Detroit 
dealers. 
* * 

NOTHER ’ dealer said he was 

glad to see dealers of the West 
Coast and other distant points “get 
a break” from this freight-charge 
reduction. 

“This is a good move, and I 
think the other makers will be 
compelled by competition to 
meet it,” this dealer declared. 
“Of course, any factory could 
stop bootlegging by merely order- 
ing their dealers to stop it, just 
like they (the factories) order 
their dealers to cease other in- 
jurious practices.” 

One dealer said that to him the 
most significant conclusion to be 
drawn from the Ford action was 
that all 1955 Fords would be in- 
creased by $13.50 wholesale. 


would affect about 24 percent of 
Ford dealers. 

5. GM’s changes become effective 
with the introduction of 1955 
models. Ford’s applied to 1954 
models, effective immediately, and 
the company did not say whether 
the changes would apply to ’55s 
when they are introduced Nov. 12. 

* * + 


tarncesent of the speci- 
fic new prices and new freight 
charges was delegated to the GM 
divisions by Curtice. Thus far, only 
Chevrolet and Pontiac prices are 
available. 

Chevrolet’s advertised delivered 
price increases range from $6 on 
the Bel Air sport coupe to $62 on 
the One-Fifty two-door sedan. 
Four-door sedans in all three series 
were increased $48. 

Price of the four-door station 
wagon was cut $6 in the Two-Ten 
series and $21 in the Bel Air series. 

The increase in the advertised 
delivered price of Ford was a flat 
$18 on all models. (The boost at 
the wholesale level was $13.50.) 

Pontiac advertised delivered 
price increases range from $24 on 
station wagons to $61 and $62 on 
convertibles and sedans. The price 
of the two Catalinas in the ’55 line 
—which are expected to account 
for 40 percent of Pontiac’s volume 
next year—was cut $57 in the Chief- 
tain 870 series and $58 in the Star 
Chief series. 

Under the Ford policy, the ad- 
vertised delivered price of all Mer- 
cury models was increased an even 
$21 while Lincoln was boosted $28. 

* * * 


oe maximum freight charge 
for Pontiac, a division spokes- 
man said, would average $162 on 
all models. Under the 1954 freight 
rates, Pontiac dealers on the West 
Coast paid approximately $321. 
Dealers there will now save about 
$159. 

Mercury dealers, with their new 
freight charges, are saving $107.50 
on the Coast. Lincoln dealers in the 
Far West are saving $125. 


New prices and freight charges 


for Oldsmobile, Buick and Cadil- 
lac have not been announced. On 
the basis of Chevrolet and Pon- 
tiac rates, however, new flat 
freight charges for the other 
three lines beyond 1,200 miles 
should be about as follows: Olds- 
mobile, $170; Buick, $180, and 
Cadillac, $195. 

A Pontiac spokesman said the 
price increases would not entirely 
offset freight reductions, and that 
the factory would have to absorb 
the difference. A Chevrolet spokes- 
man, however, said that for his di- 
vision the price boosts were more 
than enough to take care of reve- 
nue reductions due to the freight 
cuts. 

The way GM’s plan works out, 
dealers on the Pacific Coast are 
getting a relatively better break 
than are Ford dealers there. But 
in areas nearer the 1,200-mile 
boundary, Ford outlets save rela- 
tively more than do Chevrolet 
dealerships. 

* 2 

N THE belt between 1,000 and 

1,200 miles, of course, Ford 
dealers get a cut, while Chevrolet 
dealers will continue to pay the 
1954 rate. 

Ford, under its sliding scale of 
freight adjustments, left the new 
rates at approximately 65 percent 
of the old rates in all areas where 
the reductions applied. Dealers 
save 35 percent. 

Under the GM maximum-rate 
system, dealers at the most dis- 
tant points save 50 percent, but 
the savings range downward to 
the vanishing point at the 1,200- 
mile line. 


A 1,200-mile circle, drawn from 
the Detroit area, falls across east- 
ern Montana and Wyoming, central 
Colorado, the Texas Panhandle and 
the Central Texas coastline. It cuts 
the Florida — approxi- 
mately at Palm Beach 

The major market areas of Den- 
ver and Dallas fall within 1,200 
miles of Michigan auto factories, 
but Miami is outside. 





Georgia Dealers Get New Officers— 


Shown (from left, front row) are J. C. Lewis, Savannah, new treasurer of the 
Georgia Automobile Dealers Assn.; Clark Lyndon, Tifton, first vice-president; John 
Lander, Atlanta, president, and R. C. Dunlap, Macon, second vice-president. Back row: 
J. T. Anderson, Marietta; Jim Barnett, Savannah, and E. J. Jackson, Brunswick, directors. 





Dealer ‘Depression’ 





Freed Urges Florida Group to Fight for Profit; 
Doesn’t Care Who’s No. 1 in Sales 


JACKSONVILLE, Fla. — Al- 
though their opportunities for 
profit are fantastic, automobile 
dealers are in the midst of a de- 
pression, Charles Freed, NADA 
president, told 600 delegates to the 
Florida Automobile Dealers Assn. 
convention last week. 

“No one can make you or me 
want to make money unless we 
have the determination to do so,” 

he declared. 

Freed said that each dealer, now 
that the 1955 models are appearing 
on the market, should make up his 
mind that he is going to make a 
profit this model year. 

“Let us say,” he urged, “that we 
owe this to ourselves and to our 
families and employes and certain- 
ly to our government. We want ex- 
clusive sale of our merchandise, 
but we don’t care who is No. 1 in 
sales unless it benefits our bank 
account.” 

Freed asserted that the product 
is no longer the important factor 
in the auto industry—distribu- 
tion and selling are the primary 





Causes, Effects of Ford Move Stir Pundits 


ORD MOTOR CO.’S decreases 

in distribution and _ delivery 
charges continued to reverberate 
in the industry last week. 

There was considerable specu- 
lation as to what prompted the 
move, along with discussion as 
to how the cuts would affect 
dealers, car prices and Ford it- 
self. 

On the surface, the most solid 
theory as to Ford’s motive was 
that the company decided that the 
distribution system of new cars 
had haphazardly grown to an un- 
wieldy stage, and that some sort 
of overhaul was necessary. 

* * 


GUrronrans of this theory be- 
lieve that the freight cuts an- 
nounced Oct. 21 were only the first 
step in such an overhaul. They ex- 
pect further action by Ford. 

Another theory offered as an 
explanation for the Ford move is 
that Federal action of some sort 
on auto freight charges was an- 
ticipated during 1955. Supporters 
of this line of reasoning say that 
action initiated by the factories 
could well forestall any U. S. in- 
tervention later on. 


Other rumors and reports were 
bandied about, but most had shaky 
foundations. One popular rumor in 
Detroit was that Ford had learned 
of a General Motors plan to revise 
freight rates and had moved 
swiftly to beat its competitor to 
the punch. 

« 7 
(Cau ATs of this report ar- 
gued that it must be true, else 
why had Ford timed its announce- 
ment at the tail end of a model 
run—an awkward period. 


Those holding a contrary view 
answered that the best time for 
a maker to institute any basic 
price revision is when his deal- 
ers’ stocks are at their lowest 
ebb. It was added that perhaps 
the cut was shrewdly timed to 
help with the cleanup on the 
West Coast, although Ford de- 


nied that its dealers were ex- 
Periencing any cleanup difficul- 
ties. 

Still another theory was that the 
cut was a purely competitive move. 
While aimed largely at the ’55 
models, application of the reduc- 
tion to the last of the ’54s provided 
a running start for next year’s 
race, it was argued. 

” * * 
SOURCE close to Ford man- 
agement said that the cuts 
would have little financial affect 
on the company. The price hikes 
on all cars, he said, about evened 
out freight reductions on a small 

percent of the total. 


He pointed out that, despite the 


Senate’s Inquiry 
Into Bootlegging 


To Resume Soon 


WASHINGTON. — A Senate In- 
terstate Commerce subcommittee 
will revive its inquiry into automo- 
bile bootlegging in the near future, 
Senator William A. Purtell, Con- 
necticut Republican and committee 
chairman, announced last week. 


Other members of the committee 
are Senators Charles E. Potter, 
Michigan Republican; Andrew F. 
Schoeppel, Kansas Republican; A. 
S. Monroney, Oklahoma Democrat, 
and John O. Pastore, Rhode Island 
Democrat. 


A committee spokesman said ex- 
perts are examining preliminary 
testimony taken last July, and will 
be ready to proceed with further 
inquiries and public hearings at 
the chairman’s direction. 

Frederick J. Bell, executive vice- 
president of NADA, said last week 
that he would welcome public 
hearings and thinks “we can get 
Some action by Congress if all the 
facts about bootlegging of cars are 
brought out.” 


cuts, Ford is getting 100 percent 
of the old freight rate on about 
three-quarters of its cars and 
roughly 65 percent of the old 
rate on the remaining quarter. 

Dealers in the affected areas 
were doubtful that the cuts would 
result in any material price reduc- 
tion on Ford cars. Under terms of 
the slash, dealers are not obligated 
to pass along to the customer the 
new savings in freight. 

* x 7 
[jour were practically unani- 
mous, however, in saying that 
the freight cuts gave them a po- 
tent weapon with which to battle 
bootleggers. 

The dealer viewpoint on the 
bootlegging advantage was sup- 
ported by J. B. Van Tassel, Auto- 
motive News dealer business 
counsel, who said, “It will no 
longer be profitable to buy a 
Ford in the Midwest and then 
drive it to California and collect 
the freight difference.” 

The move was viewed with mixed 
emotions by Ernest E. Williams, 
executive secretary of the Auto- 
mobile Dealers Assn. of Portland, 
Ore., who said, “Half a loaf is bet- 
ter than none, but fair trade would 
be a more equitable answer. To be 
specific, we love the cut locally.” 

* am x 
erracr on used-car prices 
varied. In most areas, prices 
were virtually unchanged this 
week. 

In Los Angeles, however, Ford 
dealers cut the price of used ’54s 
about $80. Dealers said that pub- 
lic demand would pretty well 
establish any price reductions 
on earlier models. 

In Seattle, only “slight deflation” 
in used-car prices was reported. 
Portland reported no reductions as 
yet, but said that cuts were ex- 
pected in the near future. 

—Bos Lignert 


problems facing the business 


Declaring that NADA’s primary 
job was to improve dealer rela- 
tions with the manufacturer and 
the motoring public, he added, 
“The strength of NADA is in your 
strength as a transportation mer- 
chant in your area.” 

Vincent T. Baker, of Pueblo, 
Colo., told the dealers at the three- 
day convention, “Successful used- 
car and truck merchandising is the 
keynote to new-car and truck vol- 
ume and dealer profits.” 

Baker said the salesman must 
first “develop” the prospect to 
determine the price he wants to 
pay, then show him one car and 
give it a personality. A salesman 
must sell the car before he sells 
the price, Baker said. 

Suggesting that a salesman in a 
rut be handled like a ball player 
in a slump, Baker said the dealer 
must change the salesman’s men- 
tal attitude, restore his confidence 
and stimulate him to action. 

Walter B. Cooper, NADA direc- 
tor from Fort Collins, Colo., said 
that good roads are important to 
the dealer’s livelihood and -abso- 
lutely necessary to his customers. 

He urged the Florida dealers to 
become “a one-man campaign for 
better highways in your state. 
Since the war there have been 
more miles of automobiles built 
than there have been miles of 
roads.” 

“You spend more money on in- 
surance for your automobile than 
you spend for streets and roads,” 
Cooper remarked. 

At a dealer clinic, Joe Blank, a 
dealer in West Palm Beach, said 
that “curiosity” is the most impor- 
tant word in the dealer’s language. 

By applying curiosity to one’s 
problems, he explained, the reasons 
for the problems may be discovered 
and the trouble corrected. 

Walter McRae, NADA director 
from Jacksonville, said that he be- 
lieves that more dealers will be go- 
ing out of business in 1955 than in 
any of the past 25 years. 

A labor relations expert, Wal- 
ter Fisher, of Atlanta, declared 
that auto dealerships constitute 
one of the biggest fields remain- 
ing to be unionized. 

Fisher cautioned the dealers to 
treat their employes fairly and to 
consider them as part of their pro- 
gram in doing business. 

He said that unless the dealer 
considers his employes’ benefits 
and comforts, the unions will come 
in and do it for him. 


Washmobile Corp. 
Changes Hands 


NEWARK, N. J. — A change of 
ownership, officers and address has 
been announced for Washmobile 
Corp., producer of auto laundries. 


New president is David Fisher, 
formerly a_ vice-president. New 
vice-president is Bernard Budish, 
who also is president of New Jer- 
sey Washmobile Corp. 

The original executive offices at 
350 N. Foothill Rd., Beverly Hills, 
Calif.. have been changed to 276 
Halsey St., Newark, N. J 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week Jan.1 = Jan. 1 
Ended Same Ended Total To To 
Oct. 30, Week,  Oct.23,  Oct., Oct. 31, Oct. 30, 
1954 1953* 1954* 1954 1953* 1954* 
AMERICAN MOTORS — 2,280 3,654 2,248 9,154 187,512 83,741 
Hudson ............ 800 2,205 800 3,371 67,582 27,916 
ROMS ae 1,480 1,449 1,448 5,783 119,980 65,325 
CHRYSLER CORP. 21,050 28,599 8,595 39,188 1,071,018 500,148 
Chrysler... 2,050 8,342 1,567 4,908 137,812 71,759 
DeSoto ............ 1,400 3,154 939 2,987 108,128 48,882 
DE decstescssoseins evteves 3,750 5,994 2,261 8,605 259;908 94,464 
Plymouth .... 18,850 16,109 3,828 22,683 565,170 285,043. 
FORD MOTOR 6,390 37,054 355 40,838 1,316,753 1,381,348 
Ford 5,950 29,141 239 30,026 1,011,495 1,130,036 
SEE sesticsssccqetenscctetss 425 vail 116 1,047 35,195 30,610 
Mercury ..................0. 15 71,913 5 9,765 270,063 220,702 
GENERAL MOTO 41,970 51,897 31,828 142,472 2,502,362 2,293,759 
IES «oss ccaceccienseasiavensi ~ 9,314 14,847 453,827 430,675 
Cadillac ......... 870 2,249 3,417 89,742 97,515 
Chevrolet ...... 29,900 30,028 20,461 71,657 1,312,029 1,125,936 
Oldsmobile ba 8,198 __...... 20,869 284,487 354,002 
Pontiac ...... ... 11,200 7,118 11,367 981,682 362,277 285,631 
KAISER MOTORS .... 80 331 62 279 61,418 15,443 
RINNE. Siig sccctosees0sctaya ; és — 20,926 5,803 
Willys .............. 80 331 62 279 40,492 9,640 
BP Es onc ics cceccesscece 3,610 2,247 2,561 11,291 238,105 91,5238 
iti hacsnsciossh i. haguiianny ...sikectees » , aaron queues 15,227 25,433 
Studebaker ...............: 3,610 2,247 2,561 11,291 162,878 66,090 
Total Cars, U. 8. 15,380 128,782 45,649 248,217 5,377,168 4,365,962 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan, 1 
Ended Same Ended Total To To 
Oct. 30, Week, Oct. 23,  Oct., Oct. 31, Oct. 30, 
1954 1953* 1954* 1954 1953* 1954* 
CHEVROLET 6,400 200 6,048 28,212 308,608 276,455 
DIAMOND T 70 144 67 250 7,187 2,640 
le 40 81 40 168 2,508 2,545 
DODGE ...... 2,120 2,391 2,074 ‘8,909 88,010 76,963 
NE i.5, dic Siichine 3s? chicks 62 tia: pyetsaen’ 1,887 2,049 
Ra ee 3,770 7,136 71 6,903 271,209 235,580 
I ge rans on cncanse 1,220 351 1,182 5,002 97,666 64,640 
INTERNATIONAL 1,605 187 914 5,902 103,718 79,658 
I isc ssidchisianddscinsis 230 325 139 715 9,885 5,644 
REO oun... 80 307 80 271 13,567 5,424 
STUDEBAKER 600 589 2,195 31,348 11,853 
WHITE .............. 225 293 219 914 12,154 8,848 
WILLYS ....... 1,960 2,400 2,047 8,249 74,585 58,345 
MISCELLANEOUS 60 210 62 272 «12,444 «= 4,266 
Total Trucks, U. S. 18,380 14,687 18,532 62,962 1,034,775 834,905 
Total Cars, Trucks, 
BI, Sapcecsnanhedosipcdcaeees 98,760 138,469 59,181 306,179 6,411,943 5,200,867 
Total Cars, Trucks, 
I xno sescc cscs cceee. 3,200 7,243 ; 2,861 11,190 407,196 310,175 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.. 96,960 145,712 62,042 317,369 6,819,139 5,511,042 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





Merger Probe Ordered 
By FTC’s Howrey 


WASHINGTON. — The Federal 
Trade Commission last week di- 
rected its Bureau of Economics to 
conduct a “speedy but thorough 
economic investigation of the re- 
cent corporate mergers and acqui- 
sitions.” 

The Bureau’s findings will be 
made public in a few months, 
according to FTC Chairman 
Edward Howrey. 

He said the purpose of the study 
was to provide documented facts 
on mergers for the information of 
the commission, the Department of 
Justice, Congress and the public. 

Howrey said the investigation 
would seek to determine the di- 
mensions and significance of the 
present merger movement and 
whether the mergers were moti- 
vated by: 

1. The desire for product di- 
versifications. 

2. The desire to lessen competi- 
tion. 

3..The desire of small or 
medium-sized firms to compete 
more effectively with larger, en- 
trenched firms. 

4. Financia] failure of the ac- 
, quired firm. 

5. Desire of the acquiring firm 


to integrate its operations, either 
through “forward” acquisitions to 
a higher stage of fabrication or 
through “backward” acquisitions 
toward ‘raw-material sources. 

Particular attention, Howrey 
stated, will be directed toward 
determining the legality of the 
recent mergers under the 1950 
amendment of Section Seven of 
the Clayton Antitrust Act. 

This section prohibits’ mergers 
where the effect “may be substan- 
tially to lessen competition, or to 
tend to create a monopoly.” 

The FTC study was authorized 
against a background of intensified 
public interest in mergers and ac- 
quisitions. 


Howrey commented that similar 
waves of mergers in 1887-1904 and 
in the 1920s were also regarded 
with considerable alarm by the 
public and Congress. 


Corderman to Ticas 


G. E. Thomas, manager of Cor- 
derman Motors (DeSoto-Plym- 
outh), Toppenish, Wash., has 
bought the dealership from Manly 
Corderman jr. and has changed 
the name to G. E. Thomas Motors. 


As 


Makers Step Up Pace on °55s8... 





Car Output Up 65% in Week 


(Continued from Page 1) 


week since December, 1953. In the 
preceding week, the corporation 
turned out 8,595 cars. 

Plymouth provided the big 
boost, to 13,850 cars from 3,328 
the week earlier. That gives 
Plymouth its biggest week since 
October, 1953. 

Other makers to spur output last 
week were Chevrolet, up to 29,900 


Obituaries 





O. V. Badgley, Ex-Head 


Of GM’s Delco-Remy 


ANDERSON, Ind.—O. V. Badg- 
ley, 69, former general manager of 
the Delco-Remy division of Gen- 
eral Motors, died Oct. 19 while vis- 
iting here. 


Mr. Badgley had retired from 
Delco-Remy in 1949 after nine 
years as head of the division. He 
had lived in Largo, Fla., since his 


retirement. 
. . a 


William W. Moore 
TOLEDO. — William W. Moore, man- 
ager of the Toledo district office of Allis- 
Chalmers Mfg. Co.’s general machinery 
division, died Oct. 20. 


* * * 


Floris Nagelvoort 
SEATTLE. — Floris Nagelvoort, 76, who 
operated Nagelvoort Stearns Cadillac Co. 
here until the early 1930s, died Oct. 11 in 
Salt Lake City. He was NADA president in 
1932. : 
* * * 
Henry A. Rhodes 
TACOMA, Wash. — Henry A. Rhodes, 
founder of the Washington State Good 
Roads Assn., is dead at the age of 91. 
* * * 
Perry L. Cook 
WAGNER, 8. C. — Perry L. Cook, 54 


died of a heart attack while on duty at his 
dealership in Columbia, 8. C. 


from 20,461; Ford division, which 
began to build up and turned out 
5,950, against 239; Studebaker, 
which, with its newly instituted 
overtime basis, rose to 3,610 from 
2,561, and Cadillac, which resumed 
production and turned out 870 cars. 


* * * 


UTPUT should show another 

substantia! gain this week 
since Chrysler Corp. will continue 
at a high level, Ford Motor and 
Cadillac will be back in full swing, 
while Buick and Oldsmobile will 
resume output. 

Packard, with the moving of 
its assembly operations to an- 
other Detroit plant virtually 
completed, is expected to begin 
1955-model output late next week. 
That would leave only Nash, 

Hudson, Kaiser and Willys still to 
switch to new models. 

The former two are slated to 
change over in December, while 
K-W plans to begin 1955-model 
output this month. 

Hudson, incidentally last week 
built its last car in Detroit. Opera- 
tions now will be moved to Nash’s 


plant in Kenosha, Wis. 


* * * 


HRYSLER CORP. reached a 
milestone last week, turning 
out its half-millionth car of the 
year. However, in the like period of 
1953 it had produced 1,071,000 cars. 
Though Ford division is still 
the year’s top producer, by next 
week it will be a neck-and-neck 
race with Chevrolet, which is 
only 4,000 units behind. ; 
So far this year U. S. makers 
have produced 4,365,962 cars and 





834,905 trucks, declines of 18.8 per- 
cent and 19.3 percent from the 
comparable 1953 period. 

The car-percent decline will be 
reduced by year end, however, 
since November and December are 
destined to be high-output months. 

+ * c. . 

No: Plymouth last week said 

it plans to produce 735,000 of 
its 1955 models, at the rate of 3,000 
cars a day ... Nash assembly op- 
erations were shut down a half day 
on Oct. 22 because of a breakdown 
in the body-painting department... 
International Harvester output 
rose last week with the completion 
of inventory-taking at its Spring- 
field (O.) plant. 


* * * 


Canadian Output 


Bag +a car and truck pro- 
duction so far this year 
amounts to 310,175 units, a 23.8 per- 
cent decline from 1953. 


Output last week was slated 
to turn up to 3,200 from 2,861 in 
the week earlier. 

General Motors and Chrysler 
Corp. both boosted their schedules, 
though Ford continued on strike 
and International Harvester was 
closed for inventory. 


Senator Wherry’s Deal 


Bought by Manager 

PAWNEE CITY, Neb.—Wherry 
Bros. (Ford), formerly owned by 
the late Senator Kenneth S. Wher- 
ry, Nebraska Republican, has been 
purchased by Cecil A. Davis. 

Davis, who managed the dealer- 
ship for 20 years, has renamed the 
firm Cecil Davis Motors. Wherry 
Bros. had a Ford franchise here for 
41 years. 


‘CLASSIFIED WANT AD DEPARTMENT. 


Reaching an estimated 150,000 readers engaged im ail branches ef the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Doliar ($1) per 


of Automotive News 


OF PUBLICATION DATE 
WANT AD DEPT., 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


NEW CAR SALES MANAGER. Unusual 
opportunity for aggressive sales manager 
with one of Chicago’s largest, fast ex- 
panding Ford dealerships. Must be thor- 
oughly experienced in all phases of new 
car merchandising and service, capable 
of managing large volume operation, 
training and supervising sizeable sales 
force, making used car appraisals and 
helping salesmen close deals. Excellent 
working conditions, prosperous locality. 
Top salary based on qualifications and 
sales results. Write stating age, qualifica- 
tions and experience. Box 4242, c/o Au- 
tomotive News, Detroit 26. 

AUTO SEAT COVER SALESMEN. Excel- 
lent opportunity for salesmen calling 
upon new car dealers to carry strong 
repeat order line of well known pre- 
cision fit auto seat covers and many 
other fast selling items, either part or 
full time. Fabric Mfg. Co., 205 Thomas 
St., Newark, N. J. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





insertion 


insertion. 





HELP WANTED 
TRAVELING AUDITOR AND business 


manager combined. Preferably with mo- 


tor holding or motor accounting experi- 
ence. Travel nationally for retail auto- 
motive management corporation. For 
right man this organization presents 
future opportunity to manage a retail 
operation with purchase options. Give 


complete history and photograph, Con- 
fidential. Box 4262, c/o Automotive 
News, Detroit 26. 


SALESMAN - CHRYSLER - PLYMOUTH 
dealer in. city of 12,000 in Southwest 
growing community. Need experienced 
automobile salesman with proven record 
of selling at a profit against competition. 
We believe in selling ‘‘Product’’ not 
‘*Price.’’ Ready now. All replies held in 
confidence. Compensation plan open. Sell- 
ing sales manager’s position will develop 
for the right party. Kindly send all in- 
formation including your present com- 
pensation plan, income and recent photo- 
graph to Box 4243, c/o Automotive News, 
Detroit 26. 


EXPORT SALES EXECUTIVE. Leading 
automobile manufacturer has opening for 
experienced automotive sales executive in 
South America. Must speak Spanish flu- 
ently. Require man 28 to 40. Top re- 
muneration includes salary, bonus, house 
allowance, car. Consideration only given 
to experienced automobile man who is 
capable of appointing dealers and han- 
dling dealer organization. Reply Box 


4241, c/o Automotive News, Detroit 26, 
giving full details of experience, personal 
qualifications, giving photograph. 





FINANCE MAN, 38, presently on execu- 
tive staff of large finance company, is 
interested in full responsibility of bank, 
finance company or dealer discount and 
loan dept. or backing in starting a com- 
pany (prefer midwest). Have following 
of dealers and branch personnel. Seven- 
teen years’ experience in home offices 
and branches of the largest Nationals 
in the business. Box 4264, c/o Auto- 
motive News, Detroit 26. 


for 


CLOSING: SIX DAYS 


use of @ box smumber, in care 


Replies to Bex Number ads: are forwarded to the advertiser, unepened, the same 
day received. Display ads: $11.20 per column inch, per 


IN ADVANCE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


MANAGER — DESIRE connection with 
dealer who does not wish to devote full 
time to business. Pre-war and post-war 
experience in management, sales, ac- 
counting, parts and service. Prefer south- 
east in low price field. Chester Edwards, 
618 McRorie, Lakeland, Fla. (Ph. 6-7741). 


NOW AVAILABLE. Thirty-six-year-old, 
married man interested in becoming 
manager, sales manager or assistant to 
owner of medium size agency—prefer- 
ably in smaller city in northeastern U. 8S. 
Experienced as—retail salesman, factory 
representative, dealer sales manager. Re- 
cently sold own dealership (it was in the 
black). Box 4268, c/o Automotive News, 
Detroit 26. 


TWENTY-THREE YEARS’ experience in 
new car dealerships. Presently employed 
as used car manager. Age 40. Desire 
position as new or used car manager in 
or near Philadelphia, Penn. Inquire Al 
Hendri, 2036 Vista St., Philadelphia 15, 
Pa. Phone Fidelity 2-3486. 

USED CAR MANAGER. Twenty-five 
years’ experience. Able to consider any 
location. Single, sober, sharp trader, 
strong closer, hard worker. Full refer- 
ences. Box 4263, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 
FLORIDA DEALERSHIP HANDLING 
Pontiac. No Habilities, route 1,, 6,000 
population, area plus, $18,000 total. Rent 
$150 a month. Must have factory ap- 
proval. Box 4267, c/o Automotive News. 
Detroit 26. 





ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


Automotive News can help you by 
bringing your wants to the attention cf 
nanufacturers. 


An advertisement in this section will d° 
the trick at a nominal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 
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DEALERSHIPS AVAILABLE 


Lin- 


i , han 
coln-Mercury. Midwest city 30,000; trade 


. territory, agricultural and industrial to- 


tal 120,000. Gross sales 1954 exceeded 
$1,300,000. Service department will gross 
$100,000. Will deliver 225 1954 models 
and 700 used cars. Good net profit each 
year. Modern building, large beautiful 
showroom, paved used car lot adjoining, 
ample parking, ten-year lease. No ac- 
counts receivable; no used cars to buy. 
$35,000 for shop equipment, office equip- 
ment, signs, parts and accessories, no 
dead stock. A real opportunity. Deal di- 
rect with owners; one partner going into 
army soon. Box 4271, c/o Automotive 
News, Detroit 26. 


DEALERSHIP NOW HANDLING Ford in 
midwest. 17,000 population in heart of 
very rich agricultural section and small 
diversified industry. Excellent community 
to live. 250 to 300 car potential and 60 
to 100 trucks. Located in center of town. 
Will lease building. Must have factory 
approval. Box 4227, c/o Automotive 
News, Detroit 26. 


TWO MICHIGAN AUTO AGENCIES — 
One now handling Buick, doing nice 
volume of business. Selling because of 
illness. One now handling Pontiac, vol- 
ume over % million dollars, profitable 
operation. Contact Batey, LaNoble 
Realty, 1516 E. Michigan, Phone 2-1637, 
Lansing, Mich. 


HANDLING BUICK—120 car deal. A prof- 
itable deal in the mid-south. Located 
near large city. Sales over half million 
past several years. Willing to sell all 
or part. Building may be purchased or 
leased. Terms available on whole deal. 
Parts, shop equipment, office furniture 
and fixtures all available. Box 4266, c/o 
Automotive News, Detroit 26. 


IOWA DEALERSHIP HANDLING today’s 
leader. Main highway, rich farming 
area, small town, 75 units. Lease ideal 
building and paved lot. Good equipment 
with body shop. Clean parts stock. Own- 
er’s health reason for sale. Money 
maker. Bargain price — $20,000 or ap- 
praisal and inventory. Write qualifica- 
tions to Box 4269, c/o Automotive News, 
Detroit 26. 


HANDLING DeSOTO-PLYMOUTH—North- 
ern Ohio. 125 car contract. Low cost op- 
eration. $15,000 for parts equipment. 
New building. Box 4250, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Piym- 
outh. Located in metropolitan Pittsburgh. 
Pa. Lease building. No used cars. .Fac- 
tory approval required. Box 4198, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING BUICK 
in city of 50,000 with trade area approx- 
imately 150,000 located in Middle West. 
Applicant must have factory approval. 
Must sell to take over larger deal. Write 
a 4261, c/o Automotive News, Detroit 
6. 


DEALERSHIP WANTED 


PONTIAC-CADILLAC DUAL or Buick in 
single dealer town in West or Southwest- 
ern U. 8S. Will lease your building if 
mutually agreeable. Have cash and fac- 
tory approval. You can be certain your 
reply will be kept confidential. Can take 
immediate action on the right probosal. 
= 4259, c/o Automotive News, Detroit 


ONE OF “BIG THREE’’—75 to 150 cars. 
Suburban New York, New Jersey or 
Conn. community preferred but not es- 
sential. Factory approval assured. Write 
fully. Will keep replies strictly confi- 
dential. Box 4265, c/o Automotive News, 
Detroit 26. 


CADILLAC-OLDS or Cadillac-Pontiac or 
any Cadillac dual. Any number of unit 
franchise. Financially qualified, factory 
approval assured. Will hold in strictest 
confidence. Box 4251, c/o Automotive 
News, Detroit 26. 
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BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVE. Unusual op- 


portunity for responsible man or firm to 
become distributor of factory approved 
undercoating materials. Exclusive terri- 
tory available. Box 4254, c/o Automotive 
News, Detroit 26. 


LEARN AUCTIONEERING 


America's leading Auctioneers teach you. 

Students sell actual sales during term. Our 
aduates are successful. Earn large income. 
erm soon. FREE catalog. e 


REISCH AUCTION SCHOOL 
Box 8, Mason City, lowa 


BUSINESS WANTED 


LEASING 
COMPANY 
WANTED 


ANY SIZE 


Will buy to best tax advantage 
for you. 


Cash available - Ready to move 


Box 4237, c/o Automotive News, 
Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS @ 


Get the facts now—find out if you are in 
shape for ‘54. Obsolescence and shortages 
can kill profits so don't wait for the year end 
to learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





For Quick Results 
Use Automotive News 
WANT ADS 








POSITION WANTED 


GENERAL MANAGER 



















Automotive News, Detroit 26. 


AVAILABLE JANUARY 1 
Presently Earning Over $30,000 


Partnership changes will make available a top flight retail dealer and general 
manager. A pre-war merchandiser of proven ability, who has operated nothing 
but volume deals with maximum profits. Interested only in “Big Three" products 
and deals over 1500 units. References and recommendations will be furnished 
by top factory officials, banks, leading finance companies and dealers. If your 
deal is solid but operating capital is short, will consider investment. If you are 
a bank or finance company and have an insecure capital loan, will consider 
purchasing present dealers equity. Replies will be held in strict confidence. 
Please state approximate potential, rent, net worth, 1953 and 1954 net profit 
before tax. Will fly at own expense for personal interview. Box 4256, c/o 


DEALERSHIP WANTED 


DEALERSHIP WANTED 


Florida, Lower California 


or the Pacific Northwest 


Chevrolet or Chevrolet Dual—Preferably Cadillac and Chevrolet 
QUALIFIED — EXPERIENCED — FINANCED 
Factory approval assured 


Would like to purchase such a deal with or without used cars or accounts 
receivable—but open mind on both. Real estate very fair rental but open mind 


on purchase. 


Not looking for a blue sky. Am interested in long term dealer who may wish 
to retire with no one in family to take over. 


ONLY QUALITY DEALERS FOR REPLY. May work on part term pur- 


chase if for short term: Box 4260, 


c/o Automotive News, Detroit 26 





FOR SALE; OLDER CAR PARTS. Vari- 


ous amount of small parts for Model 
A & B, also clutch discs, pressure plates, 
hubs, bearings, radiators, cam- 
shafts, etcetera and etcetera. For com- 
plete ‘ist write: Stiles Motors Limited, 
Woodstock, New Brunswick, Canada. 


CARS FOR SALE 


AUCTION 
I's New — It’s Nice 
It’s Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 
Every Thursday at 1 P.M. 
Carl Marker, Auctioneer 


All checks guaranteed 
Kenwood 3-3090 





ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 te 500: 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half a west of Grandville, 


EVERY TUESDAY 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill'’’ Nagy 
“Michigan's Best*’ 
Phone: ARdmore 6-4720 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every 7 


12:30 P. M. 
OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, 
We Guarantee Checks 
Dealers Only 


Indiana 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 


Auctioneers—David Pa 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
"Midway, 

sbenpldanindiade food 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. afd N.A.A.A., Inc. 





CARS WANTED 


50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-05613, Lansing, Mich. 


USED JEEPS 
Wanted — 50 Used Jeeps at Once 
Contact 
Greenfield Motors 


Kaiser-Willys Dealer 
9800 W. Greenfield Milwaukee, Wisconsin 








SHOP EQUIPMENT FOR SALE 
LIQUIDATING WILLYS ‘deal. Parts, bins, 


equipment—all or part cheap. Will lease 


or sell building. Akron, Ohio. Box 4270, 
c/o Automotive News, Detroit 26. 


a ‘ Telephone 4-3377, 
Hotel, Owensboro, Ky. 


SHOP EQUIPMENT WANTED 


WANTED 


8 to 15 Berloy parts bins with any quan- 
tity of shelves and dividers. Quote lowest 
delivered price to 


STONE BUICK CO. 
FORT PIERCE, FLORIDA 








MISCELLANEOUS 


LUCK! LUCK! LUCKY! 


Muckluck boots; heavy canvas with 
genuine buckskin soles, felt pad- 
ding. Nice and warm—ideal for 
car washing, duck hunting, deep 
snow, etc. 
6 pair — $7.95 — 6 pair 
One pair, only $1.75 
181,” high, shipping weight 13% Ibs. 
Fits over regular shoes. 
Sizes: Small, medium and large. 
Sorry, no C.O.D.'s. Send cashiers check 
or money order for prompt shipment. 


CENTRAL MERCANTILE CO. 


742 W. Taylor St. Chicago 7, Ill. 











G. M. DEALERS 
STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
method of accurately handling A. F. A.'s 
$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s. 


“Leaders In The Industry" 
Since 1939 





CHEVROLET'S FIRST 
V-8'S (1917) 


Authentic prints, hand-colored, matted, and 
coat to, frame, of 1917 valve-ln-hoad — 
els. Also 12-page cop factory's origi- 
nal. brochere, with complete technical toler 
mation. 
A terrific sales advantage to the Chevrolet 
dealer in selling the new ‘55 models. 
1 ee print touring car 
1 pare et of original factory Sodus 
Complete for $15 
(Same set, uncolored, $12) 


AL REPPERT 


8701 Loch Bend Drive Towson, Maryland 


ATTENTION: Men of Top Calibre Capable 
of Earning $30,000 to $40,000 per Year 


NEW MASONRY PROCESS 


Franchises Now Available 
Lifetime masonry applied over siding, shingle, con- 
crete and cement block or stucco. Looks and wears 
like genuine brick and ledgerock. Insulates against 
moisture, heat and cold. Never needs painting. Pro- 
tected territories. For full particulars write— 


Life-Brik and Stone Co. 


8821 Fenkell Street 


for One Year $8 [_] 





New Subscription Order 


Send Automotive News to Address Below 


for which check is attached [[] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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or Two Years $14 [_] 


International Harvester Company 


PROUDLY PRESENTS 


Ronald Colman and Benita Hume, in 


“Teall of Loy 
ON CBS-TV 
Tuesdays, 8:30-9:00 PM. EST” 


NOW, the show that enjoyed the highest kind of critical 
acclaim as top radio entertainment, comes alive on TV. 
And it’s going to work for the INTERNATIONAL Truck Dealer! 


It’s “The Halls of Ivy,” the bright, moving and humorous 
chapters in the life of a college presidertt and his wife. 
Academy Award-winner. Ronald Colman and his talented 
actress-wife Benita Hume make this new TV entry one of the 
most likely candidates as this season’s biggest hit! 


As a radio show, it broiight praise from everywhere — even 
from the United Nations! Not only the critics, but the butcher, 
the baker and the candlestick maker made it a top radio 
success. The show won practically every important award— 
including the Peabody Award, radio’s highest honor. 


And now, with sight added to sound, it’s bound to be a bigger 
hit than ever — bound to attract a bigger audience. The show 
will be seen every Tuesday evening at 8:30 EST, over the CBS 
network of 75 stations — with an estimated coverage of 90% 
of all television homes. More important, the show will be 
seen by truck prospects from coast to coast. 


It’s a quality program, that reflects the famous quality of 
INTERNATIONAL Trucks. It gives the INTERNATIONAL Dealer 
one more powerful sales aid with hard-hitting, integrated 
commercials — to show truck prospects everywhere why 
INTERNATIONALS are their best All-Truck buy! 


Dealer franchises are available in a few choice locations. 
If you can qualify, contact your nearest INTERNATIONAL 
District Office or: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue ¢ Chicago 1, Illinois 


*Alternating each week with The National Biscuit Company 


International Harvester Builds McCormick® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


Standard of the Highway 








